





Because of its five extra features, Micrometric is easy to sell. Once 
it is sold, you can count on the profits which come from a steady 
repeat business Customers must come back to vou for more, be- 


cause there is only one Micrometric! 


FIVE EXTRA FEATURES 
1 Neater typing 

” Uniform margins 

73 Faster typing 


1 No smudged fingers 


5 Saves money 





17 YEARS OF 
CONSUMER 


ACCEPTANCE 





Even without the Micrometric fea 
ture, MultiKopy Carbon Paper is 
more profitable to sell Years of 
advertising and the maintenance 
of high quality have brought com 
plete consumer acceptance 
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a news and technical trade 
journal, serving the entire in 
dustry of office equipment. 
[t covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercia 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 
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directly connected with the 
industry the journal repre- 
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industry. It will answer any 
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quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 
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7 SUBSCRIPTION RATES 
able in advance, in the 
nited States and its pos- 
sessions and Mexico — one 
yeur, $2.00; two years, $3.00. 
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two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of $3.00 
American gold for one year 
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New York or Chicago, Post- 
office or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
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Single copies, twenty-five 
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THE ADVERTISEMENTS 


These advertisements present the products of the leading manu- 


facturers in each division of the mdustry. 


Because of the ground 


for honest differences of opinion, the publishers obviously can- 


not undertake to guarantee transactions 
They do, however, offer their service in resolving 


customers 


between advertisers and 


any disagreements which result from relations established 
through the journal 
A 
Acco Products, In 108 Jasper Chair Co 86, 128 
Ace Fastener Corp 74 Jasper Desk Co 126 
Acme Staple Co 161 Jasper Office Furniture Co.150 
Adams, Henry T., Mfg. Co.161 Jasper Seating Co ».153 
Aigner, G. J., Co 138 Josephson Mfg. Corp 114 
Allen Calculators, In 101 K 

Allen & Co 156 Kilian Mfg. Corp 149 

Allen-Wales Add. Mch. Cp.157 

} : . ' be ( 
hima ‘De ee —_ 149 Loose Leaf Metals Co 138 
ma Desk Co 146 = Lynn Paper Prod. Mfg. Co.142 
American Can Co : 162 : — os fg. Co.142 

Amer. Number a. Co. .161 
Amer. Writing Mach. Co...103 Majestic Lounge Co L22 
Ames Supply Co g5 Manifold Supplies Co 73 
Artility Met. Products, Inc. 83 Markilo Co 159 
Art Metal Construction Co. 79 Markwell Mfg. Co 142 
Art Steel Co., Ine 142 Martens Type Cleaner Co.161 
Associated Patents Corp 158 Meilicke Systems, Inc 158 
Autopoint Company 141 Metal Office Furniture Co. 82 
Meyer & Wenthe 159 
B Milwaukee Chair Co ~..144 
Bankers Box Co Mimeograph, The ‘ 67 
Barkley, C. L., & ¢ Mitchell Binder Co 149 
Bassick Company Mittag & Volger, Ine 95 
Bates Manufacturing Moore Push-Pin Co : 157 
Beach Publishing Co Munson Supply Co 130 


jentson Mfg. Co 
Bickett, L. M., C 


Blaisdell Pencil Co 137 
Bridges, F. W.. Ltd 162 
Bright Chair Co 150 
Bristow, Stanley R 160 
Browne-Morse Co 161 
Buckeve Ribb. & Carb. Co..130 
Calvert Lamp Co., The 141 
Cameron, Cal 154 
Carpe nter E. W., Mfe. Co.160 
Carter's Ink Co., The 105 
Cel-U-Dex Corp 157 
Clarotype Co., The 158 
Codo Mfg. Corp 137 
Collier-Keyworth Co 78 
Columbia Rib. & Carb Co..102 
Columbia Steel Eq. Co 115 
Commander Duplicator Co.157 
Cook, H. C., Co 156 
Corona pewriter 69 


Corry-Jamestown Mfe. Cp. 98 


Crown Ribbon & Carb. €o.145 
Currier Mfg. Co 157 
D 
Dawn Mfg. Corp 146 
Defiance Sales Corp 127 
Dick, A. B., Co 67 
Doppelt, Cha & Co 126 
Dorson Time Instru: Co.104 
Downey, C. L., Co 153 
Dunham-Watson Co 160 
E 
Magle-Ottawa Leather Co.141 
Eaton Paper Corp 141 
Flliott-Fisher.75. Back Cover 
Enterprise Supplies, In« 161 
Esterbrook Steel Pen Co 146 
Ever Ready Calendar Co 125 
Fr 
Faber ,. W Ine 77 
Faries Mfg. Co 155 
r aultiess Caster Corp 140 
Fawn Brands, Ltd 145 
F. B. Mfz. Co 158 
Fibroin Stencil Corp 133 
Frankel Carb. & Ribb. Co.153 
Fulton Specialty C 132 
G 
General Fireproof Co 70, 71 
General Pencil C 154 
Globe-Wernicke C 93 
Graff, Geo. B., Co 142 
Graphic Duplicator ¢ 137 
Guide System & Supp. Co.12 
Gunn Furniture C 129 
H 
H. A. Ink Eradicator ¢ 160 
Hall-Welter Co 146 
Hanson Scale C« 160 
Harriman-Welts Prod. (o.159 
Harter Corp., The 76 
Hedges Mfg. C 126 
Heyer Corporation 163 
Higgins, Chas. M., & C 152 
High-Point Bdge. & ChairCo.149 
Hotchkiss Sales C 138 
I 
Imperial Desk (C. 118 
Imperial Mf. « 136 
Imperial Methods Co 100 
Indiana Desk Co 134 
Ink Specialties Co 107 
Internat’! Typewr. Exc! 94 
Invincible Met. Furt 109 





N 
Nat'l Brief Case Mfg. Co. .157 
Nat'l FiberstoK Envelope 
TW seek cnieeeetac ..133 


Ne va-C log Products, Inc .131 
New Indiana Chair Co 134 
Niagara Duplicator Co 117 
Oxford Filing Supply Co 106 


P 
Pacific Cb. & Rib. Mfg. Co.139 
Parrot Speed Fastener Cp.147 


Peerless Key Co., Ine .120 
Peerless Steel Equip. Co...111 
Phillips Process Co 157 
Pronto File Corp. 129 
Quality Park Env. Co — 
Queen Ribbon & Carb. Co..154 
R 
egal Typewriter Co 110 
‘liable Tw. & A. M Corp 158 


eplogle Globes Ine .116 
ivet-O Mfg. Co 


R 

R 

R 

R 151 
Roberts, Weldon, Rub. Co.124 
Rockwell-Barnes’ Co 123 
Roosen, H. D., Co - 169 
Rosenthal Co., The 152 
Royal Typewriter Co...80, 81 
Sanford Mfg. Co 88 
Schwab Safe Co The 130 
Sengbusch S-C Ink St. Co. 92 
Shattuck Co., The .145 
Shaw-Walker Company .113 


Sheaffer, W. A., Pen Co . 97 
Sheppard, C. E., Co l 


Sherman-Manson Mfg 3 
Shipman-Ward Mfg. Co... 91 
Sible Edw. L., Mfg. Co. .122 
Smith, Bradner, & Co 145 


Smith, L. C..&Cor. Tw.Inec. 69 


Speed Key Mfg. Co .159 
Speed-O-Print Corp .-143 
Stabro Mfe. Co ..160 
Standard Mailg. Machs. Co.112 
Stein Brothers Mfg. Co 87 
St. Johns Table Co 137 
Storms, H. M., ¢ 114 
Sturgis Posture Chair Co. 99 


Sundstrand Adding Mach 


75 tack Cover 


T 
Technygraph, The 159 
Toledo Metal Furn. Co.. 118 
Triner Scale & Mfg. Co 146 
Trussell Mfz. Co 130 
Tybon Corp 160 
Underwood-Elliott-Fisher 
Co 75, Back Cover 
U. S. Tw. Rib. Mfe. Co .-158 
United Typewr. & A. M. C..160 
Vv 
Vail Manufacturing Co 119 
Victor Safe & Equip. Co 159 
Ww 
Wabash Cabinet Co wh 
Wagemaker Co 155 
Warshaw Mfg. Co 138 
Webster, F. S., Co 2 
Wholesale Typewriter Co.121 
Wiggins, John B.. Co 134 
Wright, L. G., In 161 
4 
Yawman & Erbe Mfg. Co. 89 








For the benefit of the subscribers the lines advertised are here 

classified. Many of the requirements of the modern business 

office are represented. Should subscribers be interested im any 

article of office equipment not listed here, they are cordially in- 

vited to communicate with the service bureau, through which 

the information will be promptly and cheerfully furnished by 
letter, without obligation. 





Adding Machine Roils and Paper Jasper Seating Cx 153 
Lynn Paper Products Mfg. ( 142 Majestic Lounge C« 122 
Rockwell-Barnes Co 12 Milwaukee Chair ¢ 144 
Smith, Bradner & C 145 New Indiana Chair Co 134 

Adding Machines Sturgis Posture Chair ¢ 99 
Allen Calculators, Inc 101 Chairs (Posture) 

Allen-Wales Add. Mach. Cor; L157 Artility Metal Products, Ir 83 
Sundstrand 75, Back Cover General Fireproofing 70, 71 

Adding Machines (Stylus) Harter Corp 76 
Reliable Typewr. & A. M. Corp 58 Jasper Chair Co 86, 128 

Adding Machines, Rebuilt and eed. Jasper Seating Co 153 
Reliable Typewr. & A. M. Cory 158 Milwaukee Chair Cr .-144 
Wholesale Typewriter C 121 Sturgis Posture Chair (¢ 99 

Adding Typewriters Toledo Metal Furniture 118 
Underwood, E. F 75, Back Cover Check Protectors and Writers 

Adhesives Hall-Welter Co -146 
(See Inks, Adhesive etc.) Check Protectors and Writers, Used 

Arch and Clipboards Reliable Tw. & A. M. Cor 158 
Globe-Wernicke ¢ Checks, Stamped Metal 
Rockwell-Barnes ( Meyer & Wenthe 159 

Ash Trays, Office Clips, Paper (See Paper Clips 
Defiance Sales C 7 Coin Bags, Trays ane Wrappers 

Bankers’ Note Cases Downey, C. L 15 
Art Steel C« 142 Copyholders 
Currier Mfg. C 157 Acco Products, In 108 
General Fireproofing ( 70, 71 Dawn Mfg. Corp 146 
Globe-Wernicke ( 93 Crayon 
Victor Safe & Equip. 159 Markwell Mfz. Co 142 

Billing Machines Cushions and Pads, Chair 
Underwood, E. F 75, Back Cover Bickett, L. M., ¢ 148 

Binders, Catalog and Periodical Cuspider Mats 
Acco Products, In 108 Bickett, L. M. ¢ 148 
Aigner, G. J., 138 Cuspidors 
Mitchell Binder Ce 14 Faries Mfg. Co 155 

Blank Books Dating Stamps 
tockwell-Barnes Co 12 Amer. Number. Mac ( 161 

Blue Print and Plan File Cabinets Fulton Speciaity ¢ 132 

All-Steel-Equip. Co 14 Meyer & Wenthe 159 
Art Metal Construction (« ? Rivet-O Mfg. Co 151 
Browne-Morse (« 161 Desk Calendar Pads 
Columbia Steel Equip. 115 Defiance Sales Corr 127 
Corry-Jamestown Mfe. Cor 98 Ever Ready ‘ slendar Mf ( 125 
General Fireproofing ( 70, 71 Desk Lamps, Electric 
Globe-Wernicke ( 9 Calvert Lamp Co., The ..141 
Shaw-Walker Co., The 112 Faries Mfg. Co 155 
Yawman and Erbe Mfe. ¢ 89 Desk Pads 

Bond Boxes Aigner, G. J., ¢ 138 
Art Steel Co 142 Bickett, L. M., ¢ 148 
General Fireproofing Co 70. 71 Desk Pending-Letters Holders 
Globe-Wernicke (¢ 9 Acco Products, Inc 108 

Book Cases Desk Trays 
All-Steel-Equip. C ..149 Aigner G. J., ¢ 138 
Alma Desk ( 148 Art Metal Const ruc tion ¢ 7 
Art Metal Construction (« 79 Art Steel Co., In 142 
Browne-Morse (C< 161 Corry-Jamestown Mf Con 98 
Corry-Jamestown yw Cort aR General Fireproofing ¢ 70, 71 
General Fireproofing 70, 71 Globe-Wernicke 93 
Globe-Wernicke ( 93 Imperial Methods ¢ 100 
Gunn Furniture Cx 129 Yawman and Erbe Mi ‘ 89 
Wabash Cabinet Co 8 Desk Work Distributors 
Yawman and Erbe Mfe. ¢ 89 Art Steel C< 142 

Book Rings tristow, Stanley R 1 
Adams, Henry T., Mfg. ¢ 161 Currier Mfg Co 157 
Carpenter, E. W., Mfc ¢ 160 Globe-Wernicke ¢ ’ 

Bookkeeping Machines Victor Safe & |} ‘ 159 
Underwood. E. F 7 BR Cover Desks 

Box Letter Files Alma Desk ¢ 14 
Art Steel Co 142 Art Metal Construction ¢ 79 
tlobe-Wernicke ¢ 93 Browne-Morse ( 161 
Hedges Mfz. C 198 Cameron, Cal 154 
Rockwell-Barnes (« 12 Columbia Steel Equip. ¢ 11 

Brief and Zipper Cases Corry-Jamestown Mf Cor WS 
Doppelt, Charles, & ( 128 General Fireproofing ¢ 7 71 
National Brief Case Mfg. ¢ 157 Globe-Wernicke Co 
Stein Bros. Mfg. Co 87 Graphic Duplicator ¢ 137 

Calculating Devices Gunn Furniture ¢ 120 
Meilicke Systems, Inc 158 Imperial Desk (¢ 118 
Reliable Tw. & A. M. Cor; 158 Indiana Desk Co 134 

Calculating Machines Invincible Metal Furn. ¢ 109 
Allen Calculators, Inc 101 fasper Desk Co 12¢ 
Allen-Wales Add. Mach. Corr 157 Jasper Office Furniture ¢ 150 
Sundstrand 75. Back Cover Metal Office Furniture ¢ a2 

Calculating Machines, Used Shaw-Walker Co., T! 113 
Reliable Tw. & A. M. Cort 158 Wagemaker Co 155 
United Typewriter & A. M. ¢ 160 Yawman and Erbe Mfg. ¢ gy 
Wholesale Typewriter ( 191 Drafting Machines 

Carbon Papers Wright, L. G., I 161 
(See Ribbons and Carbons Duplicating Machines 

Card tndex Boxes and Trays Commander Duplicat ( 157 
All-Steel-Equip. Co 149 Dick, A. B., Co 67 
Art Metal Construction ¢ 79 Heyer Corporation, The 16 
Art Steel Co 142 Mimeograph, T 67 
Bentson Mfg. Co Lh Niagara Duplicator (¢ 117 
Cameron, Cal 154 Rivet-O Mfg. ( 151 
Columbia Steel Eau ( 115 Smith, L. C., & Corona Tws ‘ 
Corry-Jamestown Mfg. Cory yk Speed-O-Print Corporation 14 
Currier Mfg. Co 157 Standard Mailing Machine ‘ 112 
Globe-Wernicke ( ‘ Duplicating Machine Supplies 
Guide Systen & Supt ( 12% Columbia Ribb. & Carb. ¢ 10 
Imperial Meth« ce 10 Commander Duplicator ‘ 157 
Invincible Metal Furn. ¢ 19 Dick, A. B., Co 67 
Metal Office oun Co g9 Dunham-Watson C: 16 
Shaw-Walker C The 11 Enterprise Supplies, I: 161 
Warshaw Mfe (Co 138 Fawn Brands, “td 14 
Yawman and Erbe Mfg. ¢ 89 Fibroin Stencil Cory 1 

Cash Boxes Frankel Carbon & Ribbon « 15 
Art Steel Cx In 142 Graphic Duplicator Co 137 
General Firerrwofing ( 70, 71 Heyer Corporation, The l¢ 

Casters, Caster Beeriacs. Slides Ink Specialties Co 107 
Bassick Compan) . Mimeograph The 67 
Faultiess Caster Cor 140 Mittag & Volger, In 95 
Killian Mfg. Cor; 14 Niagara Duplicator C 117 

Celluloid Envelopes Roosen, H. D., Co 159 
Markilo Co 159 Smith, L. C., & Corona Tw 69 

Chair trons Speed-O-Print Corporatior 14 
Bassick Co on Stabro Mfg. Co..... 160 
Colller-Keyworth ¢ . 73 Technygraph, The 150 

Chair Mats Victor Safe & Equip. ‘ hes) 
tickett, L. M., ¢ 148 Engraving, Copper Pilate 

Chairs Wiggins, The John B., ‘ 134 
Artility Metal Product Tn 8 Envelopes 
Cameron, Cal 154 Globe-Wernicke Co -- 93 
General Fireproofing ( 70, 71 Josephson Mfg. Cor; ..114 
High Point Bending & Chair Co. .149 National FiberstoK Envelope Co..133 
Jasper Chair ¢ 86, 128 Quality Park Envelope (¢ oat 
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Envelopes, Celluloid Browne-M 
Markilo Co 159 ye ~ — Co. ; -- 161 Ames Supply Co. . 85 Harter Corp., The... seveeses 76 

Envelope Sealers oaieal Vien te orp sn os Shipman-Ward Mfg. Co. ... .. 91 Sherman-Manson Mfg. Co... “ceca 
Standard Mailing Machines (« 112 Globe-Wernicke Co : * 98 p — — She eee Co . 121 Sturgis Posture Chair Co......... 99 

Se ink : - Invincible Metal Furn. Co "109 a le C Toledo Metal Furniture Co.......118 
H. A. I 3% a oie 105 Metal Office Furniture Co 82 Triner Scale & Mfg. , 2 
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ot OR 77 eR Fh Spetceeeee: 158 Defiance Sales Corp. C0, ose Cameron, Cal. ..........0++5 vo LOE 
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yelets & Eyelet Fastening Machines Markilo Co 159 ~~’ w. Co. .... -+-151 Parrot Speed Fastener © 
Bates Manufacturing Co 1385 Loose Leaf Metals “j Push Pins Vail Manufacturing Co mae io 
Markwell Mfg. Co. pepe. Adams, Henry T., Mfe. Co 161 Moore Push-Fin Co.. ceeeeeee 157 — Stationery, Engraved, Lithographed | 
a wt — 5 . vecocenn Carpenter, E. W.. Mfg. Co 160 yg Dispensing Machine Wiaxins, The John B., Co 
Sibley, Edw. L., Mfg. Co .. 122 Loose at hie * ‘o eo MO CORP. .cccccvcees ae .. 160 

File Boxes, Collapsible Corrug. Mail Stee ; oe Ribbons and Carbons oo & Wenthe 159 
Bankers Box Ca .. 72 Bristow, Stanley R d 160 - — Co... odie - 156 : phers’ ese’ Sects ese euntis 
yaw, RR 151 Globe-Wernicke Co Ames Supply Co. phoupasnacce #06 Rockwell: Barnes Co 123 
: p- - c > o 93 M . » . 4G A om “ ae ee ee " — oa 
Guide System & Barpis Co — as he & Equip. Co 154 Carter's ink Co., The..... "105 an Mfe Co... sven 130 
Oxford Filing Supply Co 106 ell, Geeres B.. Co 142 Ce Be Sc wikccsacatiansnee 137 Harter Cor Tt 
Pronto File Cort 129 Moore Push-Pin Co “te: 157 Columbia R. & C. Mfg. Co.......102 St is P D.. 7 rrsenee 78 

File Boxes, Metal "oa si lala ae Crown Ribbon & Carb. Co.......145 Toledo. Posture Chair Co, a He 
Art Metal Construction (Cx 79 Replogle Globes. “Ine 116 Frankel Carbon & Ribbon Co 152 A. 4 +, 4H, voeee edlB 
Art Steel Co 142 Matched Office Suites 7 Imperial Mfg. Co..... .. 136 All-Steel-E ~ Cc 149 
yoy Mfg. Cory a Art Metal Construction Co . 79 meg ae ag :—- beceence +e 3 Art Metal onstruction Neha 

be ° 4 -t04 General Fireproofing Co 7 - Mittag olger, Inc. -- 0 oe 
Victor Safe é Equip, 13, Gobe-Wermighe, Coc oss 000s ob Peet Carton & eben Co.---""139 are Bam 22200000 eos 
e quis 5 Memorandum B ~ \illips Process Co.............. 157 . me nat 
os Cab. Bali and Roller Bearings Rockwell iS! i. Queen Ribbon & Carbon Co nis 154 —s wie Gon Co. 0.45. By 
Kilian Mfg. Corp.. 149 Trussell Mfg. Co 130 Royal Typewr. Co., Inc........80, 81 Browne-M Co. . rina aces 
ed ie oe 149 Memorandum Devices vie's2 Sane L. C., Corona Tws....... 69 Columbia ‘Steel eR Co. : ae tT 
Asie ie Ce gag “MIME Mapufestarin Co. ......tgg Sami HB. Conese it Sorr-demestown ig Corp, <2 
art Steel Co. 142 sris » Stanley R 160 Di: samenew : - 166 General Fireproofing Co. .......70, 71 
Bentson Mfg. Co 150 Currier Mfg. Co. 157 oo E. F ..75, Back Cover Globe-Wernicke Co, ......... see 
patos Se. Co 0 oie Mending Tape pa ie a A a iis Mfg. Co.. -- 158 ly ag & Supply Co, . ot 
Fee gg = Wars } : ; 3 es cule coe BS III oan cuunend Kone 
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Corry oo Mfg. Cor; -+- 98 Sengbusch Se If-Cl. Inkstand (& o Rubber ‘Stamps % yest rere Metal Office Parnitue’ C foe. rH 
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Cloke Weenie Ge 7 ” 44 a es Meyer & Wenthe... .. 188 Oxford Filing Supply Co. ...... .106 
Sechelt Miata Ten. as "109 Amerioen Mynberies Mach Co...161 a ~~ Type Outfits : se Peerless Steel Equipment Co, .....111 
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OFFICE 


APPLIANCES 


RANI Ee): ee 


The rate for classified advertisements is 


SITUATIONS WANTED 


BUSINESS EQUIPMENT SPECIALTIES Sales Promotional Manager now 
employed National institution; fifteen years’ experience, will make desir 
able connection with independent concern Assume complete charge 
Sales, Service, Systems Know office procedure Address B-208, care Of 
fice Appliances, Chicago 


EXPERIENCED AND SUCCESSFUL SALESMAN who has served as branch 
manager for filing supply manufacturer, manager of retail stationery busi 
ness and as field representative for steel furniture company, is open for 
new connection, preferably in the Middle West Competent to do a fine 
job as manager of store cr branch or to resume road work in selling to 
dealers. Besides valuable experience in filing systems and office furniture, 
he is also well acquainted with other lines sold by commercial stationers 
Address B-210, care Office Appliances, Chicago 


TRAVELING SALESMAN equipped with broad and practical background 
of experience, successful in developing dealership organization for large of 
fice machine concern, seeks opportunity to prove his ability to market office 
equipment or stationery items. Well known to trade. Address B-207, care 
Office Appliances, Chicago 


SALESMAN with extensive acquaintance among dealers throughout Middle 
West. formerly active in association work, is open for new connection In 
a position to handle almost any line of merchandise sold to the trade 
Well-grounded in filing systems and supplies and in general stationery) 
lines. Address B-213, care Office Appliances, Chicago 


OFFICE FURNITURE SALESMAN with fine record selling files and desks 
is open for new connection. Experience includes selling on the road, manu 
facturing and managing sales. Available for connection with some enter 
prising office furniture manufacturer Address B-214, care Office Appli 
ances, Chicago 


TRAVELING SALESMAN, large acquaintance with trade, desires to cover 
Southern territory for manufacturer of office equipment or stationery items 
Address B-212, care Office Appliances, Chicago 


SALESMEN WANTED 


NEW—-RIGHT NOW--NEW! Year's income in 3 months New Federal 
and State Tax Laws create immense demand for simplified record system 
every business man must have to protect himself against fines and penalties 
Millions users must buy again now. Our men selling 5 to 25 daily our of 
ficially approved, copyrighted Liberty Tax Record. $4.10 cash profit every 
sale Repeat commissions without callbacks Live leads furnished Big 
season now Choice territories going fast Commonwealth Publishing 
Company, 508 South Dearborn, Chicago 


BRANCH MANAGER, major coast city: real opportunity knocking for some 
fellow with good record and determination to succeed, to connect with 
young, growing company that has product, experience and personnel—that 
is going to the top at steady pace Write fully in confidence to William 
Tonkin, Western Sales Manager, Victor Adding Machine Company, 1148 8S 


Hill St., Los Angeles 
STATE DISTRIBUTORS appoint salesmen amazing patented envelope 
sealer ; seals 3,000 hourly. Ketails $3.45. No competition! Equals work 


of expensive electric machines. Big profits to distributor and his salesmen 
exclusive territories. Offices buy 1-100. U.S. Gov't, state, city dep'ts big 
Write now free trial offer. Red-E Co., 500 Winthrop Bidg., Boston 


users ! 


Mass 


SALESMEN WANTED to sell high class Office Specialties direct to con 
Liberal commissions 


sumer Items used in every office, retail $1.00-$6.00 
Give references and other lines carried Address 0-152, care Office Appli 
ances, Chicago 


WANTED, SALESMAN, experienced to sell chairs to the trade in Chicag 
and vicinity Prefer some one now contacting office furniture dealers 
Mention lines covered and qualifications to give good representation Ad 
dress 0-154, care Office Appliances, Chicago 


UNUSUAL FULL TIME permanent connection to high type experienced 
salesman Must be highly recommended and well known to Office Appli 
ance, Office Supply and Commercial Stationery Trade Furnish full par 
ticulars (in confidence President, Markwell Mfg. Co., Inc., 200 Hudson 
Street, New York 

SIDELINE—Sell Dealers Utility ALL-SORTS Bands, contain dozens of va 
riety Wrapping, Stationery and Special types Rubber Bands, in repeat de 
mand any business. Alliance Rubber Co., Alliance, Ohio 


TYPEWRITER SALES AND REPAIRMEN WANTED 
OPPORTUNITY FOR EXPERIENCED typewriter salesman and repair man 
Exclusive territory on leading make of typewriter. Salary and commission 
State qualifications and references on reply Address : Lincoln Office Supply 
Company, Lincoln, Ilinois 


WANTED, Typewriter or Cash Register Salesman 
branch territory Prefer one familiar on making 
ments Krebaum’s, La Crosse, Wis 


capable of handling 
minor machine adjust 


WANTED-—-WESTERN TYPEWRITER DEALER IS IN NEED of live wire 
thoroughly experienced shop foreman Unusual opportunity for the right 
man to connect with an old established institution. Give full information 
in first letter as to ability, references and salary expected Applications 
strictly confidential. Address 0-155, care Office Appliances, Chicago 


WANTED MECHANICS experienced on Typewriters, Dictaphones and Edi- 
phones for service work Chicago Dictating Machine Company, 19 South 


Wells. Phone Andover 1875 


eight cents a word, minimum charge, $1.60. 


REPRESENTATIVES AVAILABLE 


NEW YORK SALES REPRESENTATIVE for nationally known manufac 
turer with branch in New York City, is open for additional line for the 
Metropolitan territory Address Box B-209, care Office Appliances, 100 E 
i2nd St., New York 

CONCERN REPRESENTING ONE eastern stationery manufacturer in Pa 
cifie Coast territory is in position to take on an additional line going to the 
same trade. Covers the territory at regular intervals. Well acquainted with 
commercial stationers. Will consider any line of merit which offers suitable 
sales volume in return for intelligent effort. Address B-215, care Office Ap 
pliances, Chicago 


SALESMAN who sells desks, chairs and desk pads to the trade in the 
South is open for an additional line. Will consider files, filing supplies, 
Stationery—in short, any line of merit sold by commercial stationers and 
office equipment dealers. Address B-211, care Office Appliances, Chicago 











SALES ORGANIZATION covering New York, New Jersey, Pennsylvania 
calling on department stores, commercial stationers and jobbers, desire ex 
clusive distribution of line on an outright purchase or commission basis 
American Brand Sales Co., 459 Broadway, New York, N. Y 


REPRESENTATIVES WANTED 
IF YOU SELL DIRECT to offices you can sell our high grade Typewriter 
Specialty profitably. Liberal profit on each sale. Protection given. Quick 


ly becomes a major line. Write for details giving territory you cover. Ad 
dress 0-150, care Office Appliances, Chicago 





MANUFACTURERS REPRESENTATIVES—A fine opportunity for men call 
ing on office equipment dealers and stationers to increase earnings by sell 
ing our well-known line. Some territories still available Please give full 
particulars. Address 0-148, care Office Appliances, 100 E. 42d St., New 
York 

REPRESENTATIVE WANTED to sell filing supplies and storage files in 
Wisconsin, Minnesota, Iowa and the Dakotas. A good opportunity for 
salesman now covering those states with non-competitive merchandise. Men 
tion frequency of coverage of territory, lines carried and any other useful 
information Payment by commission. Address 0-156, care Office Appli 
ances, Chicago. 








A MANUFACTURER OF STEEL office furniture desires representatives in 
East Central, Southern and Southwestern territory to call on dealers. Fur 
nish references. Address 0-153, care Office Appliances, Chicago 


SALESMEN WANTED carrying non-competitive furniture lines to repre 
sent old established factory making office tables and catering especially to 
the commercial stationery trade. Commission basis. Address 0-157, care 
Office Appliances, Chicago. 


BUSINESS OPPORTUNITIES 


WANTED: Proven articles of merit for stationery trade, office and factory 
use Exclusive royalty only Qur progressive manufacturing and mer 
chandising facilities established over ten years can help you Address 
0-151, care Office Appliances, Chicago 


FOR SALE—WELL ESTABLISHED Stationery Office Equipment, Gift and 
Greeting Card business. Eastern city free from price cutting competition 
Splendid store location, favorable lease, three outside territories. Fine list 
of regular customers. Making money now and can be developed into big 
profit maker, all clean stock and modern fixtures. Priced for cash only 
$10,000.00. Address 0-149, care Office Appliances, Chicago 
ATTRACTIVE FINANCIAL INVESTMENT 
PROSPEROUS Office Machines business in Southern City 100,000 (in Ten 
nessee Valley area). For sale as a whole or part. Established by present 
owner 1910. Successfully operating. Aggressive Advertising methods and 
Service has made this independent Office Machine Business largest in this 
section Holds agencies for leading Standard and Portable typewriters, 
Adding and Dictating machines, selling rebuilts. Doing large rental and 
repair business. Owner now 55 wants younger man capable of gradually 
taking over the management carrying on under the well known trade name 
Must have A-l references, habits and good health Experienced in line 
and make substantial investment in business. Send full information about 
self for past 10 years and amount abie to invest All matters treated 
private Address 0-147, care Office Appliances, Chicago 


ADDING MACHINE PARTS 


ADDING MACHINE PARTS—Remanufactured Year Type—Key Tops 
Write for latest price lists. I. A. Dehn, Jr., 1450 102nd Ave., Oakland 
Calif 











SALES LETTERS 


LETTERS WILL BUILD SALES: For years I have built letters that pull 
You need them more than ever now. Send me your data for new 
letters, or unsuccessful letters for reshaping. Particulars on request. Ad 
dress H. M. Goldthwait, 123 Washington Ave., Santa Fe, N. Mex 


FOUNTAIN PEN REPAIRING 
ALL MAKES FOUNTAIN PENS REPAIRED for the trade since 1904 
Standard Prices—regular trade discount All work guaranteed Prompt 


service. Send all makes to one place—saves postage and time. Send a trial 
package today. Welty Pen & Repair Co., 38 8S. State St., Chicago 


FOR SALE AND WANTED TO BUY 
BOOKKEEPING AND BILLING MACHINES—Specializing in Burroughs, 
Moon Hopkins, Elliott-Fisher and National Accounting Machines—Bought 
and sold. Accounting Machines Corporation, 343 8. Dearborn St., Chicago 


DALTON ADDING AND BOOKKEEPING Machines sold, exchanged, re 
paired, overhauled, rebuilt. Will buy Underwood Fanfolds, Comptometers, 
quote prices, serial numbers, models Peter Paul Mechanical Service, 
436 South Dearborn, Chicago 





sales 




















FOR SALE AND WANTED TO BUY—Cont'd Top Page 7. 





FEBRUARY, 193¢ 


FOR SALE AND WANTED TO BUY—Cont'd from Page 6. 


ELLIOTT-FISHER billing and bookeeping ‘machines, also all office ma- 
chines, bought, sold and rebuilt. Teeter-Warsh Co., 309 W. Kilbourn Ave., 
Milwaukee, Wisconsin 


BILLING AND BOOKKEEPING MACHINES, late models Euliott-Fisher, 
Underwood, Burroughs, etc., bought and sold Maloney, Gilmore Co., 
508 S. Dearborn St., Chicago 


ELLIOTT-FISHER MACHINES, Typewriters, Adding Machines, all office 


equipment, bought and sold. Chicago Office Appliance Co., 533 So. Dear- 
born, Chicago. 
ELLIOTT-FISHER machines, typewriters, adding machines all office 


equipment, bought and sold. W. J. Crowley Company, 


Milwaukee, Wisconsin 

WANTED : BURROUGHS Bank Bookkeeping Machines Class 2300 and 1300 
Chattanooga Typewriter Co., Chattanooga, Tenn 

DICTAPHONES, EDIPHONES, SUPPLIES 
bought, sold—Wholesale, Retail—Write us 
Co., 19 8S. Wells St., Chicago 
DICTAPHONES, EDIPHONES—rough or rebuilt 
ers. Increase your sales and profits—write us 
chine Co., 1141 Broadway, New York City 


134 Caswell Bldg., 


headquarters machines 
Chicago Dictating Machine 


special prices to deal- 
American Dictating Ma 


a 
/ 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Making 
Circular. Pruitt, 527 Pruitt Bldg., Chicago. 





MULTIGRAPH RIBBONS re-manufactured. Duplicator inks and type- 
writer ribbons. Established over ten years. Write us, save money. Lewis 
Co., 953 N. 4th St., Milwaukee, Wis 





WANTED: Kardex, Acme, Postindex, Comptometers (models F—-H—J), 
Remington No. 23 Bookkeeping machines Universal Office Equipment, 
134 Broadway, N. Y. 


FOR SALE: 1,000 Duplex IVI panels for 4%” and 5” card, 500 8” panels 
$1.00 each in lots of 25. Visible equipment, all makes, dictating, address 
ing and duplicating machines bought and sold. Hanover Office Equipment 
Co., 80 Greenwich St., New York City 


VISIBLE EQUIPMENT Bought and Sold. Established over ten years and 
the first concern to deal exclusively in all makes of visible filing equip 
ment Special attention to dealers Commercial Card System Co., 401 
Broadway, New York. 


EXPORT STATISTICS BY THE UNITED STATES DEPARTMENT OF COMMERCE 


United States Exports of Typewriters, Duplicating Machines, Typewriter Ribbons, 
Carben Paper and Office Supplies—October, 1935 























7770 7772 7774 7775 
Standard Portable Used and Type 
typewriters, typewriters rebuilt writer 
new new. typewriters parts 
Coantrie No Value No. Value No Value Value. 
Austria .. ae 56 $ 3,794 91 $ 3,088 115 $4,247 § 19 
Azores and Madeira 
Islands . os cose ee 7 25" cose 
Belgium . : 202 65 1,824 uae 7,226 335 
Bulgaria 3 oes 
Czechoslovakia 504 216 7,361 61 1,631 110 
Denmark 7 15 150 1,041 
Estonla 3 10 330 eves 
Finland 49 85 2,908 17 eees 
France 1,032 290 7,800 oy 2,240 
Germany . 22: 241 6,228 75 2,075 eoce 
Gibraltar cece l 50 esse 
Greece ... 33 775 46 1,620 ease 154 
Hungary ene eee 100 2,173 seve 
Irish Free State 74 4,544 43 1,177 64 2,68% eee 
 ecces 22 1,283 ] 
Lithuania ‘ 37 2,023 12 44 
Malta, Gozo and 
Cyprus . , 2 140 11 296 . e . 
Netherlards 214 14,532 $11 8, Ont 184 6,697 27 
Norway 69 4,539 he 1,641 0 1,180 23 
Poland and Danzig 84 5,560 144 4,212 116 
Portugal 48 536 45 1,365 14 5,289 
Rumania ° 1 110 ] 40 l 
U. 8S. S. R. (Russia, 
Europe and Asia) 
Spain 539 155 3,623 419 
Sweden 113 5 1,709 1,233 
Switzerland 151 10 307 697 
United Kingdom 901 1,111 15,074 7,705 
Yugoslavia 211 11 444 _ 
Canada 47 91 9,091 38,304 
Costa Rica 26 
Guatemala 24 86€ 2 77 J 
Honduras l 50 60 
Nicaragua 22 832 0 
Panama 4 206 15 425 155 
Salvador 30 878 30 
Mexico ....- oF 13,456 RR 2.744 61 
Newfoundland and 
Labrador 5 sf 21¢ 
Bermuda . ] st 
Barbados l 7 
Jamaica ...... 6 447 8 148 ¢ 123 22 
Trinidad and Tobago 44 ¢ Zt 
Other British West 
Indies . . l 51 
Cuba ... 04 6,006 8 20 7l 1, 55€ 193 
Dominican Republic 2,338 2 122 10 
Netherland West 
ED. oe asegeece 8 580 16 574 2 85 28 
French West Indies 14 428 5 207 
Haiti, Republic of 2 78 2 80 
Argentina 208 197 6,447 60 1,930 783 
Bolivia ... 29 11 251 6 181 
Brazil .. ‘ 340 163 19 920 
Chile .. 71 44 ll 460 
Colombia 122 46 1,539 8 287 
Ecuador . 12 1 36 13 355 
British Guiana 2 51 4 166 - 
Peru . 89 145 », O5€ 14 555 131 
Uruguay . 118 10 438 30 1,261 178 
Venezuela 30 107 617 5 220 oo 
Aden .... 7 13 . eee 
British India 291 688 21,2 147 5,220 1,475 
Aden .... 7 13 45K eee 
Britash Malaya 73 149 5.138 92 
Ceylon ..... 31 21 784 253 
China .... 1 cose 3 65 coee 
Netherland India 62 238 7 348 28 
French Indo-China 65 63 32 1,11¢ 
Hong l.ong 16 38 1 479 eos 
Iraq .. : 11 , 169 
Japan 3 86 107 2,788 ee 
Palestine ... 23 54 28 1,101 213 
MU eecctanes 18 32 8 367 
Philippine Islands 35 50 1,666 53 
Siam .... 65 , 58 oe 2 
Syria ... sene eves seas ee 1 27 
Turkey ... 65 190 6,105 12 356 a 
Other Asia 4 esse es eoee 
Australia 883 2 74 2,419 10 426 
British Oceania sees oaes 1 3 eces ecee eeee 
French Oceania 3 205 . : oes , e6ee 
New Zealand 7 6,155 aT 1,742 51 1,390 456 
Belgian Congo 14 1,004 45 1,189 eees eee 
British East Africa 4 272 16 603 15 441 ecee 
Union of South Africa 315 22,196 96 2,919 78 2,997 816 
Gold Coast 1 77 35 1,192 sece 


PETER ccwccscse 18 1,260 21 748 1 





7770 7772 7774 7775 
Standard Portable Used and Type 
typewriters, typewriters, rebuilt writer 
new. new. typewriters. perts 
Countries. No Value No. Value. No. Value. Value 
ME conccccccceeces 70 5,292 19 554 16 694 6 
Madagascar .......... 1 70 8 276 weer een eee 
Other French Africa. . 15 1,071 19 642 ease cee 
EAMONN cccccccececece cose ee 1 31 . 
Mozambique ......... ll 835 5 195 e 
Other Portuguese 
AMTICR wccccccccsees 5 352 5 131 ee 
Canary Islands........ 13 769 41 ee . 
Other Spanish Africa. . 8 600 37 ; . 
British India..... . 291 17,793 688 147 
WOME cccscecs 9,017 $589,794 7,081 $222,657 4,255 $114,7 $59,375 
Shipments to: 
BOE ccovccce ' 78 $ 5,149 70 $ 2,453 53 $ 1,576 $ 451 
Puerto Rico......... 402 24,414 26 1,275 5 124 344 
Virgin Islands...... - : eevee - - 
77638 
Dupli 
cating 
ma- 
4750 chines, 
Filing folders, parts, 
index cards, 9395 and 
and other 9392 Typewriter supplies 
office forms. Carbon paper ribbons, for. 
Countries Lb. Value Lb Value. Doz. Value. Value 
AMSTER cc cccces ° $ 808 
Azores and Madeira 
DE. knadeoe inet 280 «§$ 32 ; 1,500 
DE aebecosconnnt 4 l 129 $ 62 221 $ 636 204 
Czechoslovakia ee bass 55 29 ones esee eee0 
Denmark 24 19 ; aoe ‘ . sone 
Finland : . e 292 352 10 23 85 
France ...... 2,770 1,362 : oe 124 779 1,155 
Germany ... ewes s6ae , 0042 77 285 2,656 
Irish Free State... oe véee 67 23 aand sése epee 
nt sathnes wee - on ‘ . : 006% 1,808 
Netherlands 1,517 827 266 150 209 625 2,021 
Norway .. . 78 72 122 75 88 215 145 
Portugal .... ee - 44 25 58 117 
Spain ... 35 50 ; 15 67 811 
Sweden . 63 21 3,304 2,188 268 696 1,024 
Switzerland : 8,893 1,623 584 511 108 310 107 
United Kingdom 3,305 1,019 7,391 5,006 2,580 4,225 epee 
Yugoslavia ....... onpe ease sabe eens 41 73 — 
ee PT 26,458 6,406 9,978 2,189 520 1,815 10,021 
British Honduras... . 36 13 one 92 boas Sous oeee 
Costa Rica........ es 561 286 168 158 " 40 43 
Guatemala ...... _ 628 309 oése os ovee iéen 72 
Honduras 2,044 619 124 113 2 9 90 
Nicaragua 1,086 488 119 191 cece 299% TT 
Panama osssaabeus (aE 505 2,600 1,032 39 124 
EE cccccceontece 255 164 180 74 50 130 306 
Mexico Seteaniil 1,149 772 588 617 355 798 1,289 
Newfoungland and 
EGRUGEEE sc cccccce 759 94 424 282 eee oace 
Bermuda ....... 125 91 2 2 eee ones eee 
Barbados ...... sank nem 66 20 TTT cose cece 
Jamaica ...... 1,453 419 224 125 21 50 16 
Trinidad and 
Tobago ....... : 237 84 318 201 18 50 
Other British West 
Indies ......... . 481 275 s 9 8 24 Tr 
GER cceccccsececsces 10,583 1,998 4,145 2,359 337 951 360 
Dominican Republic... 218 199 126 94 133 435 163 
Netherland West 
errr . 5,553 1,585 13 8 2 7 eee 
Haiti, Republic of.... 506 191 15 24 eeee sand Seec 
Argentina ............ 132 239 720 494 409 1,217 1,302 
BOGE. ccc cccccceuces 1,350 311 321 360 cove e0ee eee 
BREED cccccccocves 22 17 596 526 112 325 426 
GREED Secccccesce 169 150 1,087 682 212 712 326 
Colombia 1,057 342 298 371 265 847 505 
Ecuador nvandaduite 142 44 107 88 36 109 cece 
British Guiana........ 40 35 one eens cose . eee 
Surinam ...... 1,918 337 see ones 6 15 eves 
Paraguay eeee eens 82 94 cose epee ll 
POE Goptonccccutceys 1,377 327 342 238 168 372 45 
OS eee janes Peyae 370 236 50 190 338 
Venezuela nanny 3,312 1,029 281 1,122 178 665 805 
Saudi Arabia...... ‘ 23 18 eee ecee ceee cove esos 
British India......... 77 85 1,979 1,081 438 701 
British Malaya... 3,583 908 eee osec oece ees nace 
GEM sccceseses odes anes me 61 25 36 60 seve 
GREED. scccccccssece wd 17 15 367 248 86 222 388 
Netherland India...... 8,405 1,594 54 38 129 349 cece 
French Indo-China.... ; ve 12 40 cove 
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machines rebuilt 
Countrie N Value Value 
Austria 
Belgium ; 4 § M41 § 


Bulgaria 
Czechoslovakia 
Denmark 


Finland 

France .. 14,17 
Germany 1, 20 
Hungary 

Italy 241 
Netherlands 10,165 
Norway . 

Poland and Danzig ] 18( 
Portugal 

Spain 

Sweder ] 
Switzerland 

United Kingd l 
Canada 15,208 
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Listing - l'ypewriter- 
adding- bookkeeping 
bookkeeping billing 
machines machines. 
Countries No Value No. Value 
Germany g 2,0) 
Hungary . l 1,213 
Irish Free State. ‘ 
t 4,042 
6.98 
; = ,USY : 2.51 
4 » 
s 
26,072 23,8 
1.4 2,80 
‘ 4 
Dominicar 
Republi 
Netherland W 
Indie 
Argentina 2 i 
B : 
Brazi 3,02 i 1,438 
Chile 
( ” l 
Ecuador 134 
Peru l 
Uruguay 
Venezuela 
British India 
British Malaya 
China ° ‘ 
Netherland India ll 
French Indo-China 
Hong Kong 
Japan 
Palestine 
Philippine Islands l 121 
Siam 
Australia 1,881 4,516 
British Oceania l 70 
New Zealand l 861 l 64t 
Belgian Congo ese ‘ 
Union of Sout! 
f ‘ 2 1,51¢ 
Eg - 
Algeria and l 1,17¢ 





Moroccc 
Mozambique ° 
Cantry Islands 

Total 75) ($7 4 202 $111,185 


Shipments to: 
Hawaii .... 3 $4, 
Puerto Rico 2 l, 
Virgin Islands 
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158 
i 
8.324 
i 
74 
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144 
42 
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24 
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1,40 
13.88 
S 
18 
9 
168 
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6129 Sheet 
Sheet -metal metal 
lockers and shelving 
storage and wall 
cabinets, bins 
Countrie N Value Value 
Czechoslovakia 
Estonia 
Finland 
Iceland - 
Netherlands $ 12¢ 
Norway l $ 2 
Portugal 
Spain 
Sweden . 2 40) 
Switzerland . 2 4 
United Kingdom 
Yugoslavia . 
Canada 1 1,1 
Costa Rica 
Giuatemala 
lHionduras 
Panama 
Salvador 
Mexic 
Newfoundland an 
Labrador j 
ida l 
Jamaica ; 
Trinidad and Tobag 
Other British West Indies rT, 
CUBR cccccccceses S 4 
Dominican Republi 
Netherland West Indi« 
Haiti, Republic of 1 
Brazil . . 
c} le 
Col bia 
beuador ‘ 
Peru 
Venezuela 
British India 42 
Ceylon 
China .. 8 
Netherland India 
French Indo-China 
Palestine ] - 
Philippine Island 14 RS 68 
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Sheet -metal 
filling 
cases, not 
insulated. 


Value 
3 
' 
724 
41 
694 
4¢ 
810 


1,1 
4 
1,42 
i87 
51 
11,078 
141 
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PATENTS. 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 

orders or certified check. Stamps and 
personal checks not accepted. 





money 


2,024,211. Combined projector and electric we. 
writer. August E. Eitzen, Rockville Centre, N. 
(assignor to News Projection Corporation, New Yor x 
N. Y., a corporation of New York). Application Dec. 
9, 1930. Serial No. 501,051. Renewed March 22, 1934. 

2,024,229. Seluble ink fountain pen. Russell 
Kingman, Orange, N. J Application Jan. 16, 1935. 
Serial No. 2,032. . 

2,024,408. Methed of manufacturing hektograph 
pads. William B. Whitmore, Chicago, Il. (assignor 
te Ditte, Inc., a corperation of West Virginia). ng 
Seareses.) Application Aug. t!, 1933. Serial No. 

Leose leaf binder. 


65. 
2.024. 461. Adoiph G. Lotter. 
(assignor to The Stationers 


Loose 
Leaf Company, Milwaukee, Wis., a corporation of 


Wisconsin). Application April 22, 1935. Serial No. 
17,555. 

2,024,515. Tying device. Merris Domber, New 
York, N. Y. (assignor to Peerless Sample Card Com- 


Y.. a corporation of New York). 


, 1935. Serial No. 14,084. 
Harry Bates, New 


pany, New York, 
Application April | 


2.024.622. Writing machine. 
York. N. Y. | te Bates Laboratories, Inc., 
New York, N. Y., a corporation of New York). Appli- 
cation April 25. 1934. Serial No. 722,248. 

2,024,678. Apparatus for making blue prints. 


(assignor to The C. F. 


Hareld J. Brunk, Chicage, Ill. 
a corporation of Dela- 


Pease Company, Chicago, Iil., 
Application April 14, 1933. Serial No. 666,192. 


ware). 
2,024,789. Typewriter attachment. Charles Winter, 
Chicago, tll., (assignor to United Autographic Register 


Company, Chicago. itl.. a corporation of Illinois). 
Aeeaee April 21, 1934. Serial Ne. 721,776. 

2,024,881. Loose Leaf and methed of manufacture. 
Frank Stanley Schade, Holyoke, Mass. (assignor to 
National Blank Book Company, Holyoke, Mass., a 
corperation of Massachusetts). Application Dec. 12, 
1934. Serial No. 757,106. 

2,024,944. Postage meter. Montague Moore, Burna- 
by, B. C., Canada. Application Feb. 17, #933. Se- 
rial Ne. 657,306. in Canada Feb. 7, 1932. 

2,025,138. Bracket bookstack. Charies C. Waite. 
Roselle coe, N. J. (assignor to Snead & Company, 
Jersey City, J., a corporation of New Jersey). Ap- 
plication Merit 17, 1932. Serial No. 607,731. 

2,025,236. Typewriter machine. George F. Hand- 
ley, Glendale, N. Y. (assigner to Royal Typewriter 
comoney. Inc., New York, N. Y., a corperation of 

ay York). Application Dec. 26, 1934. Serial No. 


9,304. 
3025. 213. Attachment for copy holding line indi- 
cating machines. George S. Smith, ae i. =Ap- 
plication May 27, 1935. Serial No. 23,72 

2,025,414. Duplicating machine and method of em- 
ploying continuous form statienery. Louis Jensen, Chi- 
cage, (assignor to United Autegraphic Register 
Company, Chicago, I!!., a corporation of Illinois). Ap- 
plication Oct. 29, 1931. Serial No. 571,747. 

2,025,495. Paper fastener. Russell G. Bourdon, 
Muskegon. Mich. (assignor te The Shaw-Waiker Com- 
pany, Muskegon, Mich., a corporation of Michigan). 
Application Aug. 17, 1934. Serial No. 740,208. 

2,025, Record filing appliance. Newell B. Ben- 
Application Dec. 4, 1933. Se- 


75 


son, Baltimore, Md. 


rial No. 700,902. 
2.025.712. Ventilated chair cushion. Leroy M. 
Bickett, Watertown. Wis. (assignor to L. M. Bicketi 


Company, Watertown. Wis.. a corporation of Wiscon- 
sin). pplication Nov. 28, 1932. Serial Ne. 644,577. 
2,025,745. Au date scheduling appliance. Alex- 
— Herz. New Rochelle. N. Y. Original application 
26, #927. Serial No. 215.544. Divided, and 

ine npolication Sept. 2!, 1933. Serial No. 690,350. 

2.025 7 Record card controtied machine. Michael 
Maul, Berita. Johannisthal. Germany. Original ap- 
plication Dec. 27, 1932. Serial see} 640,000, which in 
turn is a division of Serial No. 534.599, June If, 1931. 
now Patent ne. 2,003,636. Divided and this applica- 
tion Aug. 2. 1933. Serial Ne. 683,364. In Germany 
June Ly" 930. 

2.025 938. Multiple pencil. 
wes N. J. Serial No. 5,517. 
2,025,956. Gogtines typewriting and computing ma- 
chine Walter Sanger, West Hartford, Conn. (as- 
sianor to “Underwood Elliott Fisher Company, New 
York, N. Y., a corporation of Delaware). Application 
Jan. 28, 1933. al No. 653,960. 

2,026,020. Carriage for accounting machines. Ray- 
mond A. Christian, Dayton, Ohio (assignee to The 
National Cash Register Comsasy. Dayton. ome. a 
corporation of Maryland). Application Jan. 2, 1932. 
— a" 484.438. 

26 025. Sectional roll duplicator. Pa K. Dun- 
on "Tene H. Whitehead and Joseph Cheney, Chi- 
cago, IM, (assinnors to Ditto, Inc., , 1. Wh, a 
corporation ef West Virginia). Application Dec, 31, 
1931. Serial No. 584, 

2,026,101. Letter printing machines. David 0. 
Rovster, Overland, and Edwin L. Reller, St. Louis. 
Mo. (#ssignors to American Mail-O-Press Corporation. 


Joseph de Mario, Kirk- 
Application Feb. 8, 


t. Is, Mo., a corporation of Missourl). Applica- 
tion Jan. 17, 1930. Serial No. 468,618. 
2,026,223, Shelving. ee A. Donnelly. Engle- 


N. J., . Blanthorn, Brooklyn, N. Y 
Application June 27, 1935; Serial Ne. 677.796. 

2, . Card index and the like. Frederick H. 
Loveridge, Coldwater, Mich.; Edwin H. Smithe, Evans- 
ton. I., Gabrielle L. Clark - nee J. wt 
ridge, trustees under the will said erick 
Loverid deceased. Application uly 18, vy Seriai 


Ne. 62 . 160, 
2.026.657, Fountain pen. John C. Sherman, Gor- 
Application Jan. 18, 1934. Serial No. 


a Maine. 

2,026,837. Envelope. Geor: H. Kennedy, Ir., 
Worcester, Mass. (eostgner te United States Envelope 
Company, Sorin + & corporation of Maine). 
Application Oct. il, 1933, “Serial No, 693,163, 

2,026,845. Ty pewriter attachment. William C. 
Pfeiffer, Dayton. Ohio (assignor to The Egry Regis- 
ter Company, Dayton hio, a corporation of Ohie). 
Application Jan. 3, 1935. Serial No. 251. 

2,026,869. Paper onee device. Loring Pickering 

ee te Gardner Com- 

corporation of Delaware). 
Serial No. 43,144, 


Crossman, Maplewood, NA 
pany. Orange, WN. j., 
Application Det, 2, i935." 
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Safe. —¥ 
LO Manufacturin 
= of Connect 
ae Folding. — Seren C. Miller, . 
Louis, Mo. (assignor to Three Point Corporation, 
Lou o., a ~ of ceeourt). Application 


is, corpora 
May 25, 1934. Serial 727.3 
A a Q ‘eas — methed akin 
LeRoi E. "rand, Ino.” ib ~- eter fo 
Remington Rand, Inc., Buffale w. wt > ap- 
plication Aprii 17 ivided 
and this application Fes. 17, test serial No. seats. 
2,026,503. Gore, ingex device. isworth G. 


Kenmore, N. Y. nor te ve. Rand, ite; 
—“ 7. Vide y Feb. o 1934. Serial 
e 2, 





for calculator 


2,026,101 
Variable a... drive 


tion). Applicat a). "Application Wear at eas : 


2,026.912. 
mechanism. Alexander 


Serial Wiest? 676,49 


2,026,977. Safe. William H. J + Trenton, N. J. 
Application Feb. 7, 1933. Serial No. 655,644. , 


2,027,033. Card analyzi machine. Eugene A. 
Ford, Scarsdale, N. Y. lan to International 
Business Machines ak New York, N. Y., a 
corporation of New Application July 26, 1933. 
Serial No. 285. 

2,027,045. Envelope openin goto, Arthur }. 
Keiser, deceased, late of Greece : Y. oie Esther é: 

rio The B er Company. 


Kiser, administrix, — > 
‘och New York). Ap- 


N. y~ a corpora 
piteation. “july 3 . 1935. Serial Ne 29,704. 
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To Make Safer the Good Will 


Assets of Business 





N ALL this welter of agita- 
tion over collectivism and 

Governmental regimentation of 
business, “and sech,”’ it at least 
affords the novelty of contrast 
to find one niche where the 
wind is blowing in the opposite 
direction. At one cross-roads 
of public policy, the cause of 
individualism, rugged or other- 
wise, seems to be coming, 
rather than going. There’s a 
plot afoot actually to enlarge 
the legal storm-cellar for “in- 
dustrial property.” And Uncle 
Sam, though not boosting, is 
looking on complacently. 

At first glance, the program 
before Congress designed to 
provide extra insurance for the 
good will assets of business, 
may appear to constitute a re- 
treat from a larger objective. 
Actually, it is a case of throw- 
ing out excess baggage and 
stripping a progressive move- 
ment to vital essentials. A 
hand-picked group of lawyers, 
sharpened by long service as 
the watchdogs of “intangible” 
assets, have come to a huddle 
with Congress content not to 
attempt to secure 100 per cent 
protection for business prestige 
and reputation but intent upon 
obtaining specific recognition 
for commodity “signatures,”— 
however, the goods may be 
signed. 


By Waldon Fawcett 


The current drive to per- 
suade the Seventy-fourth Con- 
gress to help fence off from 
trespass the capitalized senti- 
ment and traditions of business 
is the sequel to a project which 
has been kicking about the 
Capitol for years on end. Mean- 
ing that righteous crusade to 
bring about the revision and 
consolidation of the trade mark 
laws of the nation. It was a 
glorious vision—this dream of 
modernizing, at one fell swoop, 
the whole system of branding, 
marking and labeling merchan- 
dise. Only, there was too much 
of it for the Congressional di- 
gestion. So the shake-up never 
came to pass. 


Recommendations of American 
Bar Association 


Viewing this stalemate, a 
number of practical men put 
their heads together and, lo 
and behold, the recommenda- 
tions of the American Bar As- 
sociation for certain specific 
patches which will cover the 
worst gaps in the more or less 
outdated Federal statutes. To 
the straight-shooting business 
executive all this talk of amend- 





ments for the basic Act of 1905, 
not to mention an annex to the 
Copyright Law, may sound 
dryly technical and remote of 
application. Honor bright, 
though, it comes close to home 
for every marketer who sells 
brands—his own, or the other 
fellow’s. 

The one highest spot in the 
tinkering job that has been 
asked of Congress is the erec- 
tion of a lean-to for the Trade 
Mark Law which will afford 
official recognition (and there- 
by protection in the courts of 
law) for trade names of dubi- 
ous status. To get the idea of 
this pet reform, we have to 
drag out of the closet one of 
the rattling skeletons of the 
American business family. For 
years on end the favorite nick- 
names in the Yankee vocabu- 
lary of brands have been what 
we might characterize as obvi- 
ous “handles” for staples and 
specialties. Confronted with 
the job of christening a new 
product, the average fond pa- 
rent picked out the intimate, 
appropriate designation that 
would, just naturally, hit one 
in the eye. And therein lay his 
peril. 

Most of these instinctive se- 
lections turn out, worse luck, 
to be precisely the species of 
dubbings that are not allowed 





12 
registration as real full-fledged 
trade-marks. That is to say, 
the bright and catchy ones turn 
out to be descriptive or geo- 
graphical, or deceptive. Or, 
sadder yet, are ordinary sur- 
names “not distinctively dis- 
played.” All of which has 
made hard sledding for the 
boys who think that they ought 
to have title to anything in the 
dictionary on the I-saw-it-first 
principle. If there was a dead- 
open-and-shut cast-iron taboo 
on all common nouns, meaning- 
ful adjectives, and proper 
names, there would be no fog. 
But there is a back-door or 
side-door through which time- 
tried exceptions-to-the-rule can 
slip into that holy-of-holies, the 
U.S. Trade Mark Register. 


Establishment of “Secondary 
Meaning” 

The salvation of the promis- 
cuous trade name desired for 
private possession lies in the 
establishment of “secondary 
meaning.” Well entrenched in 
our national cult of industrial 
property is the theory that a 
word or name whose primary 
meaning is merely that of 
standard specification or classi- 
fication may, through contin- 
ued association and usage, ac- 
quire a “secondary meaning”’ 
pointing to a given and partic- 
ular origin or ownership of 
goods. Followed through, this 
doctrine holds that, under fa- 
vorable circumstances, the sec- 
ondary meaning of a word or 
name may overshadow and sup- 
plant the primary meaning. And 
then the brand squatter has the 
jumped bit of language for his 
very own trade name. 

Congress put its seal on this 
plan of homesteading trade 
names when it approved our 
underlying Trade-Mark Act, 
thirty-odd years ago. But that 
early Congress took care only 
of secondary-meaning marks 
that were already of age. The 
blessing of exclusiveness was 
conferred on the out-of-bounds 
brands that had been solely and 


continuously in use by one 
party for ten years prior to 
1905. That has left us with 
no specific provision for giving 
Official birth certificates to 
names from the free range 
which have been narrowed to 
secondary meaning since the 
beginning of the present cen- 
tury. And there are thousands 
of these nicknames—by—adop- 
tion scattered over the map. 

For this dilemma, Congress 
may find a solution in a pro- 
posed amendment which would 
tack on to Section 5 of the Act 
a proviso that nothing shall 
prevent the registration of any 
mark which has “acquired a 
secondary meaning distinguish- 
ing the applicant’s goods.”’ The 
beauty about this open door for 
everyday words made over into 
trade names, is its simplicity. 
In the past there have been 
hatched several different 
schemes for doing the same 
thing. But, in each instance, it 
was proposed to make the 
gauge of secondary meaning, 
exclusive use in a given line of 
trade for a set period. Five 
years, or two years, of unchal- 
lenged sole possession. Grad- 
ually it has dawned on our best 
minds that there can be no 
hard-and-fast rule as to the 
time of probation needed to 
transform a name. Therefore, 
the ultimate draft of the con- 
templated amendment puts 
everything on a question of 
fact. And leaves it to the offi- 
cial censor, or court of law, to 
determine, under the actual 
circumstances, whether’ the 
coveted secondary meaning has 
been put over the initial defini- 
tion. 


Brand Equities for Subsidiary 
Companies 

The second plank in the plat- 
form of the reconstructionists 
calls for extension of brand 
equities to the subsidiary com- 
panies of corporations. Oddly 
enough, considering the scram- 
ble for integration and central- 
ization of American business, 
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the need of this right—of—in- 
terchange has only lately be- 
come apparent. It was empha- 
sized most loudly by the plight 
of the United States Steel Cor- 
poration, when it recently 
sought to pedigree its master- 
mark and also insure the titles 
of the marks used by subsidi- 
ary or related companies. 
While the biggest corporation 
has been the goat of the stern 
policy at the U. S. Patent Office, 
this issue may reach any num- 
ber of the small brethren 
through its contact with pri- 
vate branding, regional trade 
marks, “controlled” trade 
names, and the own-label poli- 
cies of voluntary chains, etc. 

Boon Number 3 which has 
been asked of Congress by the 
lawyers’ union, speaking for 
hundreds of thousands of busi- 
ness clients, is an explicit rec- 
ognition of Divisible Good Will. 
And an _ understanding, set 
down in so many words in the 
law, that fractional good will 
or a cross-section of the good 
will of a business may be sold 
or transferred along with part 
of a business. Does this look 
like an unimportant detail in 
the big structure of industrial- 
property and commercial-iden- 
tification? Don’t say so. Now 
that branding is well nigh uni- 
versal, there’s need for an un- 
scrambling formula to accom- 
modate the trend to depart- 
mentization in business and the 
attendant regroupings, marri- 
ages, and divorces. 

Always, trade marks could 
change hands but it has often 
been a hardship to put through 
a transfer of brand or trade 
name because of the grim joker 
in the Trade Mark Act which 
says that a trade mark can be 
assigned only in connection 
with the good will of the busi- 
ness in which the mark is used. 
That stickler has made it diffi- 
cult for a business house to sell 
out one part of its business. Or, 
by reverse process, to buy out 
the side line of another con- 
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cern, taking with the unit the 
name or names of the partic- 
ular wares involved. 

The waiting amendment to 
Section 10 won’t countenance 
barter in “naked” trade marks. 
But it would permit a redistri- 
bution of trade marks in con- 
nection with the reorganization 
of a business or curtailment of 
the range of a line of goods. By 
the same sign, this liberalizing 
of the law would put an end to 
the present assumption that, 
no matter how many separate 
trade marks a firm may have, 
none of these may be shunted 
to new owners unless the whole 
commercial establishment is 
transferred. While, by this 
pending deal, a trade mark can 
leave the old home without tak- 
ing along the whole family, the 
rule will yet hold that assign- 
ments of trade marks must be 
by instruments in writing, duly 
acknowledged. That require- 
ment allows tradesmen to as- 
certain, at any stage, the own- 
ership of marks in their branch 
of business. 


Means to Cancel Grant of 
Monopoly 


Improvement No. 4, which 
Congress has been asked to 
O.K. for the industrial property 
set-up, would operate to chalk 
a deadline, the presence of 
which should discourage at- 
tempts to bring about the can- 
cellation of going trade marks. 
Every now and then a trade 
mark slips into the official Reg- 
ister which should not have 
been admitted. Some obscure, 
prior user may have a better 
right to the name plate than 


the chap who was not the first 
to adopt, but was the first to 
seek registration. To correct 
such miscarriages of justice 
means must be at hand to can- 
cel the grant of monopoly that 
was made in error. Even so, 
there have been too many at- 
tempts to upset hard-won trade 
marks that do not deserve to be 
disturbed. Hence the current 
effort to help matters by short- 
ening the open season during 
which challengers may go gun- 
ning for trade marks. 

If the present law is tight- 
ened up, five years will be the 
limit for applications to evict 
trade mark owners, which are 
based on what we might call 
personal reasons, or priority 
claims. <A reservation would 
be slipped into the new lan- 
guage of Section 13 to the ef- 
fect that if a registered trade 
mark is calculated to deceive, a 
move for its cancellation may 
be made at any time. But 
where a trade mark cannot be 
accused of being a falseface, 
the kickers must raise their 
voices within five years or for- 
ever hold their peace. 

There’s on the cards at Con- 
gress yet another scheme for 
confirming the security of good 
will marks after five years of 
probation. This final clincher 
would root in the law the prin- 
ciple that five years use of this 
species of industrial property 
establishes a presumption of 
exclusive ownership. The en- 
largement of Section 16 would 
thus further help to provide an 
answer to the burning question 
of how long an apprenticeship 
a trade mark must serve to be 
sure of its job. 
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The title situation that is be- 
fore the Congressional doctors 
is a little more serious than 
some of the business bystand- 
ers have realized. A good 
many of us have assumed that 
when a trade mark is duly reg- 
istered at the U.S. Patent Office 
the very fact of enrollment is 
“notice” to all and sundry that 
the claim has been staked. 
Hair-splitting courts of law 
have been unwilling to take so 
much for granted. Which has 
deepened the urge for a rule of 
thumb whereby the discoverer 
of a brand may feel sure when 
the rule of “finders, keepers” 
takes effect. If the amendment 
of limitations is attached to the 
industrial property code, regis- 
tration of a trade mark will be 
prima facie evidence of validity 
and ownership. And five years 
from the date of registration 
the presumption of validity and 
ownership shall be “conclu- 
sive.” 

Service-marks, as distinct 
from product-marks, may be 
brought within the trade mark 
fold if Congress decides to 
tinker the law. Patent Office 
officials, who foresee more 
work for themselves, have 
never been keen to open the 
doors to names, symbols and 
slogans that identify methods, 
or facilities, rather than manu- 
factured articles. But repair 
and rebuilt firms, bankers, ac- 
countants, stenographic service 
bureaus, etc., insist, with sound 
logic, that they have as much 
right to distinguish their re- 
sources and performance as has 
the maker or marketer of any 
of the world’s goods. 


“Nothing in the world can take the place of persistence. Talent will not; nothing 
is more common than unsuccessful men with talent. Genius will not; unre- 
warded genius is almost a proverb. Education will not; the world is full of edu- 
cated derelicts. Persistence and determination alone are omnipotent. The 
slogan ‘press on’ has solved and always will solve the problemis of the human 


race.”—Calvin Coolidge. 


(From a blotter in a series distributed by Ivan Allen-Marshall Company) 








Office Appliance Store 
Guarantees 





G OOD example of the triple- 
effectiveness which mod- 
ern sales ingenuity gives to an 
old merchandising device, the 
guarantee, is the guaranteed 
lines window displays of a mid- 
dle west store. The store has a 
large cloth streamer, with the 
wording, in green on white. 
“All Merchandise in This Win- 
dow Fully Guaranteed.” The 
streamer is stretched across 
the back of the window. 

The individual displays vary 
widely in articles shown, but 
standard measures are used for 
each display. Manufacturers’ 
guarantees are reproduced on 
large display cards, shown in 
connection with merchandise. 
The words, “Fully guaranteed,” 
appear on all descriptive cards. 
The store name plate, appear- 
ing as a signature to the dis- 
play, has the slogan, “The Store 
of Guaranteed Merchandise.” 

This display policy gets re- 
sults. They are inevitable, since 
the guarantee principle is one 
of the most effective which sell- 
ers ever have discovered. 

Office appliance merchants 
should understand certain prin- 
ciples of guarantee-selling 
which extensive experience has 
determined, yet which many 
merchants do not know, so that 
they actually hesitate to use 
the principle for fear cost will 
be prohibitive. To begin with, 
guarantees always add a little 
to sales appeal: often, they add 
much; sometimes they decide 
the issue. Any office appliance 


merchant can use the guaran- 
tee in effective ways, such as 
will be described, and increase 
his sales by doing so. 


By H. R. Simpson, Store 


Management Expert 


The second principle to un- 
derstand is that, when goods go 
into use the percentage avail- 
ing themselves of a guarantee 
tends to be very small. To one 
person who makes an unrea- 
sonable claim under guarantee, 
there are likely to be several 
who could make a claim, but do 
not do so. 


Profit in Generous Adjustments 


Finally, the office appliance 
store should welcome claims 
made under a guarantee, and 
should take pleasure in adjust- 
ing generously, to the custom- 
er’s full satisfaction. Adjust- 
ment costs are very productive 
merchandising expense. The 
cheapest, most productive good- 
will that an office appliance 
store ever buys is that obtained 
by making a generous adjust- 
ment. Several dollars may be 
immediately lost, but it is sure 
to come back in future sales. 
Office appliance merchants 
who have explored the whole 
task do not hesitate to show 
genuine liberality in their ad- 
justments. 

So much for basic guarantee 
facts. All of us have heard 
salesmen who used the state- 
ment, ‘““‘We guarantee,” so pro- 
fusely that it lost all effect, go- 
ing in one ear and out the other. 
Productiveness is tripled if 
clever plans are used, such as a 
number the writer will de- 
scribe. 

One merchant, for certain 
featured lines, offered, “Satis- 
faction Insurance Policies.” It 





was a simple matter to create a 
form resembling an insurance 
policy. Blanks were filled in 
with name and address of pur- 
chaser, date, goods bought, 
while printed and typewritten 
matter listed the specific things 
which the store “insured,” or 
guaranteed, against. 

This “insurance policy” idea 
takes a lot of the blue-sky out 
of the guarantee. The cus- 
tomer is given something defi- 
nite, which he can hold in his 
hands. The aid to the sales- 
man is tremendous. 

The salesman holds an insur- 
ance policy in his hand as he 
talks about the guarantee, then 
hands the document to the 
prospect to examine. He leaves 
the policy in the prospect’s 
hands, as he continues his can- 
vass. The powerful salesman- 
ship which the guarantee thus 
attains is several times that of 
the verbal statement. 


“Satisfaction Insurance” 

A card file of buyers holding 
“satisfaction insurance,” is re- 
ferred to whenever there is a 
“claim.” A splendid list for 
telephone and mail selling is 
obtained. It becomes very sim- 
ple, for example, for a sales- 
man to call on the telephone 
with this approach— 

“This is the Insurance De- 
partment of the Stevens Com- 
pany. Several months ago, Mr. 
Jones, you purchased a steel file 
from us. Has everything been 
satisfactory ?” 

In the great majority of 
cases, the reply is an enthusi- 
astic affirmative; in which case, 
the salesman deftly proceeds to 
tell the customer of some item 
in stock he believes the cus- 
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tomer would be interested in. 
On the other hand, if there is a 
complaint, the management is 
mighty glad to learn of it and 
adjust. 

So many retail merchants 
evince a hesitating, suspicious, 
reluctant attitude whenever a 
customer makes a complaint 
and an adjustment is required, 
that the store which very 
openly practices a different pol- 
icy builds sales rapidly. Daily 
in the United States, there are 
hundreds of thousands of con- 
sumers who do not make a jus- 
tified complaint because they 
fear the conversation will be 
unpleasant. So the merchant 
who talks the most about guar- 
antees, in ways sure to have at- 


tention, benefits in a large way. 
Here are some methods— 

Signs about the store, “We 
guarantee your satisfaction. If 
for any reason your purchase 
does not suit, telephone us at 
once.” 

Price tickets with the printed 
slogan, “Your satisfaction 
guaranteed.” 

Rubber stamps used for sales 
slips, letters, and the like, read- 
ing like this—“Our first aim is 
your complete satisfaction. If 
your purchase in even a small 
respect does not suit, immedi- 
ately report the fact to us, so 
we can correct the matter.” 

The Limited Guarantee 

“Our Guarantee on This 

Item,” is the standard heading 
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for a “limited” guarantee, a de- 
vice which stores serving all 
kinds of trade often must use. 
The office appliance store, for 
example, stocks certain low-end 
items because there is a de- 
mand for them. The merchan- 
dise has qualities which can be 
guaranteed, but other respects 
in which, sub-standard, the 
danger of customer dissatisfac- 
tion and complaints must be 
averted. 

So the proprietor prepares a 
“limited” guarantee, which is 
shown to the customer when 
sale is made, and goes out with 
the goods. If the purchase fails 
in particulars which have not 
been guaranteed, there is no 
misunderstanding. 


RD 


Beacon Lights Whose Rays Still Shine to 
Guide Us in Safe Channels Among the 


Shoals and Rocks 








EDITORIAL 


Office Furniture Coming Back 


@© A new era, or perhaps the resumption of an 
old one, looms on a near horizon for manufactur- 
ers of wood and steel office furniture. 

In the Office Furniture Section of this issue of 
will be found a symposium under the heading of 
“The Outlook for 1936,” wherein manufacturers 
in the wood and steel divisions of the industry 
predict considerably better conditions for the com- 
ing twelve months. 

It is significant that all of the statements sound 
an optimistic note. They point out that not only 
is the demand for office furniture greater than 
ever but that this demand is for better grades at 
consequent higher prices. 

Manufacturers have done their part in meeting 

this new condition by producing furniture better 
in appearance, greater in comfort and modern in 
style. They have equipped new pieces with im- 
provements which cannot help but make the busi- 
ness man furniture-conscious. Aggressive, care- 
fully planned sales efforts by dealers, meeting the 
situation half way, should prove a profitable 
activity. 
“The Fair Irade Act at the Crossroads” 
&® Under the above title, and carrying a sub- 
title ‘Does It Restrain or Regulate?” Emanuel A. 
Obstfeld, a New York attorney, recently prepared 
an interesting discussion of the New York Fair 
Trade Act and its implications. Since Mr. Obst- 
feld’s comments were received, the New York 
Court of Appeals has declared the Act unconstitu- 
tional. Whether or not legislation of a similar 
import, with sections found illegal deleted, will be 
introduced later is, of course, an uncertainty. In 
his discussion, Mr. Obstfeld presents some inter- 
esting angles and problems which will require 
eventual solution, whether by legislation or other 
means. 

After reviewing at length arguments for and 
against the New York Fair Trade Act, Mr. Obst- 
feld says, “Of great importance will be the con- 
sideration and decision of the question as to 
whether vertical price fixing, as contemplated by 
the statute, namely, the establishment and main- 
tenance of a price by a single producer of his 
branded product by all those handling it down to 
the ultimate consumer, is entitled to any greater 
consideration, at the hands of the courts, than 
horizontal price fixing, that is, agreements be- 
tween groups of competitors which latter, of 
course, has generally been banned. The issue has 
not finally been resolved, for the Courts of Cali- 
fornia and New Jersey have, in their decisions, 
generally upheld the validity of the statute.” 

Trade names and brand names are generally 


conceded as property of the business manufactur- 
ing the articles to which the trade names are 
applied. They are considered highly valuable 
assets of his business. 

“What does it avail the merchant or retailer,” 
asks Mr. Obstfeld, “if he spends the major portion 
of his energy in experimenting and developing 
commodities and acquainting the public with the 
value of manufactured goods bearing his name or 
mark, only to face with certainty the reduction of 
these efforts by others who may lawfully use his 
products for their own ulterior motive and for the 
building up of their own and even competitive 
business ?”’ 

The reference is to the practice of emphasizing 
branded goods as loss leaders which, as Mr. Obst- 
feld points out, has a harmful effect both upon the 
goods and the methods of advertising and distri- 
bution. He adds: 

“If the practice of emphasizing loss leaders and 
cut rate competition should reach what may be 
designated as the ‘saturation point,’ will this not, 
of necessity, require a radical change in the man- 
ufacturers’ concept of the value to be derived from 
advertising and featuring trademarks and names? 

“May it not be wise, if a solution to the loss 
leader situation be not found, for the manufac- 
turer, in basing his cost calculating, to sell his 
product in units, perhaps even eliminating both 
trademark and a given portion of his advertising 
set up?” 

However the question may be answered, in it 
resides the germ of a trade problem, in the solu- 
tion of which every distributor of branded mer- 
chandise will be interested. 


— 


Increased Trade Gathe rings 
Herald Increased Trade 


@&®@ Twelve pages in this issue are devoted to 
reports of meetings, dinners, sales conventions and 
quota celebrations held during the past month by 
associations, manufacturers and dealers in the in- 
dustry. The news that filters from these gather- 
ings is good. Reports all along the line disclose 
a rising business activity. 


- e- 


Fill Out Business Census Forms 
Completely 


4 Receipt of a set of the forms distributed 
among retail and wholesale merchants for the 
purpose of taking the 1935 Census of Business, 
referred to in detail in the January issue, brings 
to mind again the importance of the Census and 
the value it can be to office equipment dealers. 

In order to make the Government’s effort genu- 
inely helpful to merchants in the industry, it is 
essential that these forms be filled out completely. 
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If only a portion of those engaged in the office 
equipment business participate, the aim of the 
undertaking probably will be defeated, because 
analysis and interpretation of figures only par- 
tially complete might lead to the setting up of 
some false premises. Dealers and manufacturers 
would not be able to make intelligent comparisons 
of their businesses with the average indicated in 


od 
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the reports, which the Department of Commerce 
will release from time to time. 

The Government has taken the initial step. The 
next move is up to the recipients of the forms. 
When the forms are filled out and turned in, the 
Government will again take charge, tabulating 
and summarizing the data for the benefit of the 
business man.; - 


Golden Anniversary of Felt & Tarrant Manufacturing Company 


HIS month the Felt & Tarrant Manufacturing 
Company celebrates the fiftieth anniversary of 
the invention of the Comptometer and the founding of 
the business. Dorr E. Felt, the inventor, died August 7, 
1930. For forty-six years he was actively engaged in 
the business he established. His every expectation for 
the machine in function was realized. The success of 
the enterprise built about it probably exceeded his most 
sanguine hopes. The business presses on, expanding its 
service and enhancing its high prestige. 

The idea of computing by machine was old, several 
centuries old, before Dorr E. Felt was born. He knew 
something of the ingenious mechanisms which had 
been created in attempts to achieve the desired results. 
Reflecting upon their limitations, an idea for a new 
application of the principle engaged his mind. He 
would test it at once. Straightway he set out for such 
materials as were available. The date was Thanks- 
giving Day 1884. He secured from a nearby grocer a 
macaroni box. Some butchers’ skewers. He had some 
rubber bands. His only tool that day, a jack kn‘fe. 
Within a month the wooden mode] was completed. It 


worked. His means for applying the principle was 
sound. A year later the macaroni box gave way to a 
workable model in metal. Thus the Comptometer, the 
first calculating machine to function for practical and 
common usage, came into being. Mr. Felt interested 
Robert Tarrant in the machine and the Felt & Tarrant 
Manufacturing Company was formed. 

An idea is a mental image of a thing. Invention con- 
sists of perceiving a principle and having the ingenuity 
to create the instrumentality for its practical applica- 
tion. All subsequent improvements are but evolutions 
of the original idea. Out of the “macaroni box” came 
all succeeding models of the Comptometer which, dur- 
ing fifty years of development and service, have found 
their way to the market places of the world. 

The name of Dorr E. Felt has high place in the list 
of those whose ideas have either revolutionized or 
greatly influenced the office equipment industry. 

Office Appliances compliments the Felt & Tarrant 
Company upon its golden anniversary and joins its 
friends throughout the world in the wish that it may 
long endure. 


Stationery Firm 243 Years 
in Business 

Ena Fitzgerald’s story in the Janu- 
ary number about a British stationery 
shop as old as the United States, im- 
pels mention of the stationery and office 
equipment concern we believe to be the 
oldest in the world. The firm of Blik- 
man & Sartorius, Amsterdam, Holland, 
established in 1693. 

When this new printing and station- 
ery firm opened its doors for business, 
news that a Boston jury had declined 
to find any more persons guilty of 
witchcraft had just startled western Eur- 
ope. Three years were to pass before 
Francois Marie Arouet, destined to be- 
come the great Voltaire, would make his 
advent. Benjamin Franklin and Doctor 
Johnson were not to be born until the 
new firm had had ten or eleven years’ 
successful experience. Louis XIV was 
on the throne of France and William of 
Orange was king of England. Before 
the new firm was to celebrate its fiftieth 
year, a number of things of tremendous 
importance were to happen and within 
its first hundred years the world scheme 
of things was te be changed. [{ Encyclo- 
pedia Britannica and the histories of say 
a dozen or so countries afford interest- 
ing information for anyone disposed to 
learn the details. } ; 


During the firm’s career civilization 


Here and There 


has undergone many changes. Each 
succeeding generation of the founders 
living in worlds different from that of 
1693. Yet each generation probably 
considered that the conditions of its 
times were more or less permanent. 


Kurly Klip Goes "Round 
and ’Round 


When the Randall Company of Cin- 
cinnati recently received orders from 
David S. Rudnick, company representa- 
tive in New York, for a total of 73,000 
Kurly Klips for a New York night club, 
officials wondered what it was all about. 

The fact that Kurly Klips, instead of 
being long and thin are round and fat, 
did not seem to be significant of any- 
thing until Mr. Rudnick, in a letter to 
his firm, revealed the secret. It seems 
that a couple of the boys in the orches- 
tra at the Onyx Club were responsible 
for the new “Music Goes ’Round and 
Round” song which is driving the whole 
nation crazy. The lyric of the new 
“masterpiece” is written around a 
French horn which, as every one knows, 
also is round and fat, instead of being 
long and thin. 

When the song took the country 
over-night, someone at the club got the 
bright idea to organize a “ Round and 
Round Club” in honor of the two com- 
posers of the song. The next brilliant 


idea, according to C. R. Layman, man- 
ager of the Randall Company’s office 
in Cleveland, was to use the new Kurly 
Klips as emblems for club members. 
Falling in with the idea, women patrons 
of the club decided that wearing one 
clip did not mean a thing and so they 
made bracelets and clive out of 


them, thus the huge order. 


Selling Safes 

Office Appliances for July, 1935, car- 
ried an article on selling safes, explain- 
ing a plan used frequently by salesmen 
of safes in the United States. Follow- 
ing up business houses who have been 
r is one phase of the plan. Our 
July article elaborated on this theme, 
and mentioned one sales organization 
which has a radio receiving set in a sales- 
man’s car, which is used to get on the 
job as quickly as the police squad cars 
—“striking while the iron is hot.” 

L’ Uficio Moderno, an Italian pe- 
riodical in the office equipment field, 
took up this example of high speed sell- 
ing in the United States, spoofing us 
for the vivid scenario presented in our 
columns. L’Uficio Moderno concedes 
that the idea exemplified in the July ar- 
ticle is “superlatively bright.” We ac- 
knowledge the compliment above, and 
pass it on to the John A. Marshall 
Company, Kansas City, Mo., for en- 
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joyment. The comment concerned an 
article written by Mr. Marshall. 

Meanwhile we express appreciation 
for the review of the article in the July 
issue, and assume that the Italians have 
an equivalent for a phrase Americans 
sometimes use, “Locking the Stable 
after the Horse is Stolen.” 

Literature Tells Wonders of 

Africa 


By the courtesy of Arthur Tunley of 
Tunley’s, prominent stationery and 
office machine dealers, Bon Accord 
House, Johannesburg, South Africa, we 
have received a copy of the British 
South Africa Annual for 1935-36, is 
sued by Horters, Ltd., widely-known 
printer and office equipment house, 
Johannesburg, Pretoria, Bloemfontein, 
Capetown, Fort Elizabeth, East London, 
Durban, Salisbury and Bulawayo. 

The book, which makes 176 pages is 
11x15! inches and is bound in attrac- 
tively-colored covers, is devoted to the 
natural resources of glorious and glam- 
orous South Africa. It also incor- 
porates the Rhodesia Annual and East 
Africa Supplement. 

The Annual is replete with pictures 
of city, rural and jungle life and con- 
tains a number of exciting and interest- 
ing articles among which are included 
stories of gold mining in South Africa, 
lion hunting, elephant stalking with a 
camera and whaling in the Antarctic seas. 

The foreword of the book points with 
pride to a noteworthy milestone in 
British South African history—the re- 
cent celebration of the twenty-fifth An 
niversary of Union. The foreword 
points out that the continent, or that 
part of it covered by the Annual has 
prospered more than many other coun- 
tries. The goldmining industry, contin- 
ues the article, which is in the shape of 
an editorial, has “increased enormously” 
during the past twenty-five years and to- 
day is enjoying a period of unparalleled 
activity. Railroads are active and indus- 
tries have opened up which momenta 
rily promise to become of national im- 
portance. 

Of the future the foreword says in 
part: 

“The road immediately ahead looks 
smooth and pleasant, but there are hills 
in the distance with one or two lofty 
peaks which will take a lot of scaling. 
Some rather ominous clouds appear to 
be banking up in the north; but, fair 
weather or foul, there can be no turn. 
ing back. With high hopes and reso- 
lutions in our hearts we advance into 
the unknown.” 

An unmistakable and healthy feature 
indicative of the support given by com- 
mercial and industrial enterprise is the 
wealth of advertising matter carried by 
the Annual. 


Another message from Africa, but 





The U. S. gitcemeat Buys 250 Machines. 


Secretary Long. Navy Department, Washington, 
Accepted the oe of ‘Special Board a ppectates 
to investigate Typewriters and Awarded and 
Signed Contract. for use of ‘* Underwood” Type- 

writers ye aorta 

iCa led on request. 


WAGNER TYPCWRITER CO. 219-220 Broadway, New York 





Underwood Typewriter A ‘vertising 
“Way Back When.”—Above is an ad- 
vertisement which appeared in Scrib- 
ner’s magazine in June, 1900. For more 
than thirty-five years the U. S. Navy De- 
partment has been using Underwood 
typewriters in large quantities. 


this time from British East Africa, was 
received by Office Appliances in the 
shape of five lavishly-illustrated book- 
lets telling an interesting story of Kenya 
Colony, that section of the once-termed 
Dark Continent of which the famous 
town of Nairobi is a part. 

These booklets were received through 
the courtesy of the Kenya Association, 
located in the town from which Martin 
Johnson, Carl Ackerley and other 
famous Africa explorers and hunters 
began their safaris into the veldt. 

While five of the books are devoted 
to Kenya Colony as a whole and Nai- 
robi as a part of that whole, the sixth 
is principally a clear and practical story 
of the business and agricultural activi- 
ties as well as the diversions of Nyeri, 
a town near the slopes of Mt. Kenya. 

The booklets tell in detail of “Brit- 
ain’s Most Attractive Colony,” also 
designated as the “Land where life is 
still worth living,” the “land of eternal 
summer,” and a “paradise for the holli- 
day maker, sportsman and_ tourist.” 


+ e+ 


Eberhard Faber Has Two 
Colonels on Sales Staff 


Not many office stationery firms can 
boast of having two colonels on the sales 
staff but such is the legitimate daim of 
the Eberhard Faber Pencil Company. 

The two new colonels are W. B. 
“Bill” Bohart, and W. J. “Dixie” Car- 
roll, both of whom spend their time and 
efforts on behalf of the Eberhard Faber 
Pencil Company and both of whom are 
popular travelers in the stationery world. 
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The colonelships were awarded by 
Governor Ruby Lafoon of Kentucky 
through the courtesy of Charles W. 
McCabe, proprietor of the Covington 
Stationery Company, Covington, Ky., 
who presented Mr. Bohart and Mr. Car- 
roll with their commission as aides to 
Kentucky’s chief executive. 

California Gets "Em All 

Note.—One need be in lovely Cali- 
fornia only a short while to fall a fas- 
cinated victim to the Southland. As 
proof of this, we herewith present a 
personal letter written to a member of 
the staff of Office Appliances by Ho- 
bart W. Martin, associate editor of this 
journal, now dallying by the sea on the 
Pacific coast. At the same time we 
apologize to “HWM” for baring his 
innermost secret thoughts to a shivering 
and half-frozen “East.” 

“Dear H: 

“For your jolly letters and the clip- 
ping from The British Stationer, my 
thanks. The clipping will be passed on 
to my daughter for the benefit of pos- 
terity. I expect it to do some thunder- 
ing a-down the corridors of Time. I 
have known Dwight Briggs, correspond- 
ent of The British Stationer, for a num- 
ber of years. I have always regarded 
him as a capable chap, but had not real- 
ized until now the singularly sound and 
penetrating qualities of his mind! Know- 
ing Dwight as I do, and liking him, I 
would fain believe that at the moment 
of writing his panegyric on the beauties 
of my character and mentality, he, out 
of pure inadvertence, grasped a trowel 
instead of a pen and laid about him ac- 
cordingly. But I am grateful never- 
theless, for Dwight is indubitably sin- 
cere. (I try to work in a six or seven 
syllable word occasionally to bolster up 
the assertion that I have a wonderful 
vocabulary.) 

“My well-known modesty impels me 
to write the above paragraph. Mod- 
esty is, if I recall aright, the one ad- 
mirable quality Dwight left out, but I 
know he would have mentioned it if it 
had occurred to him. 

“Your description of the icy pave 
arouses tender memories. Haven't I, 
in winter’s chilly grip, more than once 
proceeded from street to alley on hands 
and knees because the footing precluded 
any other means of locomotion? And, 
to head off ribald suggestion, I here and 
now assure you that I had not imbibed 
anything intoxicating, nor had I at- 
tended any Vitellian gustatory perform- 
ance. How zat? I recall several oc- 
casions when, having stepped upon a 
deceptively clean space, I found one 
foot pointing at the Pole Star and the 
other in the general direction of the 
Southern Cross, while the rest of me hit 
the walk with a jarring concussion that 


hurled a five-pointed star straight out 
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into the constellation of Capricorn. So, 
I have avoided a repetition of that ex- 
perience by coming to California and 
substituting a packing box as the means 
of my downfall. I just have to fall 
down every winter. 

“The weather—er, I mean the dii- 
mate of California is delightful; also it 
is peculiar, like Bret Harte’s Heathen 
Chinee. In the last twenty-four hours 
we have had dew, fog, a dash of rain 
and blue haze, with spurts of sunshine, 
like butter in a sandwich. It is just 
cool enough to make a little gas fire 
turned low a source of comfort. In- 
dustrially California is coming right 
along. Up Sacramento way I Bias 
stand they are parking pumping trac- 
tors beside convenient creeks and turn- 
ing fire hose (hoses, heeze—wotinell is 
the plural of fire hose anyhow?) —well, 
they are washing down the gold that 
way into the bed of the creeks and then 
scooping out the golden sand with 
steam shovels. The individual miner 
with a pan, a burro and a bag of beans 
makes 25 cents a day. West of the 
mountains in the hot valleys they raise 
fruit and sell it, b’gosh, to the avid 
East at prices which leave us only the 
scrubbiest of the crop. Down here the 
movies got such a head-start that the 
name ‘Hollywood’ is synonymous with 
silver blondes and make-up that out- 
nature’s nature. After Hollywood 
somebody struck oil and practically 
ruined the scenery for miles along the 
coast. Honestly, those greasy oil der- 
ricks remind me of H. G. Wells’ “War 
of the Worlds,” in which three-legged 
metal monsters from Mars, each guided 
by a brain and nothing else, wipe up the 
coast of Britain with a death ray, and 
succumb finally to Earth’s microbes, 
yelling ‘ulla, ulla, ulla’ as the micro. 
scopic organisms get in their fell 
work on the unprotected gray 
matter of the Martian host. The 
oil derricks have four legs, to be 
sure, but they look as though they 
were on the point of going some- 
where, spouting death and de- 
struction — and sometimes they 
do! There are occasions when it 
needs but a spark to set off a 
countryside. 

“The lure of cheap water trans- 
portation is bringing factories to 
Los Angeles—plus the advantage 
of cheap fuel and accessible raw 
materials—and day by day we 
are getting a little bit more pros- 
perous and coming home with 
soot on our noses—maybe. (The 
‘we’ is editorial.) The sick come 
here to get well and the well come 
here because they can’t find a 
better place, so the town is all 
duttered up with people from 
everywhere and the merchants 
look like the cat that swallowed 


the canary. Business good? You bet! 
But don’t lay it on too hard. We have 
all the indigents we want and then 
some, what with the Japs raising all the 
farm produce and the Mexicans work- 


ing on all the railroads. 


“I guess that’s all for this time. 
When some more thoughts emerge from 
the void I'll pass “em along. My re- 
gards to you and the rest of the staff. 


Yours sincerely, 
H. W. M.” 


oe 
How to Furnish a Home 


When A. B. LaFleur was recently 
transferred from Washington to take 
over the Chicago branch of the Wood- 
stock Typewriter Company everybody 
knew he was a good salesman. 


But just how good he was was not 
disclosed until last month when the re- 
sult of a sales contest was made public 
and the prizes began to roll in. It is 
said that even Mr. LaFleur was sur- 
prised when such items as a large over- 
stuffed chair, big suitcases, a boy’s tri- 
cycle and a table were delivered to him 
with the compliments of the Woodstock 
Typewriter Company. 

But that wasn’t all. As shown in the 
accompanying illustration, the Chicago 
branch manager also gathered in a few 
blankets, magazine rack, radio and sev- 
eral pieces of hardware and silver. 

“To say I was surprised is putting 
it mildly,” Mr. LaFleur said. “This 
contest took place while I was manager 
of the Washington branch and it was 
not in competition with any other sales- 
men but was based on personal quota. 
I believe that the contest also had a 
great deal to do with my promotion to 
the Chicago Branch.” 





Mr. LaFleur and His “Home Furnishings” 
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L. A. Times Issues Midwinter 
Annual 

Extremely attractive and complete is 
the 1936 Midwinter Annual of the Los 
Angeles Times, a combination news- 
paper and magazine published each year 
to advertise to the world the beauty and 
riches of Southern California. 

The Annual, which is issued by the 
Times Publishing Company, this year 
includes two rotogravure sections and 
one magazine section in colors. In one 
of these is vividly told the tale of the 
Tournament of Roses, a beautiful floral 
and float procession held in Pasadena 
each January first. In the others are 
numerous articles and pictures depicting 
the natural resources, schools, colleges, 
missions, sports, agriculture, oil indus- 
try and motion picture activities in the 
Golden West. 

When turning over the pages of the 
six sections of the Annual one cannot 
help but be obsessed with a desire to 
pack a bag and head for the nearest 
railway ticket office, so strikingly are de- 
scribed the beauties of the famous 
Southland of which Los Angeles is a 
center. 

A special feature of the midwinter 
number is the Colorado River aqueduct, 
that huge engineering project which is to 
supply-water to a number of Southern 
California cities and towns banded to- 
gether in the Metropolitan Water Dis- 
trict. 

A stirring and dramatic description 
of the giant undertaking is given and is 
amply illustrated by pictures showing 
the aqueduct when work upon it first 
began, on through the various stages to 
the present time when it is nearing com- 
pletion. 

In one of the rotogravure sections is 
included thirty-two pages of articles and 
pictures on the following sub- 
jects: 

Motion Picture Facts and Fig- 
ures, Building Sets Fast Pace, 
Agriculture, Country Homes for 
City Workers, Million Motorists 
Visit Southland, A Highway to 
Link Nations and Yosemite Win- 
ter Sports. 

The second section deals with 
other activities of the Pacific 
Coast including fishing, oil, the 
Los Angeles harbor, world trade, 
aviation, mining, the progress of 
Lower California, Mexico and 
transportation. 


The magazine in colors con- 
tains a colorful picture of a 
pageant during the celebration at 
Santa Barbara known as the 
Fiesta Days. The of this 
section include articles on sports 
and the agricultural activities in 
the various Southern California 


counties. 
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Sell Specialties by Specializing 





a 


We are happy to present Mr 
Pinney’s reaction to certain state- 
ments in the Specialty Section in 
the January number. For Mr. Pin- 
ney has long given consideration 
to “specialty” selling. Both as a 
dealer in which he developed a 
fine “specialty” selling technique 
And in his present connection, 
where he has assisted many deal- 
ers to successful specializing with 
the line he now sells. Mr. Pinney’s 
comments and recommendations 
are made out of practical experi- 
ence. 

N THE office specialty section of 

the January issue of “Office Ap- 
pliances” there were some splendid 
articles on the selling of office spe- 
cialties. As this is a subject which 
is very close to my heart I read 
each article with great delibera- 
tion. It is not my intention to 
comment on the articles as a 
whole but rather to capitalize on 
two thoughts as expressed in two 
separate articles. 

In George Hausam’s article I 
find this statement—“It is my be- 
lief that general line salesmen al- 
ways have been and always will 
be failures in selling special sys- 
tems or special mechanical de- 
vices.” This does not mean that 
special systems or special mechan- 
ical devices have no place in the 
stationery store for I am convinced 
that they have and I am likewise 
convinced that the successful sell- 
ing of them requires the services 
of a man who can devote his en- 
tire time and energy to this sub- 
ject. 

Now let us read what Arthur L. 
King has to say in his article. I 
will quote one sentence—“From 
the standpoint of a stationery and 
office supply house, we have found 
that our general line salesmen can 
sell specialties despite the differ- 
ences between the two types of 
sales.” While this statement may 
sound as the reverse to what Mr. 
Hausam writes, I am quite sure 
that Mr. King was not referring 
to machines such as typewriters, 
adding machines, duplicating ma- 
chines, etc., but rather to such spe- 
cialties as carbon and ribbons, 
stapling machines, storage boxes, 
etc., and that is the thought I want 
to lay particular stress on. It seems 


By D. R. Pinney, Director of 
Sales, Bankers Box Com- 
pany, Chicago, IIl. 





Mr. Pinney 


to be agreed that office machines, 
equipment, and special systems 
cannot be successfully sold except 
by specialty salesmen. That being 
the case it would seem as though 
that all there is left for general 
line salesmen to do is to plug 
along and pick up what orders 
they can on staples. But is it? 
Many lines which are treated as 
staples can in reality be special- 
ized on. 
Meeting Competition by 
Specializing 

Take for instance—carbon and 
ribbons. One dealer will carry a 
stock and take orders for whatever 
his customers ask for. When asked 
why he does not do more business 
on that line he will state that he 
cannot compete with the carbon 
and ribbon man who sells nothing 
else. Another dealer will make a 
study of the carbon and ribbon 
situation from every angle. He will 
learn about billing carbon, carbon 
rolls, adding machine ribbons, 
ticket dater ribbons, and why one 
finish of carbon will not work the 
same under different typing condi- 
tions. In other words, he will sell 
carbon and ribbons not as an item 
but from the standpoint of every 
application. That dealer will grad- 
ually develop a worthwhile busi- 
ness because he treats it as a spe- 
cialty. 

Typewriter paper can likewise 
be specialized on and it goes hand 
in hand with carbon paper. All 
grades of bond paper do not pro- 
duce the same result. A light- 





weight cockle finish is better for 
carbon copies than a smooth fin- 
ish. A study of the best combina- 
tion between carbon paper and 
typewriter paper will enable a 
dealer to build a business on these 
two commodities without having 
to worry about price competition. 

There is good business to be had 
on stapling machines and staples 
and a dealer can specialize on 
stapling machines profitably. In- 
stead of carrying a stock of a half- 
dozen makes, why not study the 
real selling points of all of them 
then select the one which you feel 
will cover the widest field. Then 
when you are talking stapling ma- 
chines concentrate your efforts on 
that one. 

Storage Boxes as Specialties 

I must not overlook storage 
boxes, for in that field there is a 
splendid opportunity to specialize 
and even in a small community 
develop a business which will run 
into several hundred dollars a 
year. 

Even loose leaf can be special- 
ized on more than it is being at 
the present time. In addition to 
visible records we have machine 
bookkeeping, which consists of 
trays, binders, indexes and special 
printed forms. Another item which 
might come under the loose leaf 
classification is Permanent Stor- 
age Binders. This item is new to 
many dealers but many who are 
familiar with it are developing a 
worthwhile business. 

We could go on and on and men- 
tion various kinds of stationery 
items which not only can be, but 
are being specialized on. It is not 
so much a question of what your 
general line salesmen specialize on 
as it is to see that they do spe- 
cialize on something and that a 
definite program is worked out for 
them. 

Some reading this article may 
say, “All of this sounds fine, but 
who is going to train the sales- 
men.” There are two ways to do 
this and both ways should coéper- 
ate with each other. The source 
of necessary information should 
come from the manufacturer. He 
should be in a position to furnish 
the distributor with sufficient ad- 
vertising and sales promotion ma- 
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terial to start “the ball rolling.” 
The follow-up should rest with the 
Sales Manager of the distributor 
or whoever has charge of the 
salesmen. He should take it upon 
himself to thoroughly study the 
lines to be specialized on, learn the 
best methods of selling them, and 
then before passing it on to the 
salesmen try it out himself. He 
should then see that the salesmen 
are thoroughly equipped with all 
necessary samples and sales pro- 
motion material. 

Further than that and what I 


think to be the most important 
thing of all is that the Sales Man- 
ager should work out a definite 
schedule as to how often the spe- 
cialized items should be worked on 
and to see that they are regularly 
worked and to keep a definite rec- 
ord of the progress made. 
Two Types of Specialties 

In conclusion it would seem as 
though every dealer is confronted 
with the same problem as far as 
specialties are concerned. There 
are two distinct types of specialties. 
First, the type which consists of 
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special machines and special sys- 
tems which demand the services 
of specialty salesmen. The other 
type consists of those articles or 
lines which to a certain degree 
have to be properly demonstrated 
in order to be successfully sold. In 
determining what article or line 
to specialize on one important 
thing to take into consideration is 
the repeat business to be had 
either on the article itself or on 
the supply business which can be 
developed as a result of the sale 
of the article. 


Finding Stapling Machine 





se EMORIZE the thirty-one 

words ending in ise and 
three or four ending in yze,” says 
a writer upon “word study,” “and 
the large number ending in ize 
will not puzzle you.” 

To impress distributors with the 
extensive market for stapling ma- 
chines, Lou Obstfeld, president of 
the Markwell Manufacturing Com- 
pany, has a fictional dealer advise 
his salesmen to follow similar 
process of elimination. 

“Who can use the staplers?” in- 
quired the salesman, ready to set 
out with his samples. “Don’t 
bother your head about who can 
use ’em,” replied the chief. “Try 
to find someone who can’t, and 
you'll have as many prospects as 
you can attend to. And don’t for- 
get butchers, bakers and candle- 
stick makers.” 

“Of course, in any territory 


Prospects, 


Some Excerpts and Sug- 
gestions from an Article by 
Lou Obstfeld, Markwell 
Manufacturing Company, 
New York City. 


there are some people who have 
no use for a stapler but on the 
other hand,” says Mr. Obstfeld, 
“there are many prospects for 
stapling machines outside of the 
leading offices in the heart of the 
cities. 

“Butchers, bakers and candle- 
stick makers write letters, keep 
records, tack up signs, attach bills, 
all jobs which can be done better 
and more conveniently with a 
stapling machine. The grocer can 
use a stapling machine for sealing 
bags of sugar, coffee, dried peas, 





etc. Also he can tack up signs, 
notices and price cards and 
change them frequently. In this 
connection it is well to remember 
that there are on the market to- 
day stapling machines which are 
readily converted into tacking ma- 
chines and these would serve an 
ideal double-purpose for any of 
the stores just mentioned. 

“Then, too, there are many pos- 
sibilities for the sale of staplers 
in hospitals, libraries, schools, city 
offices, doctors, dentists, lawyers 
and banks. In fact, anyone who 
writes letters or keeps files can use 
a stapling machine to advantage. 

“Any dealer or salesman can in- 
crease his stapler sales by sys- 
tematic search for those who can’t 
use a stapler. He will encounter 
a surprising number who not only 
can but will, once its convenience 
is demonstrated.” 





This Beautiful and Modern Plant, Under Course of Construction, Will be the Home of the Firm of Clarke & Courts, Printing and 


Stationery House of Houston, Texas. 


(Courtesy The Inland Printer.) 
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A Remarkable Service Bureau 





ORE than a quarter of a cen- 


tury ago—back in 1904— 


when George H. Patterson founded 
a small trade journal which was 
to become Office Appliances, he 
unconsciously established a de- 
partment of direct service which 
was destined to extend its activi- 
ties into practically every country 
and to function in a surprising 
number of ways. 

George Patterson was a type- 
writer salesman and demonstrator 
with initiative and enterprise plus. 
For two years prior to its issue, he 
carried a dummy of his publica- 
tion on his business trips across 
the country and on a short trip to 
Europe. On his travels he became 
intimately acquainted with many 
of the producers and distributors 
in the field. In launching his pub- 
lication he set out to be useful to 
these friends in every possible 
way: to “do something special for 
the advertisers and the subscrib- 
ers.” Because of his extensive ac- 
quaintance, he always knew a 
good repairman who was available, 
or an enterprising salesman who 
would fit into a certain job, or a 
competent manager who desired a 
new connection, or some certain 
line which this or that dealer could 
handle to advantage, or a dealer 
who would make a capital agent 
for this thing or that. In short, 
George Patterson was a sort of 
personal information and service 
bureau. It was quite natural, 
therefore, that when his little pub- 
lication was well under way on the 
sea of business it should be well 
ballasted with “service.” There was 
another important thing about it. 
The route to every port it was in- 
tended to make was well charted. 
But “that’s another story,” as Kip- 
ling used to put it. George Patter- 
son died in 1908, before his splen- 
did ideas for “doing something for 
those who made the journal pos- 
sible” had taken the definite form 
of a department of the business, 
expanded to world wide usefulness. 

The ideal of “personal service,” 
firmly established by Mr. Patter- 
son, continues today as an integral 
part of the Service Bureau’s activ- 
ities. No inquiry, no call for as- 
sistance is handled in a purely 
routine, mechanical manner. 
Rather, each, in its individual as- 


* Unique Department of Of- 


fice Appliances Which 

Functions in Many Ways 

for Its Readers Throughout 
the World. 


pect, is treated as a genuine, wel- 
come opportunity to serve. “Per- 
sonal service” is a watchword of 
the Bureau today and a tribute, in 
action, to the founder of the jour- 
nal. 

The Bureau Functions 

In small type on one of the in- 
dex pages of each number of Office 
Appliance is a notice of the Service 
Bureau, description of which reads 
as follows: “It answers by personal 
letters all inquiries upon matters 
germane to the field, it furnishes 
special reports upon articles of of- 
fice equipment, supplies names of 
manufacturers of any article 
wanted, puts man and job to- 
gether, prepares advertising copy, 
furnishes lists of desirable agents 
and dealers in nearly every coun- 
try, aids foreign dealers in secur- 
ing U.S.A. lines, and in many other 
ways performs useful service, all 
without charge.” 

Nowhere else in the publication 
is to be found anything which in- 
dicates the activities of this inter- 
esting department. For the very 
simple reason that no requests for 
information are published unless 
the inquirer so desires. In which 
event the “Messenger,” a special 
sheet mailed by the Bureau, takes 
the inquiry to interested concerns. 
But generally the requests are kept 
indexed and filed and become part 
of permanent records together 
with the answers appropriate to 
them. If the request is for certain 
goods desired, it is made direct to 
those manufacturers who produce 
them, the name and address of the 
inquirer being given. 

The story of the Service Bureau 
activities is something of a saga 
which teems with interest. While 
it is intended to confine activities 
to products germane to the field. 
circumstance occasionally sends it 
into other domains. For it hap- 
pens that many trading companies 
overseas while being outstanding 
in the distribution of articles of 
office equipment are also engaged 
in many other lines. Similarly, the 
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activities of a number of domestic 
dealers in office equipment are not 
confined strictly to items intended 
for office use. Therefore, many re- 
quests for information foreign to 
our industry are handled. Among 
the odd items referred to are lin- 
seed oil, cottonseed oil, stage 
money, flag poles, druggists’ pill 
boxes, sand paper, automatic wa- 
ter pumps, jewelry wheels, bullet- 
proof glass, soda fountain stools, 
life preservers, engravers’ tools, 
hair nets, fireworks, copper beer 
mugs and horse race betting ma- 
chines. 


Many Other Divisions 

But information about manu- 
facturers is only one division of 
the Bureau’s activities. Finding 
jobs for men and men for jobs has 
been one of the most important 
services through the years. This 
division covers a wide range of ap- 
pointments. A great number of 
men have been “placed.” The ap- 
pointments including high execu- 
tives, factory superintendents, 
salesmen and service mechanics. 
No other division of the service 
has been a source of so much saft- 
isfaction to the publication. 

Eighteen or twenty years ago, a 
loose leaf manufacturer made in- 
quiry for a factory superintendent 
who had some ability as an organ- 
izer. We knew such a man. At the 
time he was in California on a 
holiday. Could we get in touch 
with him? Our only address was 
general delivery, San Francisco. 
There was a conversation about 
the man’s ability to undertake the 
job. A telegram was sent to the 
San Francisco post office. By a 
stroke of good luck, the man called 
for mail the day the telegram was 
received. Within ten days he was 
on the job. 


Serves Those Abroad 


For friends abroad, the Bureau 
has and does function in many 
ways. On one occasion, a dealer in 
South Africa, wishing to choose a 
line of loose leaf equipment, com- 
missioned the Bureau to select five 
sample lines, each to the extent of 
$25. Payment was made, goods 
were shipped and the dealer se- 
lected from the samples the lines 
which he chose to represent in his 
country. 
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For a dealer in France, the Bu- 
reau served as agent in a transac- 
tion on this side in which a con- 
siderable amount was involved. 
Settlement was effected to the sat- 
isfaction of all parties. The Bureau 
once “served’as legal agent for a 
firm in Iceland and cleared the 
situation to the satisfaction of 
both parties. 

In very many cases the Bureau 
has acted for dealers abroad to 
secure agencies for a large variety 
of products. In this service indeed, 
the Bureau has been able to bring 
a vast amount of business to man- 
ufacturers in this country. 


The Bureau has not only fur- 
nished information of particular 
articles desired, but in two cases 
in this country it listed the lines 
for complete stocks of stationery. 
In one of these cases some years 
ago, a man for whom the Bureau 
went into service, called a month 
later to report that he was “get- 
ting more mail than an insurance 
company” located in his town. All 
manufacturers of each of the arti- 
cles listed received notice of the 
new venture and one or two in 
each line made substantial sales. 

“But,” inquired the man for 
whom the service was rendered, 
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“how can you afford to do all of 
that when I am only a subscriber 
at two dollars a year”? Most any 
reader of these words will know 
our reply. 

Some idea of the extent to which 
George Patterson’s desire to “do 
something for subscribers and ad- 
vertisers” has been developed may 
be had from the statement that 
the Bureau now handles an aver- 
age of fifteen inquiries a day, a 
total of forty-five hundred each 
year. These inquiries come by tele- 
phone, letter, telegram, long dis- 
tance telephone, and occasionally, 
even by cablegram. 


Watch Your Step 


By M. L. Hayward 


A KANSAS GUARANTEE 


It is an elementary rule that if A gives a note to B, A receives no value, or the 


note was procured through fraud, B cannot collect, but if he endorses and trans- 
fers the note to an office appliance dealer before maturity, the dealer takes it in 
good faith, and for value, and without any knowledge of any defect, he can collect 
from A as a “holder in due course.” 

Suppose, however, that C asks B not merely to endorse the note, but to guaran- 
tee it, or any renewal thereof, and B signs the following statement on the back 
of the note: “For value received I hereby guarantee payment of the within note 
and any renewal of same, and hereby waive protest, demand and notice of non- 


payment thereof.” 


Is the dealer entitled to the rights of an innocent holder in this case? 

“The guarantee was not merely a guarantee of the note, but it covers the in- 
debtedness secured by the note and future notes as well,” A contends, but the 
Supreme Court of Kansas has ruled against him in a case reported in 220 Pacific 


Reporter, 255. 


Piano and Typewriter Good 
Companions for Music Writ- 
ers.—As proof of this here 
are Arthur Schwartz at the 
piano and Howard Dietz at 
the Underwood writing some 





of their numbers for Broad- 

way’s presentation of “At 
Home Abroad.” 

Photo by Alfredo Valente. 
Courtesy of Stage. 








National Business Women’s Week Is Dedicated to Groups Like This.—This photograph, taken in 1935, shows the annual convention 
of the Zonta International, a organization of executive business women who have distinguished themselves in their particular field. 
Its membership represents 125 clubs in the United States, Canada and several countries abroad. 


Link A Window Display With 


Business Women's Week 





OU CAN increase the number 

of your window displays dur- 
ing National Business Women’s 
Week 

Such “magic” is not worked 
through the elastic properties of a 
rubber band. 

It is the simpler plan of coop- 
erating with the local depart- 
mental store or apparel specialty 
shop. 

For this March event a modern 
office setting is generally chosen 
as a window display subject. Fre- 
quently it falls short of its purpose 
by resulting in a furnished (but 
unoccupied) office. The woman’s 
wear retailer would like to show a 
stenographer or secretary at work, 
but how is he to do it without the 
use of borrowed props? 

In steps the office outfitter with 
the offer to loan the furniture and 
equipment, in keeping with the 
up-to-date office idea. And what 
does the office outfitter get out of 
it? First, the usual courtesy card. 
Second, the opportunity to present 
a model office layout in an added 
window display—one that bears 
the authentic imprint of an office 
furnisher 

Such successful teamwork pre- 
vailed between the New Bedford 
Dry Goods Company and the Key- 


It Occurs the Second Week 

in March—Ernest A. Dench 

Makes Some Pertinent 
Suggestions 


stone Office Appliance Company, 
both of New Bedford, Mass. The 
exhibit appeared in a front win- 
dow of the New Bedford Dry 
Goods Company. The apparel 
store, in duplicating an office set- 
ting, cut down its display produc- 
tion costs, by borrowing from a lo- 
cal office outfitting store. 

In such a display the emphasis 
is naturally on the business wom- 
an’s ensemble rather than the 
office itself. The latter is purely 
“atmosphere.” 

A long screen enameled in a 
cheerful hue formed the back- 
ground. A large painted shield, 
inscribed with “National Business 
Women’s Week,” was affixed to the 
top center of the screen. 

In front of this came the office 
unit—a large flat-top desk of the 
executive type, with a side exten- 
sion for the typewriter. The chair 
was unoccupied. Two different 
styles of business women’s ensem- 
bles were shown on the two full- 





size figures in standing positions 
at either side of the desk. Sep- 
arate one-piece dresses and hats 
were on hangers and stands at the 
further ends of the trim; while 
niches built in at either side of the 
background screen grouped foot- 
wear and hosiery selections. 

It wasn’t exactly lifelike, but 
doubtless the display manager was 
naturally more concerned with 
showing off the apparel than sell- 
ing a well-furnished office. 


Woman’s Progress in Business 


Two Valparaiso (Indiana) stores 
-Specht-Finney’s and Lowen- 
stine’s—were enabled to use the 
forceful power of contrast in their 
displays as the result of the timely 
aid volunteered by the Sphinx 
Club. This club is affiliated with 
the National Federation of Busi- 
ness and Professional Women. 
The Sphinx Club came forward 
with historic garments that were 
worn by women office workers in 
the days when the office was far 
more of a masculine character 
than itis now. The two stores did 
not need to be told that here was 
an excellent opportunity to vis- 
ualize office history—what the 
dowdy office girl of yesterday wore 
vs. her smartly-clad sister of to- 
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day. The old-time office — and 
especially its dowdy occupant-— 
caused many smiles and ripples. 
Fifty-Fifty Cooperation 

For his own window display, the 
office outfitter realizes that such 
cooperation is not a one-sided 
proposition. He, too, can save 
money by borrowing a wax or 
composition model or two, out- 
fitted with smart clothes such as 
are worn by the trained office 
worker. Take, for example, the 
efficient tie-up last March in Co- 
lumbia, S. C., between the James L. 
Tapp Company’s department store 
and the State Company, stationers 
and office outfitters. 

Not only that, but it was the one 


and only cooperative display of its 
kind among the Columbia stores. 

An added source of goodwill was 
that the display was installed by 
the State Company under the ex- 
pert supervision of the president 
of the Columbia Business and Pro- 
fessional Women’s Club. Two 
show cards were furnished by this 
organization to advertise the 
“Week.” Naturally, all the club 
members felt a deep personal in- 
terest in the display. 

The expense of an elaborate 
wall or partitioned office back- 
ground was avoided by the use of 
hanging drapes. A commercial 
map and calendar adorned the 
draped wall. 
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The stylishly clad stenographer 
was seated before a modern desk 
provided with a typewriter table 
attachment. One hand was touch- 
ing one of the levers, as if to re- 
move the letter from the machine; 
while a pencil was poised in the 
other. She was seated in one of 
those new types of office chairs 
that ensure the right posture for 
desk work. A lamp was clamped 
to the desk to throw its shaded 
rays over the typewriter. Between 
book ends on the desk was a 
“Who’s Who,” a dictionary, and a 
World Almanac. 

At the rear right of the trim was 
a costumer, hung with her hat and 
spring wrap. 


“Money Back With a Smile” 





HE independent dealer in 

typewriters and adding ma- 
chines will make money during 
the next few years if he gives 100 
per cent satisfaction to his cus- 
tomers, and that means an un- 
qualified guarantee on used and 
re-built machines as well as on 
new ones. It means an unquali- 
fied guarantee on repairs.” 

Cliff Sanders, proprietor of the 
Guaranteed Typewriter Company, 
439 South Spring street, Los An- 
geles, and the Western Typewriter 
Company, 6615 Pacific boulevard, 
Huntington Park, Calif., operates 
on that basis,—“money back with 
a smile, right NOW.” 

“This absolute guarantee of 
ours, a policy used also by Mr. 
Jackson, my predecessor in the 
Los Angeles store, makes more 
permanent friends for us than any 
other policy we have. It works out 
this way: More than ninety-five 
per cent of those to whom we offer 
money back refuse to take it. In 
fact only the occasional person ac- 
cepts it, for it proves conclusively, 
then and there, that we are aim- 
ing to be 100 per cent square,” says 
Mr. Sanders. 

Mr. Sanders cites some remark- 
able incidents in connection with 
this policy. A machine sold in one 
office brought a complaint. Mr. 
Jackson who examined the ma- 
chine found it O.K. and knew in- 
cidentally that the complaint em- 
inated from prejudice or from 
temperament of the _ operator. 
However, the money was refunded 
instantly and without argument. 
Evidently repentance set in for 
the firm sent another person from 


By J. Edw. Tuifft 


the office who bought the same 
machine and it was returned to 
the office from which it came. 
Several machines have since been 
sold in that office. 

Two of the best customers of the 
down-town store once were given 
their money back with a smile. 
Each bought another machine at 
once. 

Think of Temperament 

“In selling typewriters one must 
think of temperament,” says Mr. 
Sanders, “for an operator, often 
for no real reason at all, may de- 
velop a prejudice against a ma- 
chine. If he happens to do this 
obviously the presence of the ma- 
chine in his office will work 
against the typewriter store. The 
best and cheapest thing to do is to 
replace that machine instantly or 
refund the money. We never 
knowingly allow a machine to re- 
main in an office if the operator 
does not like it regardless of the 
source of his dislike. Rarely do we 
satisfy a prejudice without making 
a good customer. 

“The independent dealer in 
typewriters is in position to avoid 
very many such cases, however, if 
he uses his head. If a prospect 
likes a certain type of machine and 
is accustomed to it the best thing 
to do is to give him what he likes 
at the beginning. If he is accus- 
tomed to a certain touch he will 
have some trouble in re-adjusting 
himself to a slightly different 
touch and if he (or she) is tem- 





peramental and not patient a 

chronic kicker develops.” 

Applying Repair Cost to Purchase 
Price 

The policy of applying repair 
cost “within a reasonable length 
of time” on the purchase price of 
another typewriter or adding ma- 
chine is credited by Mr. Sanders 
with making many sales and many 
close friends. 

Here is an example of what Mr. 
Sanders means. A man brought 
in a portable typewriter for re- 
pairs and the repair bill was three 
dollars. Every person entering one 
of Mr. Sanders’ stores sees another 
machine, especially a portable if 
the man is interested in portables, 
demonstrated. This man after 
using the repaired machine a few 
days decided he would buy a new 
portable accepting the $10 allow- 
ance on his old machine. To his 
surprise he was allowed $13, that is 
the $3 repair cost recently paid 
out was applied as well as the $10. 
Naturally he is a booster. 

The cost of a service call, usual- 
ly $1 or $1.50, is also applied 
“within a reasonable length of 
time” if the customer decides on 
an overhaul job. 

“That makes many friends both 
among typewriter customers and 
adding machine customers. There 
is nothing that hurts a fellow 
more than to pay out a dollar to- 
day and then see tomorrow that 
it really has gone by the board as 
is the case when a service call 
charge is not applied to a later 
overhaul job, within a sensible 
length of time, of course,” says 
Mr. Sanders. 
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The Outlook for 1936 


Considered Statements by Office Furniture Manu- 
facturers Who Look Forward to a Resumption of 
Profitable Activity by Dealers and Producers During 


the Coming Year. 


Steel 


) pewter the past few years the Metal Furniture Industry has made substantial 
progress in the improvement of its products and in its marketing procedure. 
The trend in the design of desks, chairs, filing equipment and all other office fur- 
niture is toward greater utility and adaptability to specific business uses, plus 
additional beauty, together with finer and more enduring finishes. 

Because of public acceptance of the idea that utility may be effectively com- 
bined with attractiveness at prices within average means, it is more than probable 
that aggressive sales effort will disclose additional extensive sales possibilities. 
These should materialize into a substantial increase in metal furniture business 
in 1936. 


George C. Brainard, President, The General Fireproofing Compary, 
Youngstown, Ohio 


N 1935 we experienced a definite trend away from the lowest priced merchan- 
dise that could be bought and in 1936 this trend will undoubtedly continue, 

due to the fact that the average man recognizes that very rarely is the lowest 
priced article the most economical. 

Undoubtedly the greatest opportunity for sales of steel office furniture will be 
on the medium grade lines as the manufacturers have incorporated in them dur- 
ing the last several years improved appearance and improved utility. These two 
have created an attractiveness at a price within the average man’s reach. 

The progress made away from the low priced article will of course be in direct 
ratio to the efficient, aggressive sales effort put forth and this also will measure 
the progress into the best made items in the steel office furniture lines. Invari- 
ably, most everyone recognized the profits accruing through the sale of high 
grade furniture, both to the user and to the distributor as well as the manufac- 
turer 


J. S. Sprott, President, The Globe-Wernicke Co., Cincinnati, Ohio 





Wood 


| dareg mgt the outlook for the furniture business we feel that potentialities 
for the coming year far exceed those of 1935 and from present indications 
there is a continued demand for a better quality of merchandise where price is 
not the paramount issue in securing business. 

Of course this does not apply to all the government contracts as this still is 
most competitive, but we find the demand for higher grade furniture is continu- 
ally on the increase and is considerably greater than the demand of a year ago. 
Thomas C. Wanty, Vice-President Gunn Furniture Company, Grand Rapids, Mich. 


| Sp sapetagiceg an over-long period in the doldrums, the office furniture business 
is now on the move and picking up speed. The office desk user is definitely 
in the market again. The used furniture that has glutted the market for four 
or five years is now completely absorbed. About a year ago the sun of office fur- 
niture business began to rise and is now climbing steadily toward the zenith. 
During 1935 the trend was to trade-up from used furniture to low priced new 
equipment. Today the movement is up to medium and higher priced lines. Stocks 
everywhere are low and the price level firm. It all sums up to the best outlook 
for office furniture in five years. 


R. C. Hamilton, Secretary, Imperial Desk Company, 
Evansville, Indiana 


5 gwen there has been a general improvement in business is unquestioned. It 
has resulted in a wholesome optimism, reflected in the desk business by a 
gratifying tendency toward higher priced merchandise. This is proof conclusive 
that the business public has more money to spend. An interesting factor that 
has become apparent is that buyers have a better knowledge and finer apprecia- 
tion of high quality furniture than is realized by dealers and manufacturers 
Since the “white collar” man spends the major portion of his waking hours in 
his office, there is no reason why he should not surround himself with furniture 
that creates an atmosphere of character and refinement, radiating an air of 
stability which engenders confidence and optimism in himself and his customers. 
With business on the upswing and the will to buy less restrained, the situation 
is replete with opportunities. Manufacturers and dealers should replace the 
“watchful waiting” policy with a positive, forward-going program. Such pro- 
cedure would benefit all concerned. 


A. E. Krieg, General Manager, Indiana Desk Company, 
Jasper, Ind. 


— Jasper Chair Company experienced splendid business during 1935 and the 
outlook for 1936 is even better. In former times we have noticed that business 
usually slows up at the turn of the year, but in this January business has started 
with a bang. 

As a result of this excellent condition which, by all signs, is to continue for 
some time, we are preparing an extensive sales compaign for our fifty new num- 
bers brought out during the past year and our policy of course will be the con- 
tinuation of our one-hundred per cent cooperation with dealers. 


Louis T. Koerner, Secretary and Manager, 
George A. Litchfield, Sales Manager, Jasper Chair Company, 


Jasper, Ind. 


lye step with other industries there has been a very definite development of 
worthwhile designs in the lower price brackets, and, as never before, excep- 
tional values may be had. 

Manufacturers have striven to meet the requirements both as to price and 
design with very gratifying results. If business assumes a more definite and stable 
character with a confidence for the future, there will, without doubt, be a very 
quickening demand for office furniture and equipment, with a possible result of 
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shortage of merchandise due to the fact that very few dealers are carrying any 
stocks of any size. 

The dealer who properly analyzes the present situation and is in a position 
to act will, of course, as has always been the case, be the one who will profit the 
most. In other words, if there should be a very definite upward trend in business 
within the last of this year or in the next, the dealer with a stock purchased at 
present prices will undoubtedly be in a very enviable position. 

Paul L. Barrett, Director of Sales, Johnson Chair Company, 
Chicago, Hl. 
URING my connection of more than thirty-seven years with the Jasper Desk 
Company I can honestly and truthfully say that the first eleven days of 
January, 1936, have possibly been the best January we have ever experienced. 

Orders have been heavier from January 1 to 13, 1936, which we can recall and 
from all appearances the year 1936 will be an outstanding year in the office fur- 
niture business—especially the first six months—and we are preparing for this 
excellent business condition. 

Louis P. Joseph, President, The Jasper Desk Company, 
Jasper, Ind. 


HERE are great sales opportunities today in popular priced office furniture, 
into which has been built an artistry of designing and fine workmanship, 
which were formerly confined exclusively to the most expensive grades. 

The business public has been educated to the idea that beauty and efficiency 
can be combined in office equipment and offered in a medium price range. On 
this premise, it is certain that intelligent sales activities will lead to the develop- 
ment of an extensive market for well patterned and well built medium priced 
furniture. 

L. J. Block, President, The Milwaukee Chair Company, 


Milwaukee, Wisc. 


HE year 1936 will undoubtedly continue a significant trend that has been 
gaining impetus for the last two years. It has been apparent that the office 
furniture industry is emerging from the depression with a new appreciation of 
merchandising and of the style sense of its market. The folly of increasing 
volume by lowering prices has been abundantly proven. The industry has turned 
its back on that policy and has chosen instead to build its business on new designs 
with an abundance of new selling features. The emphasis on design and comfort 
is increasing but more important is the wealth of specific selling points that deal- 
ers can merchandise profitably without emphasis on the price factor. 
Competition will continue to be keen. Business will go to those manufacturers 
and dealers who have a sound selling program embodying the creation of new 
sales points and their proper merchandising. 
K. F. Davis, Sales Manager, Office Furniture Division, The Sikes Company, Inc., 


Buffalo, N. Y. 


REDICTIONS for 1936 are hardly necessary, business is now speaking for 

itself. From a manufacturing standpoint production is now more of a prob- 
lem than sales. Advancing prices will stimulate sales and increase the profit 
percentage, dealers should welcome them. The dealer organization should encour- 
age, even petition manufacturers to raise prices, not only to fully cover increased 
costs but to reéstablish the margin always futilely sacrificed by manufacturers 
during a depression in an effort to maintain volume. 

Sales and profits can also be increased twenty per cent by selling the next 
grade above, by setting the stage for better quality, by isolating a medium quality 
desk for the “cheap desk” buyer, dressing it up, spot-lighting it, confessing a 
secret passion for it, and steadier nerves while using it. 

Furniture is the machinery of the office and should be as up-to-date and 
conducive to efficiency and good work and favorable impression as that of a 
factory. The investment at the most is trivial by comparison. It looks better 
for better quality. 

J. H. Bushnell, Secretary, Wagemaker Company, 
Grand Rapids, Mich. 
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One of Several Installations of Macey Equipment Made by Mead & Wheeler Company in the 
Offices of Kirkland, Fleming, Green & Norton, Chicago Attorneys. 


1936—Opportunity Year for 


Furniture Dealers 





ORE is required to meet 

the challenge of 1936 than 
merely good salesmanship. As 
Harry Horder, of Horder’s, Inc., 
has aptly said about proprietors 
of many commercial stationery 
businesses, office furniture dealers 
are generally capital salesmen, but 
that is only one phase of the mer- 
chandising job. The average of- 
fice furniture dealer could do 
himself no better a turn than to 
analyze his business and so or- 
ganize it that he will know at all 
times what his costs are so that 
he can establish and maintain re- 
tail prices that will enable him to 
earn a legitimate profit. It costs 
money to operate a business, to 
maintain a display room, to be 
equipped to furnish service, to 
make deliveries, to perform al] the 
other functions of an efficient re- 
tail office furniture business. The 


A Rising Market Brings 
With It a Recurrence of 
Demand for Higher Grade 
Equipment—Time to Take 
Advantage of Expected 
Higher Price Levels and 
Establish Business on a 
Firm Basis Where Every 
Transaction Earns a Profit 
—By Jack Wheeler, Mead 
& Wheeler Company, Chi- 
cago. 


dealer should know exactly what 
these costs are so that he can de- 
termine retail prices with accuracy 
and with profit. 

Today there exists a rising mar- 
ket. The price complex is not so 
insistent a factor. On every busi- 
ness front are indications of a 
swing away from tight-fistedness. 





The situation affords the office 
furniture dealer an opportunity to 
become more than merely a sales- 
man—to establish himself as a 
business man. 

Elbert Hubbard writing of 
George Peabody says, “No matter 
how great your invention, how 
sweet your song, how sublime your 
picture, until you are able to con- 
vince the world that it needs the 
thing, and you get the money for 
it, you are not a business man.” 

Salesmanship is an essential ele- 
ment. Coupled with a funda- 
mental knowledge of business op- 
eration and a policy of getting 
a price that includes a profit, it 
leads to entries on the profit side 
of the ledger. 

Selling at any price in order to 
build volume is a short sighted 
procedure under any circum- 
stances. Today, with the market 
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opening, it is virtual business 
suicide. How much more profit- 
able, how much more satisfactory 
to establish a business upon an 
integrity that customers quickly 
recognize and appreciate. What 
if a few orders are lost because 
the price offered was below the 
profit line? Such orders lead only 
to eventual bankruptcy. 

We have been in office furniture 
business in the Chicago territory 
for twenty-seven years. During 
that time we have established 
many regular customers, some of 
whom have standardized on Mead 
& Wheeler lines for twenty or 
twenty-five years. In effect, we 
act as purchasing agents for them 
They know our recommendation 
will be sound. Many things are left 
to us in the matter of choosing and 
supplying appropriate equipment. 
mental knowledge of business 
Such customers are invaluable 
during good times and bad. They 
stick. They are worth developing 

The returning swing of the busi- 
ness pendulum has evident in its 


Corry-Jamestown Equipment in Wisconsin Treasury Vault. 
ury Department at Madison, Wis., recently. 
files. (Center) Mr. Pugh, chief state accountant on left talking to Robert K. Henry, state treasurer. 


CORRY-JAMESTOWN EQUIPS 
VAULT OF WISCONSIN 
STATE TREASURY 
An elaborate system of roller 
book shelf units with curtains, 
document files and four drawer 
letter files was recently installed 
in a vault of the State Treasury 
Department of Wisconsin, Madi- 
son, Wis., by the Corry-Jamestown 
Manufacturing Company, Corry, 

Pa. 


wake the expansion of office quar- 
ters to accommodate increased 
personnel. New businesses are 
being established; old firms 
Squeezed into limited space 
through the necessity for econ- 
omy, are taking larger quarters. 
Bigger staffs and more space point 
to a growing demand for more 
equipment. This demand was re- 
flected in our business last year 
to the extent of a thirty-eight per 
cent increase over 1934. Today we 
are working on more prospects 
than at any time in the last five 
years. 

A sales scheme we found effec- 
tive during the difficult period 
when liquidation of banks and 
corporations glutted the market 
with slightly used high grade fur- 
niture, was the recommendation 
of a budget plan of purchase. We 
suggested replacement of two 
pieces a month. In one instance 
we refurnished an entire office in 
eighteen months at an average 
expenditure on the part of the 
customer of $125.00 a month. Ef- 
fectiveness of the plan is not 
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limited to depression periods. It 
offers salesmen a means of trad- 
ing-up, selling higher grade furni- 
ture over a longer period of time. 

The fine artistry and structural 
perfection of better grade equip- 
ment have long been appreciated 
by business men. Many whom 
circumstances forced to give up 
quality furnishings, are not con- 
tent with what they now have. 
Experience with fine furniture 
creates a desire to have it again. 
A splendid potential sales field. 

Knowledge of furniture designs, 
acquaintance with equipment 
usages, selling ability, methods of 
display and advertising—all are 
important factors, resting upon 
the broad base of business practice 
that considers all cost elements, 
and establishes prices that include 
a legitimate profit. 1936 undeni- 
ably presents office furniture deal- 
ers with an opportunity to build 
business on a permanent basis. 
The business public is prepared for 
higher prices. ‘Tis folly not to 
follow, to take advantage of the 
trend. 





This excellent installation was made for the Wisconsin State Treas- 


Left: Roller book-shelf units with curtains, document files and four-drawer letter 


ment installed complete. 


The installation was undertaken 
by Bill Goff, Inc., an office equip- 
ment and supply house at Madi- 
son. Assisting the local firm was 
Bill Marsh who was sent from the 
Corry-Jamestown home office to 
aid in every way possible. 

Indicative of the fine job done 
by the combined forces was a let- 
ter recently received by officials 
of the Corry-Jamestown Company 
from Robert K. Henry, state treas- 


(Right) Closeup of equip- 


urer of Wisconsin. The missive 
read in part: 

“Your Mr. Marsh has just fin- 
ished the installation of the 
equipment furnished by you for 
our vaults, and I am pleased to 
say he has done an excellent job. 
We are more than pleased with 
the equipment and the manner in 
which it has been installed; in 
fact it is much better than we 


anticipated.” 
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Office Furniture and “Partial 


Payments” 





S THERE a substantial number 

of business concerns through- 
out the country which would re- 
place their office furniture and 
some who would equip in a more 
pretentious way if they could buy 
their equipment on the partial 
payment plan? 

A man who is well informed 
upon the office furniture situation 
and experienced in the various 
phases of selling thinks there are. 
That a large volume of business 
could be secured under the plan. 
He believes that many sales of 
furniture for general offices and 
special installations in private of- 
fices would be made. He is of the 
opinion that the time is opportune 
for expansion of business estab- 
lishments, replacement of obsolete 
furniture and that a large per- 
centage of business houses would 
respond to the partial payment 
idea. He reminds that some office 
machinery is sold in that way. 

It is not an “installment” de- 
partment in which the dealer fi- 
nances the operation that the man 
who advocates the partial pay- 
ment idea has in mind. But ar- 
rangements with some national fi- 
nance company which would spe- 
cialize on furniture “paper,” as 
similar concerns handle contracts 
for automobiles, radios and elec- 
trical refrigeration. The proposer 
believes that there are many pros- 
pects who would be buyers were it 
not for the lack of immediate 
cash. He bases his belief upon his 
own observations and upon those 
of others in the field. He is doubt- 
less correct that there are thou- 
sands of offices throughout the 
country in which the desks, filing 
cabinets, chairs, are well worn, 
outmoded and compared with 
what the market now affords, out- 
classed in many ways. For there 
has been a vast improvement in 
equipment in recent years. In 
desks there are added facilities 
and additional attractiveness. In 
filing equipment, increased con- 
venience and greater facility. In 
chairs, outstanding improvement 
in the manufacture, besides the 
more important feature of scien- 
tific seating. 


— 


Being One Man’s Opinion 
on Whether or Not a “Time 
Payment” Plan Would In- 
crease Business in the Of- 
fice Furniture Field 


Appearance Value 
Recognized 


The average business man, 
whether or not he can afford the 
cash outlay of a substantial sum, is 
conscious of the appearance value 
of his office. He knows that at- 
tractiveness and beauty is an asset 
in both executive and general of- 
fice. He is aware that visitors, 
quick to discern shabby equip- 
ment, are just as quick to admire 
the good looking, well furnished 
office. This average business man 
is sound in his psychology of office 
appointments. He knows the un- 
desirable effect of lavishness and 
he also knows that good furniture 
with some artistry makes a good 
impression upon a caller and is 
considered to reflect in some meas- 
ure the practices of the business. 

How do we know that the aver- 
age business man knows what is 
credited to him above? It is made 
apparent by the attitude of the 
man himself, who quite frequently 
apologizes if his quarters are shab- 
by and manifests his satisfaction 
in the office that is substantially 
and artistically furnished. 

The plan proposed under par- 
tial payment with the contracts 
handled by a national finance 
company would aid those who de- 
sire to buy new and good furni- 
ture at a comparatively small ini- 
tial cash outlay. In other words, 
it would be a convenience for the 
prospective buyer. 

But under the partial payment 
plan, prospective buyers should be 
as carefully chosen as those whose 
accounts go on the seller’s own 
books and under all circumstances, 
proper prices should be main- 
tained. The experience with the 
accounts would be about the same 
as the experience with any other 





accounts, but with no greater 
number of percentage that turned 
out unsatisfactory. 


Details of the Proposed 
Finance Plan 

Under the plan, the buyer would 
be required to make an appropri- 
ate payment to the dealer. Say 
twenty per cent. The dealer would 
then sell the contract tothe finance 
company at an agreed upon dis- 
count. If the buyer defaulted on 
his payments the contract and 
goods would of course be returned 
to the dealer who would be under 
necessity of returning the amount 
he had received from the finance 
company. But the twenty per cent 
of the amount for which cash had 
been paid would minimize any loss 
in the transaction. As a method 
for developing business under the 
plan it is suggested that dealers 
make survey of office buildings 
and of offices elsewhere in their 
cities, compile a list of desirable 
names and launch a campaign of 
direct advertising, giving sound 
reasons for the desirability of bet- 
ter furnished offices. The adver- 
tising would not describe the de- 
tails of the plan, but would state 
that it was advantageous to the 
buyer and would be explained 
upon appointment. From the in- 
formation the seller would get 
when interviewing the prospect, he 
would determine whether or not it 
was desirable to effect the sale. 

In every division of business 
there is a large number of con- 
cerns who did not re-equip before 
the end of the “flourish.” There is 
much furniture that was anti- 
quated at that time. But the last 
six years have rendered it obso- 
lete. Careful surveys by the deal- 
ers in their respective fields will 
reveal this furniture which should 
be replaced. It is a great poten- 
tiality for the office furniture de- 
partment. To make the most of it, 
the dealer should develop some 
definite plan. The man quoted 
above is convinced that the codp- 
eration of some financing com- 
pany under the partial payment 
plan is the best way. 
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Aluminum, Once “Precious,” Now 
Common in Office Use 


Made Commercially Usable by Charles Martin Hall 
Fifty Years Ago This Month 


F a business man of a hundred or even seventy-five 

years ago had had an aluminum inkwell on his 
desk, he would not only have received the comments 
of all visitors but he would have been taken for a very 
wealthy man 

For aluminum now often passed unnoticed because 
it has been so long used there in certain forms, and 
the most common metal in the earth’s crust, was at 
one time so costly to liberate from the ore that only a 
few pounds were made each year. Its price put it far 
ahead of any precious metals. 

The thanks of industry for finding a means to make 
this metal commercially obtainable go to the late 
Charles Martin Hall, who, just fifty years ago this 
month, made the discovery which led to aluminum’s 
widespread use. Every field of endeavor benefited by 
his discovery. Neither the office building nor the of- 
fice was forgotten, for today there are countless num- 
bers of aluminum applications to be found wherever 
workers gather. 

The vogue for white metal which has become so pro- 
nounced in the architectural field in recent years en- 
abled aluminum to be used plentifully on many office 
buildings. Building entrances and other architectural 
details are made of aluminum. 

In the lobbies of many office buildings aluminum 
building directory frames may be found, in addition 
to aluminum mail boxes and chutes, elevator doors, 
terrazzo inlay strip and lighting fixtures. Riding in 
an aluminum elevator cab is no longer a novelty, nor 
is it odd to enter an office by opening a door whose 
handle is aluminum. 

Furniture of Aluminum 

In the office itself, the reception room furniture may 
be aluminum, in order to blend with the aluminum 
wicket in front of the telephone operator’s cage. 
Aluminum furniture is not confined to reception 
rooms; it may be seen in the inner offices and may be 
in the shape of swivel and side chairs, posture chairs 
for typists, waste baskets, costumers, step ladders and 
tables. 

Many effects can be obtained by the use of aluminum 
in the decoration of executive offices. If simplicity is 
desired, the walls can be painted with aluminum paint 
and given a stenciled border of some other color. 
Aluminum paint may also be applied directly over 
other surfaces, such as burlap, grass cloth, or canvas. 

Filing case, desk and table hardware is often of 
aluminum because the white metal accentuates the 
modern note in decoration. Guides of aluminum give 
the files an air of permanence, for although they are 
light and easily handled, they provide the proper stif- 
fening between correspondence so that papers are kept 
smooth and tidy for years to come. 

A number of adding machines have been consider- 
ably reduced in weight by the use of aluminum for 
cases. First to make typewriter cases of aluminum 
were the manufacturers of portable typewriters, be- 


Aluminum Office Furniture.—Top picture shows aluminum in 

the directors’ room; (center) aluminum in the general office. 

and (lower) aluminum in the private office. Photos by courtesy 
of the General Fireproofing Company. 
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cause aluminum weighed only a third as much as other 
commonly used metals. This successful application re- 
sulted in an increased use of aluminum for the cases 
of typwriters which are not moved from a desk. 

Visible index equipment is made of aluminum, and 
aluminum binders and penholders have been in use 
for a long time. Chicago binding screws, humble but 
necessary adjuncts of every office, are quite often 
aluminum, as are blotting pads and inkwell holders, 
scuff plates and desk guards. That the ordinary tele- 
phone set is chiefly made of aluminum escapes the 
attention of many, principally because the metal is 
covered with an enamel. 

Thus aluminum, in a brief fifty years, has become 
very much an office metal. Sometimes only an in- 
ventory will show how many appliances are made of 
the white metal. Even the inventory will not be ade- 
quate because company heads are mainly interested in 
the type of equipment and not in the material from 
which it is made. No one knows what the next fifty 
years will bring. Aluminum, born into the midst of 
other metals at a time when they had long forgotten 
their own ages, has made impressive strides in an ex- 
ceedingly short time. 

> 
SUCCEEDS THE R. S. BAUER COMPANY 


Mr. D. L. Macdonald, formerly buyer of R. S. Bauer 
Company, Lynn, Mass., has purchased the business, 
which will hereafter be conducted under the name of 
Daniel L. Macdonald Company, Inc. The transfer was 
made on December thirtieth. Office Appliances ex- 
tends its good wishes to Mr. Macdonald and his asso- 
ciates whose long connection with the former admin- 
istration assures continuation of the policies estab- 
lished by Mr. Bauer. 

On account of a physical disability, Ralph Bauer 
four or five years ago gave up active connection with 
the business which he founded and developed to out- 
standing success. Retiring at the same time from his 
political activities in which he won the high regard 
of his fellow citizens of Lynn, whom he twice served 
as mayor of the city. 

In his permanent withdrawal from the two fields in 
which he achieved distinction, Mr. Bauer must have 
satisfying recollections of his contribution to the wel- 
fare of his city and to the advancement of the industry 
with which he was so long connected. He will have 
pleasant memories of his services to the trade as pres- 
ident of the National Stationers Association and as 
member of the executive committee. But most pleas- 
ant of all will be the consciousness of the good will 
and good wishes of those with whom he came in con- 
tact. Out of Mr. Bauer’s present situation and the 
less exacting engagements of his mind will come, the 
writer of these lines ventures, something bigger and 
finer than business or political activity readily permit 

—a certain perspective of life and sense of values 
which afford fuller measure of serenity than may be 
achieved under other conditions. 
~— 
TWENTY-EIGHT TYPEWRITERS RECOVERED 


J. W. Dowling of the Dowling Typewriter Company, 
Oklahoma City, who several months ago was robbed 
of twenty-eight typewriters when burglars ransacked 
his establishment, recently reported that all but five of 
the machines have been recovered. The burglars, two 
young men, were captured by police in a stolen auto- 
mobile and are now serving seven year sentences in 
the state penitentiary at McAlester. The typewriters 
were recovered in St. Joseph, Mo., Ottawa and Pitts- 
burg, Kansas, and Oklahoma City.—EVH 


STATIONERS CORPORATION OPENS NEW 
HOLLYWOOD STORE 


Choosing a site in the heart of the motion picture 
world of Hollywood, the Stationers Corporation, of 
which Harry Morgan, former National Stationers Asso- 
ciation president, is the head, recently opened a new 
and elaborate store at 6369 Hollywood boulevard. 

The new store is 105 feet deep and has two windows, 
set in on an angle which gives the maximum of win- 
dow and display space. This striking and modern style 
has created considerable favorable comment. 

As shown in the illustration there are sixteen open 
display tables in the store interior. There are four-foot 
aisles in front of and behind the tables which afford 
the customer immediate access to the stock displayed. 

The main stationery store is fifty-five feet long and is 
equipped with a mezzanine floor in the rear where 
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New Stationers Corporation Store in Hollywood.—Above is ex- 
cellent entrance and display windows and below is view of the 
wide aisles, open display cases and modernistic lighting system. 


duplicating equipment and office furniture is on dis- 
play. 

The Stationers Corporation’s new store has taken its 
place as one of the principal establishments of its kind 
in the West. Originality characterizes appearance and 
the arrangement within is said to sound a new note 
in effectiveness in providing convenience for customers 
and the store personnel. 


>_> 


STATIONERS BOARD OF TRADE 
HOLDS RECEPTION 


The Stationers and Publishers Board of Trade, Inc., 
last December 27 held a reception in its new offices 
at 200 Fifth avenue, New York. The organization re- 
cently moved to its new location after nearly twenty 
years of occupancy of a building in the downtown area. 








4 


Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


No Seasonal Dullness in Office Equipment. The 
manager of a well known typewriter company’s branch 
office here the other day revealed the fact that, some 
salesmen to the contrary notwithstanding, there is no 
seasonal dullness, in office equipment, at any rate, to 
be found in California. Atmospheric conditions are 
comfortable in both the dry and the wet seasons, and 
people who want a vacation can take it at any time 
and can select whatever temperature and scenery they 
prefer. Business is as good in July as it is in October 

and it is likely to be quite as good between Christ- 
mas and New Years as it is before and after. 

This manager has demonstrated to his sales force 
the fact that it is possible to get business the year 
‘round, sales being dependent on the energy of the 
salesmen and not at all on the weather or the period. 
One time a salesman came forward with a sort of alibi 
in advance of the fact by remarking that it was no 
use to make calls between Christmas and New Years, 
because nobody was in a mood to buy. The manager 
challenged that statement, and offered to go with the 
salesman to prove there was business to be had be- 
tween the two approaching holidays. For their first 
call they selected a prospect who had been called upon 
six or seven times without any result except a courte- 
ous refusal. “We'll try this fellow,” said the manager, 
“for it mever pays to skip a possible sale.” 

So, in they went and were greeted warmly by the 
prospect. “Boys,” he said, “I’m glad to see you. You 
folks have called on us innumerable times, I guess, and 
we've not had anything for you. Now the conditions 
are different. Our business is expanding and we need 
more machines. Your line has been demonstrated to 
us; your men have been true to their salt, always cour- 
teous, and, in fact, now that you are here we might 
as well fix up an order for the seven machines we shall 
need immediately.” No time was lost in making out 
and signing the order, and when the typewriter man- 
ager and his salesman emerged from the prospect’s 
office the former pointed out that that one somewhat 
accidental call had netted the salesman more than his 
quota for the entire week, and that the order came as 
a result of quiet, persistent suggestion made on previ- 
ous calls, and that it was finally taken with no more 
effort than was necessary to walk into the office, make 
out the order and walk out again. The twain made 
several other calls that day and obtained two addi- 
tional orders, making nine machines sold in one day 
of a week in which the salesman supposed nothing 
could be sold. 

The manager remarked to the reporter that one of 
the elements of good salesmanship is the faculty of 
being on the ground when the order breaks. To ap- 
proximate this happy situation the salesman must 
keep close to his prospects, know what they have, what 
they ought to have, and be ready to step into the 
breach when the conditions are right. 

* 

Mr. Wallace Takes a Trip. Ernest Wallace, manu- 
facturers’ representative, 356 South Broadway, Los An- 
geles, spent a few days last month in San Francisco 
calling on the trade. Mr. Wallace’s activities cover the 
field from Denver west. He represents the Bates Man- 
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ufacturing Company, Moore Push Pin Company, Koh- 
I-Noor Pencil Company, Westcott Rule Company, 
Gatch Brush and Wire Goods Company, Faries Manu- 
facturing Company and L. D. Van Valkenburg Com- 
pany. Mr. Wallace is among the leaders of the travel- 
ing fraternity in the West. 

Mr. Ecclestone Down East. H. A. Ecclestone, man- 
ager of the Typewriter Division of Remington Rand, 
Inc., of Los Angeles, is spending a month in the East, 
visiting the Remington office in Buffalo and the offices 
in New York City and other eastern points. 


Zellerbachs Take Elegant New Quarters.—The hand- 
some and roomy building which the Zellerbach Paper 
Company has had under construction for several 
months received its official opening on January 2, when 
the big stationery floor and offices were turned into a 
bower of flowers sent in by friends. Many guests at- 
tended the opening, and the occasion was a happy one 
in every particular. 

The company’s principal offices are in San Francisco, 
and it has seventeen divisions on the Pacific Coast, and 
one, recently organized, at Kansas City, Mo. The new 
branch, formerly the Lane Paper Company, was taken 
over about a month or six weeks ago. The Los Angeles 
division is the largest of all the offices. 

The Los Angeles branch has operated for some time 
at 220 South Los Angeles street, but the growth of the 
business made new and larger quarters necessary. The 
new building is of concrete and steel, one story high 
and covers a ground area of 950 by 200 feet at the inter- 
section of Evergreen and East Twelfth street, the main 
entrance being on the former street. Sawtooth con- 
struction fronting on the north gives ample natural 
lighting all over the plant. Artificial lighting is sup- 
plied by the semi-indirect method. 

The main office is just off the front entrance, with 
the cases holding the stationery display in the center 
and rear covering a large area. Norman Horton is man- 
ager of the stationery department and Miss Willis is 
the buyer. M. B. Olmsted is general manager of the 
plant. 

> 

New Typewriter Store in Glendale.—On January 1 
the Typewriter Inspection Company, 325 West Second 
street, Los Angeles, opened a second branch store, 
which is located in Glendale, California. The new 
store handles the entire L. C. Smith-Corona line of 
typewriters and adding machines. Mr. Franklin is 
manager. 

Office Furniture Man Changes Position.—L. B. Cory, 
who was formerly secretary and treasurer of the old 
Pierce Desk Company, now owned and controlled by 
the Pacific Desk Company, 1031 South Hill street, Los 
Angeles, has taken an executive position with the lat- 
ter company, which is headed by the able and ever- 
genial Theodore F. Peirce, who is widely known among 
office furniture men. 

Mr. Peirce, who is a big chap in all dimensions, is a 
bit of a philosopher. He is alert and well posted and is 
a difficult opponent to down in a debate or in a wrest- 
ling match. We cherish his friendship. 


Interesting Line.—One of the livest dealers in the 
Southwest is Sam Yocum, 925 South Hill street, Los 
Angeles, who handles new and used office equipment 
and represents the Corry-Jamestown, Wabash, Vandex 
and Rand visible equipment, the last named being dis- 
tributed by the Victor Safe and Equipment Company 
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Former Typewriter Association President Heads Car- 
nival.—C. Elmer Anderson, head of the Anderson Type- 
writer Company, 104 East Colorado street, Pasadena, 
California, with branch stores at Long Beach, Glendale, 
Santa Barbara and Pomona, is chief of the Pasadena 
Tournament of Roses association, which, on January 1, 
sponsored an amazing and colorful parade of floats 
depicting the development of many cities and towns, 
their history, the activities of certain industrial con- 
cerns, etc. This parade wound through the streets of 
Pasadena for the better part of a day, and was wit- 
nessed by a million people or more. 

Mr. Anderson occupied a decorated car among those 
who accompanied Governor Allred of Texas, unani- 
mously chosen as grand marshal; Governor Merriam 
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C. Elmer Anderson in His Flower-Bedecked Car During the Tournament of Roses. 
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Tiernan-Sanders Store Changes to Tiernan’s.—The 
Riverside, California, store heretofore known as the 
Tiernan-Sanders Company, has changed its name to 
Tiernan’s, W. L. Sanders having disposed of his interest 
to R. A., H. A. and R. E. Tiernan, brothers, and each 
an experienced business man. Mr. Sanders has gone to 
Huntington Park to conduct a store in partnership 
with his brother, C. F. Sanders, mentioned in another 
part of this report. This Huntington Park store is the 
Western Typewriter Company, 6615 Pacific boulevard. 

R. A. Tiernan & Co., 911 South Hill street, Los 
Angeles, an important part of the Tiernan interests, 
handle a rather complete line of office equipment, in- 
cluding typewriters, the Terrell and Steelcase lines of 
the Metal Office Furniture Company of Grand Rapids, 











Mr. Ander- 


son is a former president of the National Typewriter & Office Machine Dealers Association and is 
now the chief executive of the Pasadena Tournament of Roses Association. 


of California, and others distinguished in the political 
life of the West. 

There were seventy-one beautiful flower-decorated 
floats and 1,200 marchers and riders in this, the forty- 
seventh annual rose tournament. Cities and towns on 
the Pacific Coast were the principal participants, with 
a few of the larger industrial concerns. 

The printing trade was honored by the city of Alta- 
dena with a printing press float. A mammoth replica 
of an old Washington hand press stood fourteen feet 
high in the center of the float. It was done in pastel 
shades with chrysanthemums and sweet peas, and was 
attended by “Benjamin Franklin” and his apprentice, 
the former being represented as scanning a proof made 
of gardenias. Behind him was a scroll in parchment 
shade chrysanthemums with lettering formed of bach- 
elor buttons. 

Mr. Anderson has been president of the Tournament 
of Roses Association since the death of his predecessor 
the latter part of 1934. He is distributor of the products 
of the Royal Typewriter Company, Inc., in four coun- 
ties of California, and has handled the Royal machines 
for more than fifteen years. In his several stores he 
handles also rebuilts of all makes, portables, Victor 
adding machines, Sheaffer pens and accessories, Oxford 
filing supplies and other standard office equipment 


Mich.; Wagemaker products; West Made desks; Sikes, 
Indiana and Allen chairs; office and filing supplies. 

Christmas Tree Sprouts, Toys and Dollar Bills.—Wil- 
son’s Carbon Company, 910 South Broadway, Los 
Angeles, headed by Arthur G. Wilson, presented a 
Christmas tree to the children of employees and the 
building personnel that was bound to please. In addi- 
tion to the lights and tinsel decorations there were 
toys for the children of the office and sales force—toys 
dear to the hearts of the youngsters—and new, crisp 
dollar bills each ticketed with the name of some hard- 
working member of the caretaking force. 


Wedding Bells.—Doris Peterson and Bertram Scott 
were married on January 25, at the Wee Kirk of the 
Heather, Forest Lawn, Glendale, California. Miss Pet- 
erson, now Mrs. Scott, is a member of the staff of the 
Los Angeles branch of L. C. Smith & Corona Typewrit- 
ers Inc., and Mr. Scott is connected with the advertis- 
ing department of The Masonic Digest. 

* 


Typewriter House Changes Hands.—C. F. Sanders, 
proprietor of the Western Typewriter Company of 
Huntington Park, has purchased the Guaranteed Type- 
writer Company, 439 South Spring street, Los Angeles. 
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ENEW MACHINES AND DEVICES | 


NEW STYLE OF ALUMINUM CHAIR BY GF 
Featured by new styling and designing, a new line of 
aluminum chairs was recently announced by The Gen- 
eral Fireproofing Company, Youngstown, Ohio. 
Ten new models make up the additions to the Gen- 
eral Fireproofing line and these are divided into two 





GF Aluminum Chair No. 3327 


groups, the No. 2000 line and the No. 3000 line. The 
No. 3000 line is distinguished by a fully upholstered 
back while the former line has a slatted back and in 
most cases an upholstered top rail. 

The new chairs are typical of all GF aluminum chairs 
in that all parts are welded into a complete unit 
Swivel chairs have a one-piece base drawn from a 
Single sheet of aluminum. A special feature of these 
chairs is the Bassick “Flotilt’” chair iron in which 
springs are completely replaced by live rubber incased 
between two steel cylinders. 

Special consideration has been given to balance in 
the new line. This balance is achieved by the fit of the 
shaped seat from front to back, the curves of the back 
and the relative position of the back, seat and arms 
with respect to each other 

These chairs are offered in olive green, sandblast 
aluminum, satin aluminum, mahogany and walnut as 
standard finishes. The price range is lower than those 
of previous lines. 

——— 
LYNN INTRODUCES TWO NEW ITEMS 

The Lynn Paper Products Manufacturing Company, 
Detroit, Michigan, last month introduced two new 
items in paper rolls which have long been in demand 
by certain types of consumers 

The first is a “Bankers” adding machine roll which 








is a standard width roll, six inches in diameter. It is 
made for continued use and eliminates the necessity 
of frequent changing with a subsequent saving in 
paper which is left on the cores. This roll is used 
exclusively by large bankers and, according to officials 
of the firm, is becoming very popular due to its time- 
saving features. 

The second item is a two-ply adding machine roll 
manufactured in white and colors. The special feature 
of this particular line is that it is equipped with two 
sheets of bond paper for use in special calculating 
machines. 

The Lynn Paper Products Manufacturing Company 
specializes in the manufacture of paper rolls exclu- 
sively and for resale through dealers only. All of these 
rolls are manufactured to micromatic accuracy. Fur- 
ther details and samples may be obtained by writing 
the Lynn Company at 2000 Howard street, Detroit. 

REMINGTON RAND TAKES MULTISORT 

Remington Rand, Inc., has recently taken over the 
exclusive sales agency for the new MultiSort, a paper 
sorting device lately introduced by the MultiSort 
Company, Boston, Mass. 

The new device, which has been constructed to fit 
perfectly into Remington Rand’s line of filing equip- 
ment, is so arranged that material delivered to the file 
department may be sorted into MultiSort immediately 
and held under control for easy reference until perma- 
nent filing is convenient. In the bookkeeping depart- 
ment posting media may be broken down alphabetic- 
ally and ledgers stuffed without further sorting. Store 
sales and manufacturing records can be sorted accord- 
ing to information desired, making it possible to tabu- 
late statistics promptly at minimum expense. 

The MultiSort is built in units of twenty-five to 250 
divisions mounted in a carriage that moves back and 
forth on ball bearings. The clerk remains stationary 
and moves the carriage to bring the desired division 





Remington Rand MultiSort 


within reach. The device is said to enable the average 
clerk to sort to one hundred divisions at the rate of 


1,500 pieces an hour. 
Divisions are separated by flexible dividers which 
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may be easily removed from the rack to altar the sys- 
tem. They are furnished in five heights from four to 
thirteen inches. A detachable label holder is at the 
upper end of the divider. The label is held under cel- 
luloid in a metal frame. 

Included in the MultiSort line are several tables, 
desk sets and other accessories for special sorting jobs 
~~ 
MARKWELL PRODUCES NEW FASTENER AND 
STAPLE REMOVER 
Two new items created for the purpose of facilitating 
the handling of correspondence in the business office 
have recently been created and placed on the market 
by the Markwell Manufacturing Company, Inc., 200 

Hudson street, New York. 

The first is a new and novel staple remover which, as 
the illustration shows, is built along the general lines 
of a pair of shears and for this reason makes the re- 
moval of staples from correspondence a particularly 
easy matter. This device, which eliminates the possibil- 
ity of broken finger nails and scratched hands, is at- 
tractively finished and substantially built. It is a small 





New Markwell Produets. 
At left: Staple remover. 


Below: RF 11 unlimited 


reach-wire stapler 


item which takes up the minimum of space on any 
desk. 

The second Markwell item is its new “RF 11” Unlim- 
ited Reach Fastener, which is an addition to the Mark- 
well line of 3, 5, 12 and 20 inch reach fasteners which 
solve practically every stapling problem. 

Designed to be used in cases where an unlimited 
reach is required, the RF 11 was specially constructed 
for use on display cards, continuous strips of ribbon, 
belting and similar fabrics. The device uses Markwell 
improved patented “RF” staples and is sold under the 
company’s unique plan of controlled distribution. Ac- 
cording to officials of the Markwell Manufacturing 
Company, Inc., there are still a few territories avail- 
able and dealers may obtain information on them by 
writing directly to the firm in New York. 

sitineaiesiia 
INTRODUCING THE ROTO BINDER LINE 

Designed for the purpose of keeping practically 

every type of record, a new series of binders known as 
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the Roto Binder Line has recently been placed on the 
market by the. United States Envelope Company, 
Springfield, Mass. The items in the line, all of which 


Number ple ast 





No. 456 Roto Binders.—<At left. black morocco and at 
right, red morocco finish. 


are equipped with a practical form of wire binding 
which provides a positive alignment, 360 degree turn, 
and smooth action, are in numerous sizes, including 
pocket memo books, both open end and open side; tele- 
phone memorandum books, diaries; appointment 
books, photograph and clipping albums and a guest 
book. 

Illustrative of the entire output is the Number 456 
presented here. It is a seven by four and one-quarter 
inch open side type containing fifty-two sheets for 
telephone numbers. It is indexed and bound in black 
or red morocco finish. 

Other items in the line are finished in black or red 
pin seal, black or brown antique and blue or tan 
morocco. Some of them contain a map and trip log 
for fifteen days and a two year calendar. 


—_—__—~<__ 
CANNARD INTRODUCES NEW COIN SORTER 
A new coin sorting device for use of concerns han- 
dling considerable sums of money in various denomina- 
tions has just been developed and is ready for market- 





The Cannard Coin Sorter 


ing by A. L. Cannard & Associates, Green Bay, Wis. 
The machine, illustrated here, is reasonably priced. 
The coin sorter is light enough in weight to be por- 
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table. It is fourteen inches high, nineteen and one 
half inches long, two and one-half inches deep at the 
top and seven inches deep at the bottom, which con- 
tains five drawers holding nickels, dimes, pennies, 
quarters and half-dollars. The device is of simple con- 
struction, operating solely through the influence of 
gravity and therefore without working parts. 

It is equipped with a curving trackway of stainless 
steel and a glass panel which covers the entire front 
and permits the operator to watch the coins traveling 
down the trackway into their proper drawers. 

The outside cabinet is crackle finish and is of at- 
tractive appearance, according to Mr. Cunnard who 
plans to launch an aggressive sales program soon 

> 
STURGIS’ SPRING-BACK POSTURE CHAIR 

A new posture chair, featured by a spring-back which 
is said to materially add to the comfort of office work- 
ers, has been placed on the market by the Sturgis Pos- 
ture Chair Company, Sturgis, Mich 

The new chair, known as the No. 925-A, is an at- 
tractive and modernized model finished in glossy 
enamel in the following colors: olive green, brown 
maroon and black. The seat and back of this chair are 
upholstered in genuine leather over resilient, rubber- 
ized hair pads 
Other features claimed for the No. 925-A include a 





Sturgis 925A Posture Chair 


back which may be adjusted—up and down and for- 
ward and backward—without the use of tools, an easily 
and quickly adjustable seat height and spring tension 
of the back and an all-metal base equipped with pol- 
ished scuff plates and hard rubber casters. 

> 

SLIDING SHELF MAKES “DESK WITHIN DESK” 

A new desk equipped with a Utility sliding shelf 
which creates a desk within a desk, has recently been 
placed on the market by the Mead & Wheeler Com- 
pany, 1022 South Wabash avenue, Chicago. This desk 
is of plain pin stripe walnut equipped with a composi- 
tion base which prevents damage to the wood through 
floor cleaning processes. 

The Utility slide for which a patent was issued to 
the company some time ago, is being used widely on a 
number of pieces made by the company and in a num- 
ber of lines which the firm represents. The style is 
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designed primarily to take the place of a second desk 
or table for stenographers when taking dictation 
When not in use, it pushes into a slot provided for that 
purpose and is completely concealed. 

According to officials of the Mead & Wheeler Com- 





“Desk Within Desk” Shelf 


pany, the Utility sliding shelf was installed in a large 
number of desks recently purchased for the University 
Broadcasting Council offices. Further details may be 
obtained by writing to the company 
> 
STABRO VITATYPE DRY PROCESS STENCIL 

Said by its manufacturers to be unaffected by cli- 
matic conditions and impervious to heat, cold or mois- 
ture, a new dry stencil paper to be known as the Vita- 
type has been produced by the Stabro Manufacturing 
Company, Inc., Brooklyn, N. Y. Among the special 
features claimed for the Vitatype is a process used in 
manufacturing which prevents cracking in the stencil 
and produces a good visability in typing. It is also 
claimed that the stencil, which has been tested in use 
for two years, can be filed away for indefinite periods 
without depreciation and can be used with water inks 


2 
Vil w-am 4-2 — 


STENCIL PRPER 


’) naan 


Stabro Dry Stencil 


DRY PROCESS Q 


TRROE 





Samples of the Vitatype may be obtained by writing to 
the manufacturer at 391 Fulton street, Brooklyn 
i ae 
NEW “FONE-TRAY” INVENTED 

A novel “Fone-Tray” involving a combination of tele- 
phone, ashtray and memo pad, has recently been in- 
vented by Clarence Wise, for many years assistant 
manager of the New Washington Hotel, Seattle, Wash. 

The new device, which was created by Mr. Wise as an 
aid to guests of the hotel which he represents, also in- 
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cludes a pencil and spring-clip and is so constructed 
as to be of value to the business man. 

The base of the Fone-Tray is manufactured from 
Washington wood with a round depression in which the 
telephone rests in such a manner as to prevent it slid- 
ing or slipping. The memo pad is firmly held by the 
spring clip.—CML 

PACKAGED SOCIAL SECURITY RECORDS 


Merchandised in complete outfit packages, a Key- 
stone system, covering the operation of all employe 
records required under the Social Security Act, has re- 
cently been placed on the market by the Keystone 
Index Card Company, Race street at thirty-third, 
Philadelphia. 

By a unique and exclusive combination of records, 
the system is said to provide for the operation of em- 
ployment, employes earnings, tax records and payroll 
forms in an economical manner for both insurable and 
non-insurable employes. 

A bulletin describing the system in detail is available 


to dealers on request. 
——_ > 


REMINGTON RAND FLOOR MODEL KARDEX 


A new floor model Kardex cabinet featuring a tray 
of moulded plastic material has recently been intro- 
duced to the field by Remington Rand, Inc., Buffalo, 
MN. Z. 

The new material, known as Durez makes the tray 
permanently chip-proof, dent-proof and shiny, with- 





Kardex Cabinet Equipped with Molded Plastic 
Tray. 


out any cracks, crevices or dust-catching corners. It is 
shaped to hold the entire equipment of colored signals 
used in marking the visible record system. A moulded- 
in tray for pens, pencils, etc., is also included. 
The new tray was moulded by the Norton Labora- 
tories, Inc., for the Durez General Plastics, Inc. 
~~ 


EVER-READY INTRODUCES NEW DESK CALENDARS 


Two new desk calendars embracing many novel fea- 
tures have recently been introduced to the market by 
the Ever-Ready Calendar Manufacturing Company, 
Jersey City, N. J. 

One of the calendars, to be known as the “Telephone 
Index” model, was manufactured for the use of busi- 
ness men desiring a method of keeping records of ad- 
dresses, telephone numbers, etc. The index which can 
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be used on five by eight inch and four by 6 and three- 
quarter inch desk calendars is printed with horizontal 
lines on a high grade of index bristol. The tabs are 
plainly printed and reinforced to prevent wear. This 
index is available as complete calendars or refills. The 








Two New Every-Ready Desk Calendars. 
Top: No. 717E. Bottom: Telephone index 
model. 


style numbers are No. 51 and 52, respectively, for the 
four by six and three-quarter and the five by eight size. 

The second calendar is known as the No. 717E and is 
equipped with adjustable easel type legs which permit 
the base to be tilted at any angle, either flat or upright. 
The base of this calendar is constructed of heavy gauge 
bronze lacquered steel with turned-over edges which 
harmonize with the other items of the Ever-Ready line. 


——————>—_____ 
ASCO RACK FOR DISPLAY OF SUNDRIES 


Art Steel Company, 145th Street and College avenue, 
New York City, announces a new model portable rack 





Asco Sundries Rack 


for the display of sundry such as desk accessories, inks, 
mucilage and various packaged products. 

The rack is especially designed to meet the need for 
convenient display and storage space from which cus- 
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tomers may serve themselves. The seven shelves pro- 
vide ample and suitable room for a wide selection of 
items of various sizes and dimensions. 

The stand is sixty-six inches high, forty-two inches 
wide and eighteen inches deep. It is equipped with 
casters which permit it to be moved about with ease. 

a 
EIGHT-IN-ONE DESK SET 

A new eight-in-one desk set, the principal features 
of which are its novelty and its compactness, has re- 
cently been placed on the market by the L. M. Bickett 
Company, Watertown, Wis. 

The new desk set, made of molded rubber attractively 
mottled in brown and black, has a flat base and is 
dome-shaped. In this dome are cut several holes vary- 
ing in size, forming resting slots for six pencils and one 
pen. In this manner writing implements stand upright 
and are always at hand for instant use. 

The eighth feature of the desk set is an ink-well 
placed in the center and top of the dome. This fills in 











— 
> 


fn eid 





Lae 






Pee 


Fight-In-One Desk Set 


the regular way. The top is removable for cleaning 
purposes. The ink-well is always closed by a small and 
attractive marble which sets over the aperture from 
which ink is dipped. 

By removing the marble and the ink-well top, the 
large hole may be used as a paper clip cup. 

> 

WOODSTOCK FEATURES KEY-SET TABULATORS 

The Woodstock Typewriter Company, 6 North Michi- 
gan avenue, Chicago, announce the addition to its line, 
a new key-set tabulator, developed and perfected by a 
staff of Woodstock engineers. 

The first showing of this newly-engineered feature 
was made at the recent meeting of branch and district 
sales managers held at the Blackstone hotel, Chicago, 
on January 3 and 4. At that time those present were 
explained the principal features of the new device 
which include simplicity, positive action, ease of oper- 
ation and a semi-automatic “cleaning” mechanism 


APPLIANCES 


OFFICI 


INTRODUCING THE ROBOTYPER 

A new automatic device for the rapid production of 
personal business letters, known as the Robotyper, has 
been placed on the market by the Automatic Business 
Machines, Inc., Pittsburgh, Pa. 

With the new machine, it is stated, originally-typed 
letters are written on a standard typewriter at three 
times the speed of an expert typist at an approximate 
cost of one and one-half cents each. In operation every 
letter is personalized with name, address, salutation 
and changes in the body of the letter by an operator. 

The Robotyper, which works with any standard type- 





Four Robotypers Being Operated by One Girl 


writer, employs the vacuum principle in automaticauy 
operating the typewriter keys, which are governed by 
perforated paper record rolls similar to those of a 
player piano. These are cut on a simple machine oper- 
ated from a typewriter keyboard. 

The Robotyper is housed in the top of a modern cab- 
inet, smaller than a stenographer’s desk. It is finished 
in black trimmed with silver and its dimensions are 
eighteen by twenty-one by thirty-seven inches. There 
is provided ample leg room as well as racks and com- 
partments for stationery and the storage of record rolls. 


a 





Commander 


Made by the 
Duplicator Company and Fully Described in the January 


One of Two New Duplicators 


Issue of Office Appliances.—Pictured is the $49.50 automatic 

model. The hand operated machine sells at $19.50. Nickel 

parts of both machines have a satin finish. Other metal parts 
are finished in olive green crackle. 


> 
NEW LINE OF HARTER CHAIRS ANNOUNCED 
Embracing features designed to produce added com- 
fort and attractiveness, a new line of steel office chairs 
has recently been announced by the Harter Corpora- 


tion, Sturgis, Mich. 
The new line is known as the Columbian suite and 
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consists of three chairs. According to officials of the 
company, special stress was laid on producing a light- 
weight chair with the rugged construction featured 
by all other Harter products. 

According to Evan C. Harter, president of the com- 
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Harter Corporation’s New Columbian Suite 


pany, the new line is considered to be one of the finest 
and most modern of the entire Harter output. Mr. 
Harter said: 

“We have succeeded in making a fine steel chair 
which, considering quality and style, is at a price which 
we believe to be surprisingly low. This line was manu- 
factured with the idea in mind of producing a chair 
combining added comfort and beauty of design.” 

—>_——_. 
ALLEN ADDS TWO PORTABLE MODELS 

Two new models have just been added to the line 
of portable calculating machines manufactured by the 
Allen Calculators, Inc., 22 East Fortieth street, New 





New Allen Calculator 


York City. These will be known as models “80” and 
eg 

Model “80” is a straight adding listing machine with 
standard eight-column keyboard, stream lined design, 
visible dials, automatic clear signal, symbols, total, sub- 
total, error and repeat keys. 

Model “85” is the same as model “80” with direct 
subtraction, filling the need for a complete adding 
machine of standard design and construction and with 
portable features. 

a 

INTRODUCING NEW “QUEEN” DRY STENCIL 

The Queen Ribbon & Carbon Company, Inc., 360 
Furman street, Brooklyn, N. Y., has recently placed 
on the market a new dry stencil which is to be known 
under the trade name of “Queen.” The new stencil is 
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manufactured in the company’s plant in Brooklyn, 
which now houses modern machinery for making the 
stencils. According to officials of the firm, the Queen 
stencil is the result of experimentation and testing 
undertaken to produce a stencil which will stand up 
under varying climatic conditions. 

NEW ROYAL DE LUXE PORTABLE ANNOUNCED 


The Royal Typewriter Company, Inc., New York City, 
announces a new and highly advanced machine, the 
Royal De Luxe Portable, which will supplant the pres- 
ent “A” model in the Royal portable line. List price 
of the new model is $62.50. 

The phrase, “The Only Portable Typewriter With 
Everything,” has been coined to convey the numerous 
features of Royal’s latest creation. The new Royal 
model is strikingly different in appearance, having a 
new glare-proof finish and chromium bands encircling 
the body of the machine at top and bottom. 

Mechanical features especially important are touch 
control, permanent quiet, achieved by a new method, 
automatic paper lock, genuine tabulator, inbuilt card 
holding device, automatic one-movement variable 
spacer, exclusive ratchet release, automatic ribbon re- 
verse, positive two-color ribbon and stencil device, 
frictionless carriage and featherweight cushion shift. 

Convenience and operating efficiency is achieved to 
a greater degree by such features of design as com- 
plete shielding and full dust protection, backward tilt- 
ing paper table, full nine and one-half inch writing 
line, long combination line space and carriage return 
lever, double cylinder knobs and finger comfort keys. 

The carrying case aiso incorporates a number of 
additions and refinements including paper and enve- 
lope carrier, automatic carrier and escapement lock, 
two exterior and four interior locks, hidden hinges and 
outside rubber feet. 

Advertising material for the new Royal De Luxe 
Portable is built around the theme, “Born With a Silver 
Spoon,” and includes displays, literature, blotters, 
counter stands, posters and stock cuts. 

—_>———_ 
NEW ENVELOPE SEALER BY MARKWELL 


A new envelope sealer has just been introduced by 
the Markwell Manufacturing Company, Inc., 200 Hud- 
son street, New York City. This sealer is designed to 





Markwell Envelope Sealer 


appeal especially to those who require a thoroughly 
practical and efficient yet inexpensive machine. 
It is easy to operate and maintain. The reservoir 


(Turn to page 108, please) 











= - _ 
4 - \ 
j 





XN 





IANS 





Representatives of office equipment concerns abroad, visiting the Umited States, are cordially invited to make the 
offices of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 
and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 


St. and Park Ave., New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 
to cultivate the British market. In swhscription matters, 
Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, is the 
authorised representative of Office Appliances in the 
British Isles. 


London, January 8, 1936. 

It is difficult to find any specific trade news this 
month. We have all been making merry—that is to 
Say, we did so for Christmas week. Apart from that, 
the end of the year generally means a hectic rush for 
many firms in the trade. So many customers are 
anxious to install machines and systems to start on 
January 1. I suppose this is some link with the age old 
custom of making resolutions on the first of the year 

except that whereas most resolutions last for a week 
or so, fortunately most office systems carry on for years 
(if not forever)! 

The newspapers have quoted excellent trading re- 
turns for the past year and prospects are certainly very 
bright. We have the unrest in the coal fields to worry 
about but we all hope and sincerely believe that the 
problem will be amicably solved by the time this gets 
into print. 

The international situation is the real dark cloud 
upon the horizon. The present war in eastern Africa 
and the possible repercussions involving other European 
countries is causing anxiety amongst thinking people. 
I think most of us had hoped for closer codperation 
from U. S. A. in the matter of economic sanctions. 
Poor old England, with its real and sincere desire for 
peace, is facing much criticism because of the firm 
stand she has taken. Unquestionably collective action 
by all the great powers is the only hope in our bid for 
world peace. Actually the present conflict does not 
appear to affect our trade at all but one shudders to 
think what might happen. 

However, to return to more cheerful news. Adrema, 
Ltd., of addressing machine fame, is on the point of 
moving into more roomy premises. It is approximately 


twelve years since they established themselves in this 
country and they have certainly built up for them- 
selves a wonderful business in this comparatively short 
time. This headway is such, that, despite their re- 
moval a very few years ago to commodious premises, 
they, once again, have to make a further transfer. 

Their new showroom and offices which are situated 
in Oxford street, almost adjoining Oxford Circus tube 
station, have the factory built at the rear, the value 
and importance of which cannot be over emphasized. 

The showroom itself, which extends almost the whole 
length of the front of the building, will contain a com- 
plete range of machines, from normal hand and electri- 
cally operated models up to such highly scientific ma- 
chines as the AVA. 

This latter machine, by the way, is a combination of 
a duplicating and an addressing machine, conceived to 
produce in one single operation, multiple letters, fac- 
simile typed, with an individual name, address and 
salutation on each copy, dated, signed and looking in 
fact like part of the everyday mail. 

The new offices lying behind the showroom are most 
tastefully and conveniently arranged and convey the 
immediate impression of careful and intelligent plan- 
ning. There is a fine entrance to the offices, fashioned 
from figured walnut. 

The factory is an excellent example of modern factory 
layout. There is ample window area, thus ensuring full 
benefit of the light. The factory is also elevated above 
the surrounding buildings. Upon the roof, which is 
flat, there lies a really beautiful garden plot, surrounded 
by a balcony—which is available for the recreation of 
Adrema staff. 

A rest-room is provided for the female members, and 
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there are adequate facilities for the preparation of 
meals in a large kitchen fitted with all modern cooking 
equipment. 

A salient feature of these new premises is that they 
are unique insofar as they embrace both factory and 
offices—certainly a rare combination in the district 
where they are about to settle. 

Certainly Adrema is a very “live” organization with 
increasing influence in its particular sphere. There are 
branches in Great Britain and in the colonies. Here is 
all success to their efforts! Iam hoping next month to 
send photographs of the interior. 

I was interested in the reference in last month’s 
“Office Appliances” to the recent case in the English 
Law Courts in which the legality of loose leaf books 
was questioned. As is so often the case, the newspaper 
reports conveyed the wrong impression as the learned 
judge’s remarks were quoted out of their context and 
without any reference to the facts of the case. I under- 
stand that the chief point of the judge’s pronounce- 
ment was that he was not satisfied in this particular 
case, that he could accept, in support of evidence, this 
particular loose leaf minute book. The Law of England 
is perhaps a little vague on the standing of loose leaf 
books but one fact remains—that there is no definition 
of what constitutes “a book” in our laws and that in 
any case no “book” is evidence in itself, but can be pro- 
duced in support of evidence. The main question al- 
ways considered is the way in which the records of a 
firm are kept. If proper and reasonable safeguards are 
taken, pointing to efficient management and control, 
then the court will accept in support of evidence any 
book or document, bound or loose. After all, if there 
was any real question of the legality of loose records, 
the banks, insurance companies and government offices 
would not be using loose leaf books and mechanical 
posting methods. 

The Office Appliance Trades Association was besieged 
by members of the loose leaf section directly the news- 
paper reports were published. A special committee was 
formed to consider possible action, including the ap- 
proaching of government officials for an “official” 
statement or alteration to the law. You folk will know 
that it takes a lot to move “officialdom” and whether 
anything will come of their protests time alone will 
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show. The O. A. T. A. prepared a statement which was 
issued to and published by some sections of the press. 
Meanwhile, all is quiet on the “loose leaf front” and 
we are going on merrily selling this equipment as be- 
fore! Soon this “scare” will be forgotten.—VEJ 
<> - 
PAPIER-ZEITUNG’S SIXTIETH ANNIVERSARY 
OBSERVED IN SPECIAL JUBILEE ISSUE 


The Papier-Zeitung, well known trade journal de- 
voted to the paper industry and allied interests of Ger- 
many, celebrated its sixtieth anniversary on January 2. 
In observance of this occasion the paper for this date 
was a special edition, “The Sixtieth Anniversary Jubilee 
Number.” 

One hundred pages comprising a variety of highly 
interesting matter and the advertisements of represen- 
tative firms were bound in a gold cover of striking ap- 
pearance. 

The establishment of the paper was the culmination 
of years of practical work in paper mills in this coun- 
try and in Europe as well as study and research on the 
part of its founder, Carl Hoffman. Mr. Hoffman's 
writings were long recognized as authoritative. His 
first work, “A Practical Treatise on the Manufacture of 
Paper,” was published in Philadelphia in 1873 after the 
author had spent some time in American mills. His 
second effort was a handbook on paper manufacture, 
published in Germany. 

The establishment in the United States of a publica- 
titon devoted to the paper trade prompted Dr. Carl 
Hoffman to start the Papier-Zeitung in 1876. Since 
Mr. Hoffman’s death in 1916 the publication has been 
under the guiding hand of his son Dr. Paul Hoffman. 
—ERB 

—————_>—_—_ 
“THE BETTER BREAK” 

A pungent paragraph in the Booksellers, Stationers 
and Fancy Goods Journal said: “A boast of many fa- 
thers is that they will give their children a ‘better 
break’ than they have had. Very nice. But is it wise? 
Would it not be better for the future of his bairns if 
they were to put up with a little of the hard stuff in 
their youth, so that they may not be almost useless 
when they grow up? There is such a thing as ‘being 
taught to work.’”’ 





4 Camel Train of Underwood Typewriters in Karachi, India. 


l The picture discloses the manner in which Framji Merwanji & 
Company, sales agents under Wilson, Latham & Company of Bombay, make deliveries. These machines are nearing the end of their 
long journey from the Underwood Elliott Fisher factory in Hartford, Conn. 
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NICO SANDERS DIRECTS N.C.R. ACCOUNTING 
DIVISION IN FRANCE 
Mr. Nico Sanders, who has been actively engaged in 
the office machine field for fifty years, both in the 
United States and in France, was recently appointed 
director of the accounting machines department of the 
National Cash Register Company in France. Because 





Nico Sanders 


of his broad experience and his record of success, the 
French journal “Methodes” refers to his appointment 
in a news story under the heading “The Right Man.” 

Following a long sojourn in the United States, where 
Mr. Sanders acquired an extensive knowledge of vari- 
ous types of office machines, he took up his residence 
in Europe and at various times represented American 
manufacturers of accounting and calculating ma- 
chines. He was the first to introduce the Comptometer 
in France and for some time distributed the Ellis add- 
ing typewriter. During his career he has also handled 
the distribution of certain European-made machines 





Interesting Christmas Window Display Used by Casa Malon- 


dra, Palma de Mallorca, Spain._-The firm is agent for Reming- 
ton typewriters, Allen-Wales adding machines and other office 
equipment. 


Sketches from a Traveler 
Abroad 


By J. G. Nolph, dr. 


Special Correspondent 


Note Mr. Nolph, now in the Orient on a trip which will keep him 
abroad for a year or more, received his experience in the office equip- 
ment industry in a business in Punxsutawney, Penna. Although 
engagements of another kind consume most of his time, Mr. Nolph 
finds occasional opportunity for some calls upon distributors of 


office equipment 


Branch office of Office Appliance Company, Ltd., 


Island of Hongkong. 


PHOLDING the traditional success of his prede- 

cessor, E. H. Shekury, new manager of the above 
mentioned company, has in a few brief months estab- 
lished himself as a go-getter. Four months ago the 
manager of this office, H. Herman, was given a leave 
to return to his home in England. Mr. Herman will 
probably return in five or six months and resume his 
meritorious activities in Shanghai. A most commend- 





Here Is Shown Nine of Ten National Cash Registers Installed 

in December by the Office Appliance Company, Ltd., of Hong- 

kong, China. E. H. Shekury, manager, put the machines in for 
the Hongkong Electric Company. 


able record has been earned by Mr. Herman. He has 
been associated with the office appliance industry since 
1898, having spent eighteen years with Remington Rand 
in South Africa. While in Hongkong he was instru- 
mental in organizing a school of shorthand and typ- 
ing. The original purpose was to train the young and 
coming minds to be “Royal” conscious, in that his com- 
pany are exclusive China agents for Royal. The school 
to-day is alive and active still using a majority of 
Royal typewriters. 

Mr. Shekury, present manager, is a native of Austra- 
lia, having been recently transferred from Shanghai. 
The modern and practical methods he applies will cer- 
tainly assure his success. Three salespeople are em- 
ployed by the office and consistent to the feminine 
trend, Mr. Shekury employs a woman on his force. 

Although an English concern, the majority of repre- 
sentation is of American companies. Such firms as 
Royal, Monroe, Todd, National Cash Register, Victor 
and The General Fireproofing Company are receiving 
the benefits of excellent coverage. 

The writer was impressed with the utter necessity 
for careful supervision required in this office as com- 
pared to an American office of the same type. The 
problem of exchange presents a critical conflict. Polit- 
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ical and military unrest in China force the monetary 
values to fluctuate with such rapidity that stock and 
orders must be checked daily. Mail from the States 
requires a full month each way and thus one must accu- 
rately anticipate almost every sale or suffer the con- 
sequences. In normal times compensation will cover 
the difference but under abnormal conditions, such as 
exist today, the cat-and-mouse play must be utilized. 

The Office Appliance Company Ltd. is the only ex- 
clusive store of its kind on the island of Hongkong and 
cities of Victoria and Kowloon. They are a most ver- 
satile group serving the public well in both sales and 
service of a very complete nature. Mr. Shekury is well 
acquainted with China having done field work in the 
interior for a large chemical firm in the past. Com- 
petition is very keen, as explained to the writer, native 
firms, accomplished in the art of exact copying, are 
forever purchasing samples of standard products be- 
ing represented. In a few months one finds duplicates 
of products being offered for about one-half of the 
current retail price. In the case of filing cabinets, for 
example, a two-by-four outfit offered a vertical four 
drawer unit for less than half the price. The unit it- 
self made a fair appearance if one did not too closely 
approach it for inspection. Details, however, are not 
one of their accomplishments. If drawers fail to fit, 
a workman merely cuts away the protruding edge and 
hammers down the excess metal. The vertical and 
horizontal spaces around the drawers will usually vary 
from one-quarter to three-quarters of an inch. The 
underlying difference in cost is made possible through 
native labor rates and the fact that the sheet metal 
used is scrap gathered by salvage companies. Such 
competition requires skillful monitoring on the part of 


any manager. 
* a * 


Gestetner Expanding in Orient 

D. Gestetner Ltd., of London, England, were pioneers 
in the production and distribution of duplicating de- 
vices. Their products are sold in many countries. 

The experience and triumphs of a young English- 
man, A. W. Martin, manager of Hongkong, China, of- 
fice, would stir the fires of adventure in even the most 
blasé American. This young man, trained in England 
by the factory, came to China for his first trip to take 
over the activities in a territory that hardly knew the 














A. W. Martin 


word “duplicator.” His office and shop were combined 
on the second floor of a building and contacts were 
few. After a hurried but careful survey, a central 
arcade display room was obtained and with the coop- 
eration of his home office, always ready to back the 
initiative of an enthusiastic employee, he established 
a modern sales and service department. New prob- 
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lems were immediately discovered, problems that an 
American does not necessarily encounter. The Chinese 
language contains some 3000 characters, each being a 
word. One must know the 3000 to have a knowledge 
likened to our alphabet. Then the matter of duplicat- 
ing must be solved in that the real Chinese typewriter 
is probably the world’s most impractical machine. 
Liquid acid ink was designed which would cut the 
stencil as brushed on. This, of course, required the 








Lady and 
Young Man, Employes of Gest- 
etner Office in Hongkong, China. 
Demonstrations are frequently 
made by this couple. 


Chinese Young 


development of a special acid sensitive stencil, etc. 
Mr. Martin trained a Chinese girl to do stencil cutting 
and designing, for he realized then that his contacts 
would probably materialize through good-will work 
done for the various fields. Thus started the educa- 
tion of his public. 

Mr. Martin tells me that the most difficult situation 
encountered is the difference of standards. English 
concerns manufacture and sell their products on the 
major point of durability. When it is built in Eng- 
land it is built for twenty years or more. This fact is 
emphasized by the five year guarantee placed on all 
Gestetner machines. Parts and service free of charge. 
Now try to counterbalance this fact with the Chinese 
consumer who buys with but a single thought in mind 
. . . price and price only. The manufacturer and the 
consumer hardly have a common ground upon which 
to talk. 

Chinese Characters Brushed on Stencils 

Fortunately American typewriters have for some 
years been introduced in this field, yet the Chinese 
duplicating stencil must necessarily be cut by brush- 
ing-on the characters by hand. At this point the 
necessity of a modern Chinese typewriter was made 
known. Not only from Mr. Martin but from a dozen 
other sources has come that plea, “Will someone design 
a Chinese machine?” There is an immediate market 
awaiting the idea and the government will assist in 
introduction as well as purchases. The present ma- 
chine is a huge and extremely impractical device that 
is arranged in trays over which a large triangular fork 
is placed. One extreme is placed on the desired let- 
ter and in that position the other end necessarily falls 
over the box containing type of that letter, which is 
picked-up and blocked into place. The process is very 
slow and the work done is anything but neat. The 
writer has investigated and finds that there is an im- 
mediate market for such a machine without price as 
an object. 

Mr. Martin has been in Hongkong for over a year 
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now and is just starting to develop his territory. 
Coastal ports Canton and Kwangsi and inland cities 
Swatow, Fuchow and Amoy are under his jurisdiction. 
One gets a brief outline of conditions from a recent 
experience of Mr. Martin. 

Leaving his office in charge of his now well trained 
employes, Mr. Martin decided to make a trip to inner 
China. The city in mind is located more than 1000 
miles inland and must be traveled by small river boat. 
Salesmanship in China is entirely dependent on formal 
introductions through a third party. Mr. Martin 
worked for months in procuring letters to everyone 
known to be associated with business in that province. 
Loaded with three new machines and dozens of letters, 
he started up the water-way. Arriving almost a week 
later he emerged to a city of surprising modernity. 
The province is inclined towards communism and 
everyone from the Governor down is dressed alike. 
They are working toward one end, making their prov- 
ince the greatest in China. It was soon discovered 
that there was one duplicating machine there: an old 
obsolete model that was brought to him in pieces for 
proud display. Extensive explanation, countless dem- 
onstrations and endless hours of arranging finally 
brought him to a point where his listeners displayed 
intense interest that such a marvelous machine actu- 
ally existed. Finally the actual subject of purchase 
was approached. The element of price was discussed 
and Mr. Martin, almost too pleased to speak, found 
three prospective purchasers. Prices were quoted that 
ranged near $2500 (U. S. dollars about one-third). 
Suddenly . . . a bolt from the blue. . . Mr. Martin had 
forgotten for a moment that the dollar exchange had 
a habit of changing in China. Communication with 
his office was more than a little depressing for the 
exchange had suddenly slipped, and within a week to 
ten days, values had changed two to one: his current 
price was $5000 for the same machine. This difference, 
of course, rendered the purchases impossible and Mr. 
Martin returned. His trip is, of course, considered a 
success in that he has done considerable ground work 
that will later result in sales. 

Personal contacts in China mean but little. Such 
incidents as the following are more likely to assist in 
making a sale. A government official, upriver, had a 
radio that had ceased to function. Mr. Martin, assur- 
ing the man that it would be no trouble, brought it 
down to Hongkong for repairs and will ship it back 
to him in a few days. Such incidents as these are the 
important lessons in Chinese salesmanship. 

Mr. Martin is a most capable representative of his 
company and is decidedly interested in American ideas. 
His position on his company’s honor roll is always 
high. His love of conquest and ability to cope with 
unusual situations will certainly place him well above 
a degree of mediocre, in his profession. 


Note.—With his manuscript, Mr. Nolph sent a copy 
of “Gestetner’s Bulletin,” house organ published 
monthly by the home office of D. Gestetner, Ltd., Lon- 
don. It is an interesting little journal, with its cover 
and most of its contents produced in colors by the sten- 
cil duplicating process. Replete with intra-company 
news and material of an inspirational character, the 
“Bulletin” is a unifying implement, tying Gestetner 
employees together regardless of geographical location 


Cash Register Situation 


Mr. Martin, in answer to a question concerning the 
cash register field, explained some rather singular 
facts. The majority of Chinese business concerns are 
capitalized at a very low figure, mostly under $1000 
gold. The employees of a firm are consistently mem- 
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bers of the family and the financing of the firm is 
strictly a family affair. 

Usually, one enters the firm as a child and will re- 
ceive no money for one’s work until one has served 
from five to ten years. One member, usually the old- 
est, serves as cashier. Each other member lives on the 
house, so to speak. If he wants a haircut, money may 
be procured from the cashier. All food is on the house 
and living quarters are furnished, such as they are. 
Seventy-five per cent of all firms are operated on the 
luna, or old Chinese, calendar that divides itself into 
three “paying” days and the New Year Day. If, on the 
New Year, a man fails to pay all obligations in full, his 
business fails and is closed. 

There are dozens of Chinese superstitions related to 
money. One finds stores retaining it in pots and boxes 
for the most part. Money is handled as though it were 
hot, being almost thrown across counters: any that 
drops is left there until the closing hour when it may 
be swept-up and retained. 

If profits are made by a concern, they are divided 
by percentage to the senior members and so on, down 
the line. The arrangement is such that a man having 
served a mere seven or eight years, receives nothing. 

With this brief picture in mind do you wonder that 
cash registers are rarely sold? Business here is on a 
mass basis. Hundreds of operations, all on a very 
small scale, the ratio based on the direct level with the 
standard of living. A salesman can easily visualize the 
degree of optimism necessarily required to confront a 
native merchant with a cash register for which he 
must ask $400 or $500 in their currency and that is only 
the equivalent to $150 U.S. gold. One could as easily 
sell a Rolls-Royce to a shoe shining shop. 

Importation of registers to Hongkong, being a free 
port, should, however, develop into a profitable busi- 
ness for the used register field. The writer encoun- 
tered a case here where a cash register was just pur- 
chased for $180 (H. K. money), ($66.00 U. S. gold), and 
the machine bears the date 1898. 

seine 
VISITORS COMING FROM EUROPE 





Messrs. Boutet and Deleamont of Paris 

Mr. M. Deleamont of Paris, associated with Rene 
Boutet in “Arithmetic Cy,” French agents for the Midas 
and Millionaire Swiss calculating machines, expects to 
be in the United States toward the last of February or 
first of March, accompanying Mr. Charles Boutet, man- 
aging director of the French Woodstock Typewriter 
Company in Paris, with the administration of which 
Mr. Deleamont is also connected. 

Mr. Boutet comes at the invitation of the Woodstock 
Typewriter Company, Chicago, and will make his head- 
quarters there. Mr. Deleamont’s mail address will be 
care of Office Appliances. 

The visit will be made occasion to look over the mar- 
ket with the expectation of finding some office equip- 
ment machine or device which would be appropriate to 
their present lines. 

Mr. Deleamont has been long engaged in the field— 
since 1905—being partner for many years in the firm 
of Roux & Deleamont. 


Dr. Mattlatzki of Berlin 

From Dr. Mattlatzki, director of Printator G. m. b. H.., 
Berlin, Germany, we learn that he, or another director 
of his firm, plans to visit the United States in the 
spring. The purpose of the trip being in the interest 
of Printator, and some investigation of office equip- 
ment and commercial stationery lines in which the 
company might be interested. 
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At Left: Shaw-Walker Window Display Contest Winners. From 
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a = _———— Shaw-Walker branch, Indianapolis, second prize; A. Espen- 
n : = ————— scheid, Peoria, Ill, fourth prize; Richmond & Backus Co., De- 

~ “ troit, honorable mention, and Shaw-Walker branch, Omaha, 
Neb., third prize. 
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SHAW-WALKER WINDOW CONTEST ENDS 

With the Office Equipment Company, Louisville, Ky.., 
named as winner of the first prize, a nation-wide win- 
dow display contest staged by the Shaw-Walker Com- 
pany, Muskegon, Mich., came to an end last month. 

Following closely upon the general pattern of the 
first-prize winner’s display, in which was featured the 
Shaw-Walker NorthKraft folders, the other winners 
were as follows: 

Second prize, Shaw-Walker branch, Indianapolis, 
Ind.; Third prize, Shaw-Walker branch, Omaha, Neb.; 
Fourth prize, A. Espenscheid, Peoria, Ill. Richmond & 
Backus, Detroit, Mich., won honorable mention for their 
display. 

SON SUCCEEDS HATTON AS 
EAGLE-OTTAWA PRESIDENT 

Relinquishing the reins of control to his son, who will 
carry on the work which his father started from a 
modest beginning twenty-five years ago, William Hat- 
ton has resigned from his post of president and founder 
of the Eagle-Ottawa Leather Company, Grand Haven, 
Mich. 

Coincident with Mr. Hatton’s decision to retire from 
the presidency, hundreds of friends and employes of 
the company were cheered by the action of the firm’s 
board of directors in electing Julian B. Hatton to the 
position of leader of the organization. 

Upon the eve of his retirement Mr. Hatton sent a 
message to every employe and official of the Eagle-Ot- 
tawa Company each of whom he addressed as “my co- 
worker in the Eagle-Ottawa Company.” The message 
read: 

“In retiring as president and general manager of the 
Eagle-Ottawa Leather Company I am passing the job 
on to my son Julian and I want to express to you one 
and all my sincere appreciation of the loyalty and 
good-will that you have displayed in the last quarter- 
of-a-century. The directors at the next meeting will 
elect me Chairman of the Board and, of course, I will 
still be around to carry on to the best of my ability; 
but the responsibility is now shifted and I ask you all 
to render the same loyalty to my son Julian that you 
have given to me. We need that codperation today. 
May God bless each one of you.” 

wR 

MISS MARGARET STITT MYERS PASSES AWAY 

As we go to press, word comes that the funeral was 
held on the afternoon of January 27, for Miss Margaret 
Stitt Myers of 1503 Eighteenth avenue, south, Nash- 
ville, Tenn. Miss Myers died on Friday, January 24, at 
a Nashville infirmary after an extended illness. 

For eighteen years Miss Myers had been an official 
of the Myers Manufacturing Company, an office equip- 
ment house at First avenue, north, and Union street, 
Nashville. One of her brothers, Harry Myers, is head 
of the firm. 

oe 

IVAN ALLEN, SR., UNDERGOES EYE OPERATION 

Ivan Allen, Sr., president of the Ivan Allen-Marshall 
Company, Atlanta, Ga., has returned home following 
an operation recently undergone at Washington, D. C. 
The operation, which was for an everted eyelid, was en- 
tirely successful. Mr. Allen expects to be able to return 
to his desk shortly.—JHR 
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LONDON TYPEWRITER MAN VISITS UNITED 
STATES 


A. H. Cohen, whose headquarters are in London and 
who covers Great Britain and the Continent as well in 
the interests of Woodstock Typewriter Company, was 
in the United States last month on a brief business 
trip. He arrived in New York January 8 and expected 
to be on his way home in about ten days. His time 
was spent principally with the Woodstock Typewriter 
Company at its main offices in Chicago. He stopped 
on his way west for a day at Detroit where he visited 
with his son. 

Mr. Cohen is a typewriter man of ripe experience 
He sold Remingtons in New York in 1892. Shortly after 
it was brought out, he sold the Royal in Detroit and 
in a large section of lower Michigan. An account of 
some of his earlier experiences led to reminiscences of 
relations with J. M. Hackney, vice-president, Wood- 
stock, and Fred Morse, who served both the Royal and 
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the Woodstock companies in Detroit and the Royal 
abroad. The three were associated in the early days 
of the Royal Detroit branch. 

Besides the typewriter business Mr. Cohen has a fine 
family to engage his attention. In addition to the son 
in Detroit and a married daughter in Arizona, three 
daughters live with him and Mrs. Cohen in London 

Despite complications in some countries, Mr. Cohen 
finds the business outlook for 1936 encouraging. He 
reported a nice increase for 1935 and confidently ex- 
pects to improve upon it in the current year 


————_<> 


A. R. AMES TAKING A LONG JOURNEY 


A. R. Ames, president of the Ames Supply Company 
Chicago, left Sunday, January 12, for an extended 
business trip through the south, southwest and Pacific 
Coast territories. Although the exact length of time 
he will be away is uncertain, it is expected that he will 
not return to Chicago for at least two or three months 
His itinerary includes Dallas, New Orleans, Kansas City, 
Omaha, Denver, Los Angeles, San Francisco and Seat- 
tle. He plans to spend most of his time on the west 
coast. 

— 


Art Metal Installations in New and Old England.—Two upper 
pictures show the premises of Messrs. R. W. Crabtree & Sons 
Ltd.. Leeds, England, in which the furniture was installed by 
the Art Metal Construction of England. Lower two photo 
graphs show Art Metal furniture of the Diamond Ginger Ale 
Company executive offices, Waterbury, Conn., installed by the 
Office Supply Company, Art Metal agents. The suites include 
Art Metal desks and Sikes chairs. 
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DEEDS NAMED TO HEAD NATIONAL CASH 
REGISTER 

E. A. Deeds, formerly chairman of the National Cash 
Register Company, last month was elected president of 
the company, following a meeting of the directors, ac- 
cording to the New York Herald Tribune of Friday, 
January 17. At the same time it was announced that 
F. B. Patterson, former president, becomes a vice- 
president. 

According to reports submitted to the board the 
company’s domestic sales increased 21.5 per cent in 
1935, compared with 1934, while a 14 per cent gain was 
noted in the company’s foreign business in the same 
period. 

It was also announced that the National Cash Regis- 
ter Company will shortly spend $300,000 for expansion 
of its Canadian plant. 

> 
FRANK A. NICHOLS BACK FROM FLORIDA 


Frank A. Nichols, sales manager of the Columbia 
Ribbon & Carbon Manufacturing Company, Inc., L. L, 
N. Y., spent several days last month on a fishing ex- 
pedition in Florida. 

So far, Mr. Nichols has volunteered no stories of his 
skill or luck and his friends are still awaiting some de- 
tails. Knowing Mr. Nichols’ ability to go after the “big 
ones” in business, they assume from remarks that have 
been made that mere pleasure was not the sole reason 
for the jaunt and that business reasons were also re- 
sponsible for this sojourn in the south 


Holiday Season Display.—This 
is the striking display of the 
Washington branch of L. C. 
Smith & Corona Typewriters, 
Inc., showing all models of the 
Corona and giving special em- 
phasis to the Animal Keyboard, 
the Corona Silent and the Co- 
rona Standard. 
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Elegant DoMore Show.—Here is a view 
of the DoMore Chair Company's exhibit 
at the Business Show of Progress held in 
the Palace hotel, San Francisco, Decem- 
ber 3 to 7 inclusive. W. R. Knight, 
DoMore manager in the Bay City, was in 
charge and reports a highly interested 
public. It is planned to make the show 
an annual event. 


ROSENTHAL COMPANY BUYS “ARTGUM” 


The Rosenthal Company, 45 East Seventeenth street, 
New York City, last month announced its purchase ot 
the entire “artgum” eraser business of the Viscol Com- 
pany, East Cambridge, Mass. At the same time the 
purchasing company announced that all shipments will 
now be made from complete stocks in New York City. 
The Rosenthal Company and its line of “Goodyear” 
erasers have been prominently identified with the office 
equipment industry for the past thirty-nine years. 

> 
CORRY-JAMESTOWN NEW YORK BRANCH MOVES 


As a means of creating better facilities for serving its 
dealers, as well as providing additional space made 
necessary by continued business increase, the Corry- 
Jamestown Manufacturing Corporation, Corry, Pa., re- 
cently moved its New York City branch office from 377 
Fourth avenue to 134 Grand street. 

In the new location the branch now has five times 
the amount of space which was formerly at its disposal 
in the old quarters, according to William Craig, the 
New York branch manager. At the same time Mr. 
Craig announced that with this additional space at his 
disposal, the branch office will carry considerably 
larger war?house stocks. 

A cordial invitation to all dealers to visit the new 
location was issued by Mr. Craig as well as Charles 
Blad and Bruce Ellsworth, who call upon dealers in the 
metropolitan area and the adjacent trade territory 
respectively. 
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GLOBE-WERNICKE PROMOTES ANDERSON 

Harry C. Anderson, former manager of the partition 
division, last month was appointed general sales man- 
ager of The Globe-Wernicke Co., Cincinnati, according 
to J. S. Sprott, president of the firm. 

Mr. Anderson replaces H. H. Wittstein, who resigned. 
As soon as he took office Mr. Anderson named John C. 
“Jack” West as assistant sales manager. 

For several years Mr. West has been a member of the 
G-W sales department, both in the field and at Cincin- 
nati. He is known to thousands of dealers from coast 
to coast and has a background of experience that befits 
his new responsibilities. 

In speaking of Mr. Anderson’s appointment, Presi- 
dent Sprott said: 

“Mr. Anderson has been selected for this important 
position because of the enviable record he made as 
manager of our partition division. He has also had 
experience in the field in which our many other prod- 
ucts are distributed and is well-fitted for his new duties. 

“The trade will find Mr. Anderson a progressive sales 
executive and merchandiser. He has the unlimited 
confidence of the management, as well as that of the 
individuals with whom he has worked in the past. His 
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promotion to general sales manager is a tribute to his 
ability and in line with our policy of developing men in 
our organization to fill the important positions that 
may be open from time to time.” 
. 
NEW OFFICES FOR ALLEN CALCULATORS, INC. 


Allen Calculators, Inc., will occupy new and larger 
executive offices in the New York Trust Building, 22 


East Fortieth street, New York City, February 8. Rapid 
expansion of the Allen organization has made these 
new quarters necessary. New York branch sales and 
service activities will continue to be operated from the 
old headquarters at 40 Rector street 
——— ee 

PARROT CORPORATION OCCUPIES NEW PLANT 

The Parrot Speed Fastener Corporation has moved 
into its new and spacious quarters in the Karpen 
building, 37-18 Northern boulevard, Long Island City, 
N. Y., where the firm now occupies an entire floor con- 
sisting of 43,000 square feet of space. 

The roominess of the new home enables the com- 





Parrot Corporation's New Home 


pany to merge office and factory into a unit and thereby 
furnish the dealer better service than was possible 


heretofore. 
~~ 


OKLAHOMA BOOK STORE ADDS TYPEWRITER 
LINE 

Schaefer’s Book Store, 111 South Wilson street, 
Vinita, Okla., is opening a typewriter department, in- 
cluding a service department, which is in charge of 
Harry Schaefer, brother of Geo. W. Schaefer, the pro- 
prietor. This business is a Royal dealer, for both cor- 
respondence machines and portables. 

George W. Schaefer had been a traveler eight years 
for the Geo. D. Barnard Stationery Company, St. 
Louis, Mo. Four years ago he bought the Bero book 
store at Vinita, carrying a complete line of office and 
school supplies, and typewriter supplies. The service 
of this establishment will extend over Northeastern 
Oklahoma. Geo. W. Schaefer has charge of the sales 
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CHASE NAMED PRESIDENT OF 
SESAMEE COMPANY 

Porter B. Chase, former president of the Bankers 
Trust Company of Hartford, Conn., last month was 
elected president of the Sesamee Company, manu- 
facturers of keyless locks, also of Hartford. 

At the same time the company announced its re- 
moval to new general offices and factory at 133 Laurel 
street where enlarged manufacturing facilities will per- 
mit a more extensive application of mass production 
methods recently decided upon as part of the Sesamee 
Company’s program of expansion. 

Mr. Chase possesses an enviable record in the indus- 
trial and financial world. In addition to his many 
other duties he is director of the Hartford Fire Insur- 
ance Company, the Hartford Accident & Indemnity 
Company, and the Sanborn Map Company of New 
York. 

The Sesamee lock, which is used in the stationery 
field on cash boxes, files, desks and brief cases, is 
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manufactured under exclusive patents and is said to be 
the only lock of its kind in which the owner may 
change the combination at will. In the four-number 
series, 9,999 combinations are possible. 

The Sesamee Company, under the new management 
plans a rapid expansion of production and selling in 
both the domestic and export markets. 

Cee icc. 
DELL JOINS ACCO PRODUCTS 

Garry Dell, well-known through the Eastern and 
New England states because of his activities as a trav- 
eler in the field, last month joined the sales staff ranks 
of Acco Products, Inc., Long Island City, N. Y. 

Mr. Dell, whose territory will include upper New 
York state and the New England district, was for many 
years with The F. S. Webster Company, Boston, and is 
the possessor of an enviable record of progress estab- 
lished during his service with that company. 

Office Appliances joins Mr. Dell’s numerous friends 
in wishing him all the luck in the world in his new 
connection. 

> 


LAWRENCE STORE IN NEW HANDS 

The stationery and office supply store at Lawrence, 
Mass., of Ephriam Kellett, 591 Essex street, has been 
bought by John R. Hosking. The new owner has 
broadened the store’s lines by the addition of office 
supplies and stationery. A complete line of popular 
and classical music has been stocked, and there’s a 
piano available for musicians who wish to try the 
scores. Mr. Hosking is a member of the Lawrence 
Kiwanis club, a director of the North Andover club, a 
member of the North Andover Ecelectic club; also a 
Past Grand of the I.0.0.F., Wauwinet lodge of Andover. 





SMITH-CORONA MAKES STAFF CHANGES 
Several changes in the sales staff of L. C. Smith & 
Corona Typewriters, Inc., have been made according to 

J. B. McCormick, vice-president of the company. 
E. E. Hunter has been promoted to the position of 
branch sales manager with headquarters at Syracuse. 





FE. E. Hunter G. A. Foxeroft 


Mr. Hunter is well known to the trade having been 
manager of branch offices at Detroit, Omaha, St. Paul 
and San Francisco. During the past twenty-five 
years he has also served the company as district sales 
manager and distributor. 

J. W. Kiplinger was named manager of the company’s 
Columbus branch. He is also well known in the type- 
writer world, having served the company in various 
capacities at the home office up to 1926 at which time 
he organized the School Department. Mr. Kiplinger 
later became director of sales of the portable adding 
machine division. For a time he was associated with 
the A. B. Dick Company as assistant sales manager, re- 
turning to Smith & Corona in 1934 as sales manager of 
the standard machine division. 

G. A. Foxcroft, former branch manager at Indian- 
apolis, was appointed manager of the Detroit branch to 
succeed Mr. Hunter, while S. G. Garvey goes from the 
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Columbus branch to take the place of Mr. Foxcroft at 
Indianapolis. 

A factory branch of the company was opened at Bir- 
mingham, Ala., for the purpose of serving several states 
with A. Murray Weems as manager. Mr. Weems, who 
has been in the typewriter business for twenty years, 
has for the past six years operated a sub-office under 
the Atlanta branch at 1904 Fifth avenue, North, Bir- 
mingham. 

The new Birmingham branch will serve Alabama, 
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Louisiana, Mississippi, the western half of Tennessee. 
and a few counties in Florida, Missouri and Kentucky 
Paul S. Jones will continue as special representative 
calling on dealers and salesmen, working out of the 
Birmingham branch. Mrs. K. N. Bare has been trans- 
ferred from the Atlanta branch and will have charge 
of the bookkeeping and accounting department in 
Birmingham 
- - 

GENERAL FIREPROOFING HOLDS SALES SCHOOLS 

A series of sales schools were held last month by The 
General Fireproofing Company at its home office, 
Youngstown, Ohio, where a large number of dealers 
and branch office salesmen enrolled for the one-week 
courses. 

Although it was originally planned to hold one com- 
bined course for dealers and salesmen the large num- 
ber of those who desired to take the course made it 
necessary to hold two separate schools, one starting 
January 13 and the other on January 20. 

After the courses for dealers and branch office sales- 
men came to an end, a third course was held for dis- 
trict sales managers and branch office managers on 
January 27. 

Approximately 150 men attended the three classes, 
which were devoted to a concentrated study of the 
General Fireproofing line with particular attention to 
new products 

—_»>>—-—— 
AMERICAN OFFICE FURNITURE MART IS NEW 
LAVINE BROTHERS STORE 

The American Office Furniture Mart, a new Chicago 
enterprise, will open late this month at 78 west Lake 
street according to Sidney Lavine, who heads the new 
store in which his brothers Harry and Lawrence are 
also associated. 

The Lavine brothers have been identified with the 
office supply trade in Chicago for some years and at 
present operate two stores, both of which are also on 
West Lake street. These are the Lavine Office Equip- 
ment Company at number 79, of which Sidney Lavine 
is proprietor, and the Office Furniture Exchange, oper- 
ated by Harry Lavine at number 181. Lawrence Lavine, 
formerly connected with the latter store, is manager 
of the new establishment. 

The show room of the new company has a fronting 
of about fifty feet on Lake street with fine show 
window facilities and an ample interior for displaying 
the various lines carried. Among the office furniture 
lines the new company will sell is that of the Jasper 
Desk Company, Jasper, Ind 






American Writing Machine Company, 
Ine., Has Recently Opened a Fine Store 
in St. Louis, Mo. with E. A. Bulger in 
Charge.—Indirect lighting, large windows 
und 5000 feet more floor space are fea- 
tures of the new establishment. 
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LAURENCE JOINS ALLEN CALCULATORS, INC. 

Allen Calculators, Inc., 22 East Fortieth street, New 
York City, announce the appointment of Gordon Lau- 
rence as assistant to the president. In his new associa- 
tion Mr. Laurence assumes the supervision of the com- 
pany’s sales and advertising activities. 

Mr. Laurence has been a prominent figure in the 
trade for many years. His early contacts with the office 
equipment industry was through his work with the 
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advertising service bureau of the original System Mag- 
azine. After the war Mr. Laurence joined the Corona 
Typewriter Company and devoted his energies to the 
promotion of dealer sales. Upon the merger of that 
organization with the L. C. Smith interests he became 
advertising and promotion manager of the combined 
companies 
- a 
AMERICAN WRITING MACHINE OPENS 
NEW STORE 

Providing 5,000 additional square feet of space in 
which will be housed modernized sales rooms, office, a 
repair and shipping department, a new store has 
recently been opened at 817 Pine street, St. Louis, Mo., 
by the American Writing Machine Company, Inc. 

The new store is only a few doors away from the 
company’s former location at 807 Pine street, and is 
under the direction of E. A. Bulger, branch manager. 
Before being occupied, the entire lighting equipment of 
the establishment was taken out and replaced with 
a modern indirect lighting system. The same system 
was applied to two large display windows which were 
installed at a cost of $1,400.00—HB 
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1935 BIGGEST YEAR IN ROYAL HISTORY 

The Royal Typewriter Company, Inc., New York City, 
enjoyed the greatest year’s business in its history in 
1935. More Royal typewriters were sold than in any 
preceding twelve month period, the demand for both 
standard and portable models setting an all time record 
for the company. December showed the greatest port- 
able sale for any one month since the introduction of 
this type. The increase over the corresponding month 
of 1934 being 32.6%. 

M. V. Miller, general sales manager, gave great credit 
to the efficient work on the part of the branch organ- 
izations and the dealer groups in reaching this new 
sales peak. He stated the company had “every reason 
to look forward to an even greater year for 1936 with 
new high records to set.” 

BLAISDELL FRANCHISE PLAN FOR 
FRANKLIN PENCIL 

The franchise plan of the Blaisdell Pencil Company, 
Wayne Junction, Pa., whereby each city is given one ex- 
clusive dealer-distributor, includes Blaisdell’s No. 500 
Benjamin Franklin pencil, according to a statement is- 
sued last month. The territory protection provided 
by the plan, it is reported, has met with approval from 
dealers in various parts of the country. 

The Benjamin Franklin line sold under the Fran- 
chise Plan is a line of wood-cased pencils embracing a 
complete list of black, colored, indelible and checking 
pencils, which is advertised by the firm as “The Right 
Pencil With the White Band.” 

The Blaisdell Pencil Company has for many years 
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been one of the leaders in the manufacture of paper 
pencils. Within recent months, however, the company 
has gained recognition as the maker of a fine line of 
wood-cased pencils as well. 

Details of the various lines manufactured may be 
obtained by writing the company at 141 Berkeley 
Street, Wayne Junction, Pa. 

U E F STORE AT POMONA IN NEW LOCATION 

The Pomona branch of the Underwood Elliott Fisher 
Company, Pomona, Calif., has been established in a 
new location, at 333 South Garey avenue. George Dom- 
masch, the manager has been with the company in 
eastern and southern California offices the past twelve 
years. The past year he had been with the accounting 
machine department, and has made a study of the 
new systems of accounting as they apply to business 
houses in various lines. 

The Pomona Branch of U E F displays a complete line 
of standard and noiseless typewriters, and a full stock 
of Sundstrand adding and accounting machines. A 
service department is maintained, and typewriter sup- 
plies of all kinds are carried. 
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N. S. A. EXECUTIVE COMMITTEE MEETS 

A meeting of representatives of the executive and 
Chicago convention committees of the National Sta- 
tioners Association was held in the Palmer House, Chi- 
cago, January 21 and 22. 

Those who represented the executive committee were 
Charles P. Garvin, general manager of the association, 
B. J. Bristoll, Koch Bros., Des Moines, president, and 
Arthur J. Walker, Farnham Printing & Stationery 
Company, Minneapolis, former president. 

Representing the Chicago convention committee 
were H. T. Griswold, Sanford Manufacturing Company, 
chairman; Al Skibbe, Associated Stationers Supply 
Company, Chicago, vice-chairman; M. E. Roberts, A. 
B. Dick Company, and Fred P. Seymour, Horders, Inc., 
Chicago. 

The meetings were confined to a general discussion 
of association affairs and the metter of arrangements 
for the convention when it opens in September. At the 
same time, Mr. Garvin received a copy of the hotel 
committee’s report which outlined the facilities avail- 
able in the various Chicago hostelries. 

The decision of the executive committee on this mat- 
ter is expected to be reached within the next ten days 
and will be released through the Association business 
office in Washington. 

—> 
REMINGTON RAND FINANCIAL REPORT 

The directors of Remington Rand, Inc., office equip- 
ment manufacturer, approved a plan for refunding 
$17,453,000 in 51% per cent debentures now outstanding. 
Holders were given the opportunity for thirty days of 
exchanging their bonds, par for par, for a new issue of 
414 per cent twenty-year bonds. 

Each $1,000 bond of the proposed new issue, it was 
stated, will carry warrants to subscribe to fifteen shares 
of common stock of the company at $25.00 a share for 
the first two years, thereafter increasing $2.50 each 
year until a maximum of $40.00 is reached. The bonds 
will be callable at $105 per $100 par value for the first 
four years. 

The unexchanged portion of the new issue, if any, 
will be offered for subscription to common stockholders, 
the plan provides.—(Chicago Daily News, January 21.) 

cnanseiagillahitainte 
CONNEELY IN THE FIELD FOR GLOBE-WERNICKE 

Thomas Conneely has been appointed field represent- 
ative for The Globe-Wernicke Co., in Arkansas, Okla- 
homa and Texas, according to an announcement of 
Harry C. Anderson, general sales manager of G-W. 
Mr. Conneely replaces Sam Plant who has taken an 
important executive position with the Western Bank 
& Office Supply Company, Globe-Wernicke dealers in 
Oxlahoma City. 

Mr. Conneely is a capable and experienced salesman 
of office equipment and stationery with an excellent 
understanding of the problems faced by the trade. He 
spent some time at the factory in Cincinnati before 
making his first round of calls on dealers in his ter- 
ritory. 

OS 

GOLDSMITH IN MIDDLE WEST FOR HAMPDEN 

S. P. Goldsmith, who has been representing the 
Hampden Manufacturing Company, Inc., New York, in 
New York state, Pennsylvania and New England for 
four years, has been transferred to the territory for- 
merly covered by Milton Shuster, who resigned a few 
months ago to join the forces of Charles M. Higgins 
& Company. Mr. Goldsmith’s new field of endeavor 
extends from Chicago to Denver and from Duluth to 
the gulf. 








NORTHWESTERN STATIONERS HOLD 
ANNUAL DINNER 
(Received too Late for Classification) 

The annual dinner of the Northwestern stationers 
was held Saturday evening, January 25 at the Lowry 
hotel, St. Paul, Minn. This dinner for years has been 
an outstanding event. It attracted most of the St. 
Paul and Minneapolis stationers and others from Des 
Moines, Mankato, Dubuque, Superior, Fargo, etc. B. J. 
Bristoll, president of the National Stationers Associa- 
tien, and Joe Popple, governor of the seventh district, 
attended. 

The program started with separate meetings of sta- 
tioners and travelers Saturday afternoon, after which 
the stationers reversed the order of things by holding 
open house for the travelers. 

The dinner was held in the beautiful Spanish room 
of the Lowry. Elmer Dalldorf of the John Leslie Paper 
Company, served well as toastmaster. He had his 
audience stand for a few minutes in silent tribute to 
Bill Braden and George Mandeville, who formerly 
traveled the northwest and who passed away a few 
weeks prior to the meeting. 

Following the dinner Mr. Bristoll expressed his ap- 
preciation at the opportunity to meet with the north- 
west dealers and travelers again. He told of the 
excellent outlook for the regional meeting to be held 
in Des Moines April 13 and 14. He also spoke briefly 
of plans for the National convention in Chicago and 
requested the assistance of the travelers in securing 
new dealer members for the National Association. He 
asked that stationers be careful to fill out and return 
questionnaires which they received from Washington. 

Joe Popple then spoke a few words in favor of the 
Des Moines meeting at which as governor he will pre- 
side, and invited his hearers to be present. 

Arthur J. Walker, former president of the National 
Stationers Association, indulged in some reminiscences 
for the purpose of comparison. He told of the station- 
ery stores of years ago, of the vast improvements in 
the industry since then and that he was proud to be 
affiliated with it. 

Ed. Hansen of Miller-Davis Company read letters 
and wires from some who were kept away by absence 
from the city and by illness. Brief statements were 
made by Bill Smith, by Harry Spurlock, president of 
the Northwest Travelers Club, Larry Hamm, former 
governor, and Sterley Jerue, also a former governor. 

The formal part of the program was followed by 
pictures and by professional entertainment. The pic- 
tures showed all the 1935 games of the University of 
Minnesota football team in slow motion. It will be 
recalled that Minnesota, as usual, had a powerful team 
last year, and that it went through a heavy season 
without defeat. 

Approximately one hundred twenty-five attended the 
dinner. The committee in charge included Ed. Hansen, 
Art Grayston, Sterley Jerue and John Boehmer. 

Following are some impressions by Carl Schutz, Eagle 
Pencil Company, on the speakers and some others: 

As a worm sees it—the speakers’ table—linen as 
white as the driven snow—reveals these illustrious 
ones: 

Just look at our new president—“B. J.”—what’s that? 
“Best Jabo”—We (of old days) don’t know him too well 

-so we'll watch and feel that he will grace the seat 
of his predecessors with the eclat required of his office. 

Johnnie Gilbert — OA — young — friendly — keeping 
contact with handsome, white pated. 

Art Walker—a swell ex-president of the N. S. A— 
‘swell” because he’s a successful stationer and yet not 
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too proud to shake the hand of a “peddler” who in 
palmier days was his “friend.” 

To “Bill” Smith from a fellow road knight: May 
I, at the end of “three score and ten” shed upon my 
fellowman as much joy, peace and quietude. 

What would one say of Elmer Dalldorf? Quiet amid 
noise. Poised. Gentlemanly. 

Herb Fall—well—what can a cub reporter say?—Not 
handsome—certainly sober and interesting—were I a 
sob sister I’d call him intriguing. 

Joe Popple—all the way from Des Moines—a gov- 
ernor and is that important! But it’s all because 
you’ve got to seem sober. ‘At’s all. 

And a coupla competitors—Harry Spurlock and “Jim” 
Irving—it’s always loose—these leaves. 

I’ve never been convinced that Des Moines was Iowa 
because Dubuque is there; mostly because Cliff Cody, 
a real old timer, is Dubuque and because he’s here I’m 
glad I came. aii 


THE GUEST BOOK—CHICAGO 
(Received too Late for Classification) 

George Hausam, president, Hutchinson Office Supply 
& Printing Company, Hutchinson, Kas., and Jack 
Baney, Jack Kennedy, Lee B. Hausam and E. W. Hop- 
kins of the staff, gave us a pleasant hour on January 
27. The visitors were in Chicago for a day or so upon 
return from a week’s attendance at The General Fire- 
proofing Company’s dealer convention. It was the in- 
tention of the party which had made the journey by 
motor car, to proceed to New York City, up the Hudson 
into Canada with a swing around for Chicago. The 
temperature and state of the roads through the “snow 
belt” of upper New York state caused a change in the 
plan. The condition of the highways at the time of 
the return journey was none too good. “Yes. Some 
impulse to business in Hutchinson and that part of 
Kansas.” Of which the staff of the Hutchinson Office 
Supply & Printing Company is determined to make 
the most. We always get a “kick” out of an interview 
with George Hausam. He puts punch in orderly pro- 
cedure. He does not talk much about the thing but 
gets it done, which has had a good bit to do with the 
success of his company. 

L. John Himes, president, Niagara Duplicator Com- 
pany, gave us a pleasant call by telephone on the 
twenty-eighth. En route to the east, Mr. Himes stopped 
in Chicago for a few days on special business. Mr. 
Himes sounded a cheerful note about business in gen- 
eral and about that of the Niagara Duplicator Com- 
pany in particular. 

THE GUEST BOOK—NEW YORK 

Charles P. Garvin, general manager of the National 
Stationers Association, was a visitor in this office on 
January 23, after flying te New York from Chicago 
last month. He stayed long enough to tell us plans 
for the September convention are coming along fine 
and that the temperature in Chicago read “sixteen be- 
low” when he left. 

C. C. Harris, Rivet-O Manufacturing Company, War- 
ren, Mass., spent some time in New York office on Jan- 
uary 24 going over some new products his firm is 
shortly putting on the market. Mr. Harris said his 
company is planning to broaden its lines and the mer- 
chandising of them in a substantial way. 

R. V. Pottiger, president of A. P. Little, Inc., Roches- 
ter, N. Y., dropped into the office to voice his enthus- 
iasm over the 1936 busimess outlook. In addition to 
telling of his knowleldge of ribbon and carbon business 
he took time to demonstrate his accurate knowledge 
of the structure of the human body. Anyone bothered 
with pains and aches can learn a lot from Mr. Pottiger. 
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THE GUEST BOOK 

Ernest Dalton, Union Ribbon & Carbon Company, 
Philadelphia, signed The Guest Book on January 7 and 
reports increasing business in the cities he visited on 
his way to Chicago. “More smiles and better humor 
which travelers are encountering,” said Mr. Dalton, 
“indicate improved general conditions.” Mr. Dalton 
was routed for some cities in the central west, with a 
swing through Texas, then to New Orleans, with a num- 
ber of stops in the south and east. Interest in better 
grades and inclination to stock up a bit reflects dealers’ 
cheerful look ahead. 

F. H. Caswell, advertising and assistant manager of 
F. S. Webster Company, Cambridge, Mass., in Chicago 
on special business for his company, made January 8 
a red-letter day on our calendar by pulling our latch 
string. “Ted” Caswell is one of a group of younger 
men who stimulate our long maintained enthusiasm 
for the industry. They are serious-minded men who 
indulge in no ballyhoo or bunkum. But deal in facts 
and advance the standards and prestige of the industry 
by sound practice. There are members of this group 
in every manufacturing and distributing division of 
the industry throughout the country. Upon them rest 
responsibility for the future of the office equipment 
industry. 

We always have a homey sort of time with Webster 
folks. Because the general manager of the company 
might have been a partner in Office Appliances from 
its beginning. George Patterson, looking about for a 
bit of capital to launch his little journal, called upon 
his friend, George F. Malcolm, general manager of 
the F. S. Webster Company. Mr. Malcolm heartily 
advocated such a publication and was not disinclined 
to accept the proposal, but expressed the opinion that 
a publication which was to serve an industry should 
have no alliances with manufacturers or distributors. 
Mr. Patterson followed that sound advice and upon it 
established a permanent policy of the business. That 
interview, by the way, was back in 1903. George F. 
Malcolm is still general manager of the F. S. Webster 
Company. The only man in the industry as far as we 
know who has held the office of general manager 
through so long a period. 


Jack Hallam of Dayton, Ohio. signed The Guest Book 
on January 11. He had arrived in Chicago the day 
before to call at the offices of George E. Fox & Company, 
whose wares he sells to the trade in four or five states. 
He reported a fine volume of business for 1935 with an 
excellent outlook for the new year. Jack is president 
of the Central Travelers Club. 


L. C. Jensen, proprietor of Adding Machine Exchange, 
Wausau, Wis., signed the Guest Book January 14. He 
was in Chicago for the purpose of contacting some of 
his sources of supply. 

For seventeen years Mr. Jensen was in the employ 
of Burroughs Adding Machine Company. Two years 
ago he started his own business in Wausau, confining 
his efforts at first to service on adding and other com- 
puting machines. Recently he has become represen- 
tative for the Royal Typewriter Company and Allen 
Calculators, Inc. He covers eight counties in northern 
Wisconsin and is gratified by the improvement in his 
section which he says is noticeable on every hand. 

A. H. Cohen from the London office of the Woodstock 
Typewriter Company signed the Guest Book January 
15. He was in Chicago for the purpose of conferring 
with Woodstock officials and took time out of a busy 
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day to visit for a while in the office of this publication. 
On the evening of the fourteenth he attended the Ex- 
port Managers Club of Chicago as the guest of Arthur 
Williams, export manager of the Woodstock company. 
A further reference to Mr. Cohen will be found else- 
where in this issue. 


G. A. Keyworth, treasurer, Collier-Keyworth Com- 
pany, Gardner, Mass., manufacturers of chair irons, 
looked in upon us on January 17. In Chicago for inter- 
views with some of the chair manufacturers, Mr. Key- 
worth visited the furniture market and had the pleas- 
ure of meeting some old friends and customers from 
elsewhere. Mr. Keyworth confirmed the reports of in- 
creasing sales of office chairs. The “irons” which his 
company has furnished many manufacturers for many 
ye ‘rs being a reliable index. Mr. Keyworth is enthusi- 
astic about a new chair iron with rubber features which 
he is showing to chair manuufacturers, formal an- 
nouncement of which will be made next month. 


0. H. Davison of San Francisco, en route home from 
the east, where he called upon the Neva-Clog Products, 
Inc., Fulton Specialty Company and Josephson Manu- 
facturing Company, for whose lines he is Pacific Coast 
agent, gave us the pleasure of a call on January 17. 
Business in the lines in his territory, which reaches 
from Denver west, is flourishing. Warehouse stocks of 
each line are maintained in San Francisco for the bene- 
fit of dealers in the western states. Mr. Davison is an 
enthusiast for the Pacific Coast. Not because of its 
climate which in itself is a lure but primarily because 
uf the spirit and the enterprise of the people there. 
Our own observations and experience at long range im- 
pelled agreement with the claim. Perhaps one takes 
something from the atmosphere on the other side of 
the Rockies. Or maybe remoteness from sources of 
supply in the days when transportation was less speedy, 
developed closer cooperation and led to the establish- 
ment of procedure and practice a bit different from 
that in other sections of the country. Mr. Davison 
expresses it as a greater spirit of fraternity, more har- 
monious working for the comon good. Maybe there 
is some magic in the desert and high points of the 
Rockies that modifies human nature as individuals 
pass over. Still, there must have been some reason for 
the “Fair Trade Law.” 


George B. Wray of New York, manufacturers’ agent 
for several furniture lines, affixed his signature to The 
Guest Book on January 21. He had spent a week at the 
furniture exhibition at Grand Rapids, coming to Chi- 
cago to see the furniture market here, to visit some of 
the Chicago manufacturers and to meet manufacturers 
from elsewhere who were here with displays. 

Mr. Wray handles the lines of the Imperial Furniture 
Company, Grand Rapids, Mich.; Jasper Office Furni- 
ture Company, Jasper, Ind., and the line of accessories 
made by the Quigley Furniture Company, Whitesboro, 
N. Y. Although in but middle life, George is an old 
timer in the furniture business. Having been buyer 
and manager of retail departments, he knows the deal- 
ers’ problems. And he is alert to the trends and the 
whims of the public. In the parlance of the street, 
George “knows his stuff.” Besides which he has the 
Hoosier spirit. Not as a birthright, but captured in sev- 
eral years’ experience there. He would have every one 
visit the Lincoln memorial in southern Indiana, stop at 
Santa Claus, Indiana, see Jasper, Vincennes and New 
Harmony, and ride over the hills in that section of the 
state. 








MEETINGS—CONVENTIONS—DINNERS 


WIS-ILL CLUB STAGES SALES MEETING 

With nearly 500 travelers, stationers and their em- 
ployes in attendance, the Wis-IIl Club of Chicago last 
month staged a combined sales meeting and dinner at 
the Hotel Sherman, Chicago. 

The event, the first of its kind to be staged by the 
travelers organization, was held under the direction 
of Russell Carpenter, Sanford Manufacturing Company, 
president of the Club, and Harry Balch, Quality Park 
Envelope Company, first vice president and chairman 
of the committee on arrangements. 

The crowd which gathered in the Old Town Room 
of the hotel numbered 434 persons several of whom 
were out-of-town visitors while others ranked high 
in national association affairs. Included among the 
distinguished visitors were Charles P. Garvin, general 
manager of the National Stationers Association, who 
delivered the principal address of the evening; B. J. 
Bristoll, Koch Brothers, Des Moines, president of the 
N. S. A.; Arthur J. Walker, Farnham Stationery & 
School Supply Company, Minneapolis, former president 
of the N. S. A., and Leo Blied, Madison, Wis., regional 
governor of District No. 6. 

The affair opened with a program of entertainment 
given while the assembled stationers were served an 
excellent turkey dinner. Professional entertainers were 
spelled in their work when several of the guests elected 
to give impromptu solos to the great delight of the 
crowd. Among these were Walter Snelling, Horder’s; 
G. J. Aigner, G. J. Aigner Company, and Leo Stein, 
Stein Brothers Manufacturing Company. 

Following the dinner Mr. Carpenter called upon the 
first speaker, Harry N. Tolles, president, Sheldon school, 
Chicago, who delivered an illuminating address on 
“How Sales Are Lost.” Mr. Tolles’ address follows: 

“The purpose of this address is to study with you 
how sales are lost. Let us see if we cannot answer the 
question why sales slip through our fingers. 

“The success of any institution is nothing more than 
the total of the successes of all those engaged in the 
business. If everyone succeeds, the business is a suc- 
cess. If anyone fails, just that much is subtracted 
from the success of the institution as a whole and the 
success of each one employed in the business 

“Tonight let us present to you the outline of the 
science of selling which will fit into the experiences of 
the seasoned salesman and will lay a foundation for 
the beginner which will afford for him, through its 
mastery, an opportunity to avoid the pitfalls of failure. 

“Sheldon defines salesmanship around a pod of P’s 
by saying ‘salesmanship is the power to persuade peo- 
ple to purchase a product at a profit.. When we speak 
of the question of profit bear in mind the law of mu- 
tuality—that no transaction is a good transaction un- 
less it is mutually profitable to both parties concerned 

“If you go to the grocery store to buy three items 
knowing what you want and get them, has the grocer 
sold you anything? No. He has just filled an order. 
On the other hand, if by the display of his merchan- 
dise or something that he may say he gets you to buy 
an item or two more which are to your advantage to 
buy, he has made a sale.” 

The speaker defined salesmanship as a “universal 
principle,” and voiced the belief that everyone is selling 
something all the time. He said, by way of illustra- 
tion: 


“Two men want to go down Michigan avenue. One 


wants to go on one side of the street and one on the 
other. The man who gets the other fellow to go the 
way he wants to go is the salesman. 

“The first thing a man must sell is his proposition 
to himself,” Mr. Tolles continued. “Secondly, he must 
sell himself to a prospective patron. Third, when a 
salesman believes in his proposition and gets the other 
fellow to believe in him, then it is a comparatively easy 
matter to get the prospect to see what he does.” 

Arthur F. Briese, nationally-kKnown humorist and 
speaker, convulsed his listeners for nearly an hour fol- 
lowing Mr. Tolles’ speech. Mr. Briese was introduced 
by President Carpenter as “Sir Pearce” after Mr. Car- 
penter explained that Mr. Briese, “our speaker of the 
evening,” was unable to attend. Mr. Briese based his 
humorous address on a visiting Englishman’s miscon- 
ception of things American. His talk was helped out 
by a cleverly-arranged gag in which two members of 
the audience apparently took exception to his state- 
ments and were calmed down only after much difficulty. 

Mr. Garvin began his talk, on the need for a busi- 
ness law to stop price-cutting, by one of his typical 
remarks. He declared that the first association began 
in the garden of Eden, and all that is left of it “is the 
snake, which is still with us.” 

“The stationery industry,” Mr. Garvin said, “is the 
oldest industry in the world. And the Stationers Guild 
of Great Britain and Ireland is one of the most suc- 
cessful organizations in the country today. You had 
to, and you still have to, prove your right to get in. 

“Do you know though, that four or five hundred 
years ago the right to compete didn’t exist? This is 
clearly demonstrated by the famous old “Schoolmaster”’ 
case which really set a precedent when the courts at 
last ruled that he could open a school in a town where 
he wasn’t wanted because there were already two other 
schools. 

“Today we have 
man can do as he pleases. 


unrestricted competition. Every 
He can make use of indis- 





Russell Carpenter Harry Balch 


criminate price cutting to force another out of busi- 
ness. This condition is so bad that some resort to al- 
most anything to eliminate competition, and legisla- 
tion is even now in the making to stop this deplorable 
practice. 

“The most significant of this legislation is the pro- 
posal of Senator Borah, of Idaho, to amend section 
two of the Clayton Act. If Senator Borah has his way 
there will come into being a law making it a criminal 
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Wis.-Ill. Club’s Big Sales Meeting Held in the Sherman Hotel, Chicago, on the Evening of January 21, 1936. 


offense to assist in elimination of competition by price 
cutting, the most vicious of practices. 

“And, remember, gentlemen, this law will mean just 
what it says. You cannot sell at a lower price as a 
means of eliminating competition. Of course there are 
the chiselers who will say they can ‘get around’ that 
law like they get around other laws. But these gentry, 
this time, must remember that the offense will be a 
criminal offense with the whole United States govern- 
ment behind it. The maximum penalty will be a $5,000 
fine or one year in prison or both. Now let’s see the 
price cutter get around that one. 

“Business must be played according to rules. With- 
out rules we are lost. Like baseball, golf or football, 
without rules we destroy a national emblem just like 
the crooked baseball players did in that terrible scan- 
dal a few years ago. 

“Just as this proposed law will do, I believe it is the 
duty of the national government to first find the busi- 
ness criminal and then set a penalty and a harsh pen- 
alty at that. This business law is coming and we can 
look forward to the day when we will not be subjected 
to the wiles of criminal business men. 

“There has been too much abuse of the business man. 
It isn’t the politicians who pay taxes. It’s the business 
man. It is the business man who owns property, who 
spends money and who stops unemployment. He is 
the only source of taxes and he must be built up and 
protected.” 

Mr. Garvin concluded his speech by paying a glowing 
tribute to the Wis-Ill Club and its officers. He said: 

“Bringing nearly 500 men and women together to- 
night is one of the greatest things I have ever seen. In 
doing this and in staging this business meeting the 
Wis-Ill Club has made a definite contribution to the 
trade and the club officers are to be commended and 
congratulated on their remarkable success.” 

a 
SEATTLE TYPEWRITER DEALERS 

The Seattle Typewriter Dealers Association started 
the new year with a set of resolutions designed to for- 
ward the organization in its work and improve condi- 
tions for dealers in the Seattle district. 

As a result of the resolutions, each member has 
pledged himself to three major endeavors, namely, to 


do everything in their power to increase the association 
membership roll, to solve unfavorable conditions exist- 
ing between pawn-shops and typewriter manufacturers 
and to plan definite progressive steps for their associa- 
tion as a whole. 

At a meeting held January 7, Edward N. Phelan, sec- 
retary of the association, was asked to report at the 
next meeting the names of typewriter companies who 
are members of the Seattle Chamber of Commerce and 
to give his views on the subject of appropriate dues by 
members of the organization. 

At the same time Mr. Phelan announced that, due to 
pressure brought by the association following several 
discussions of the matter, Seattle city regulations would 
be amended so that the serial numbers of all adding 
machines will be included on police reports of office 
equipment pawned in local pawn-shops. 

At the close of the meeting, H. O. Harvey, Seattle 
manager of the Wholesale Typewriter Company, gave a 
brief resumé of business conditions affecting typewrit- 
ers throughout the United States. Mr. Harvey’s address 
was based upon a recently-completed trip in which he 
visited Chicago, New York and Boston and several im- 
portant points in Louisiana and Missouri.—JCJM 

ee 
PHILADELPHIA STATIONERS’ ANNUAL BANQUET 
PROMISES A GOOD TIME FOR ALL MARCH 19 

The annual banquet of the Philadelphia Stationers’ 
Association will be held March 19. This affair is a fine 
get-together of the trade in this territory and all deal- 
ers, travelers and other members of the industry who 
attended last year have a vivid recollection of an un- 
usually enjoyable occasion. 

The organization is aiming at breaking the attend- 
ance mark of 1935 and is therefore urging all members 
to see to it that all their friends in the trade make 
arrangements to be present. To this end those in 
charge of the entertainment have made elaborate 
plans. 

Reservations should be in not later than March 7 
and specify definitely the number in the party. Door 
and table prizes will be welcomed but donors are re- 
quested to limit these to articles made or sold by their 
concerns. Reservations or prizes should be mailed to 
George Wustner, William F. Murphy Sons Company, 








509 Chestnut street, Philadelphia. Tickets are $3.00 
each. 

In connection with this affair Ben Wechtel, presi- 
dent of the Penn-Mar-Va Travelers Club is urging all 
members to attend and to pass the word along to 
dealers. 

> 


N. ¥. MANAGERS ASSOCIATION 
STAGES ANNUAL CONTEST DINNER 


The annual dinner of the New York Office Appliance 
Managers’ Association given each year for winners of 
the Association sales contest, was staged Friday, Jan- 
uary 10, in the Waldorf Astoria hotel, New York City. 

An imposing reception committee was on hand to 
welcome the winners. This committee, headed by the 
three officers of the organization, President C. G. Woos- 
ley; Yawman and Erbe Manufacturing Company; Vice- 
president F. A. Greis, Underwood Elliott Fisher Com- 
pany, and Secretary-treasurer A. J. Zonnevylle, Monroe 
Calculating Machine Company, was composed of the 
following: 

William Allan, Jr., American Sales Book Company; 
Philip A. Bennett, A. B. Dick Company; L. M. Bonne- 
well, Todd Sales Company; R. W. Davidson, Inter- 
national Business Machines Corporation; E. J. Ferris, 
Addressograph Company; L. B. Flaws, International 
Business Machines Corporation; C. R. Fox, Dictaphone 
Sales Corporation; Walter P. Lindsay, Remington Rand, 
Inc.; John A. Noonan, Kee Lox Manufacturing Com- 
pany; Walter B. O'Donnell, International Business Ma- 
chines Corporation; R. E. Owen, Dictograph Products 
Company, Inc.; W. H. Roquemore, Multigraph Com- 
pany; S. W. Sells, Portage Meter Company, and H. O. 
Whipple, National Cash Register Company. 

Introduced by Mr. Sells, the toastmaster, the first 
speaker of the evening was L. C. Stowell, president of 
the Dictaphone Corporation. Mr. Stowell spoke on the 
subject of “Where Do We Go from Here,” and gave an 
interesting review of how the industry as a whole had 
weathered the dark days just passed. He also paid a 
fine tribute to Mr. Fox, who is retiring from active duty. 

Mr. Woosley, the newly-elected president of the or- 
ganization, delivered a brief address in which he 
pledged all his efforts and ability in the service of the 
association. He was followed by C. H. Everly, Eastern 
manager of Office Appliances, who expressed his appre- 
ciation for the opportunity of being present at the 
event. 

Mr. Noonan presented the prizes to the association 
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winners. Those who were winners for the first time 
received a Sheaffer Lifetime pen and pencil set and 
others who had won in previous years were given at- 
tractive pocketbooks containing a ten-dollar bill. Each 
winner received an illuminated scroll commending him 
on his outstanding sales record. 

The winners were: 

Walter E. Kline, American Sales Book Company, Inc.; 
T. L. Nittoly, A. B. Dick Company; J. M. Hall, A. B. Dick 
Company; George C. Clayton, Dictaphone Sales Cor- 
poration; R. J. Malcolm, Dictograph Products Company, 
Inc.; Harold R. Briscoe, International Business Ma- 
chines Corporation; Claude Mahan, International Busi- 
ness Machines Corporation; L. A. Wendroff, Interna- 
tional Business Machines Corporation; T. F. Gould, Kee 
Lox Manufacturing Company; H. G. Bartlett, Monroe 
Calculating Machine Company; J. M. Lattimer, Multi- 
graph Company; R. W. Allen, National Cash Register 
Company; F. N. Baker, Postage Meter Company; A. C. 
Morse, Remington Rand, Inc.; J. M. Mentzel, Todd Sales 
Company; W. E. Phillips, Sr., Underwood Elliott Fisher 
Company; A. H. Peters, Underwood Elliott Fisher Com- 
pany, and W. F. Fitzgerald, Yawman and Erbe Manu- 
facturing Company. J. Mendenhall, Addressograph 
Company, who was also a winner, was prevented from 
being present by sickness. 

> - 
LOUISVILLE STATIONERS ASSOCIATION 


With the only business of the evening that of minor 
matters pertaining to the organization, the Stationers 
Association of Louisville, Ky., meeting was held Mon- 
day, January 13. A large number of members was pres- 
ent and enthusiastically supported the motion for rep- 
resentation of the association at the meeting of an 
Indianapolis Association held January 22. Those who 
attended the Indianapolis gathering were Norman 
Watts, vice president, Office Equipment Company, Inc.., 
Louisville and Mr. O’Connor. 

en 
DES MOINES STATIONERS MEET 

The Des Moines Stationers Association last month 
held its first meeting of the new year when several im- 
portant matters were discussed and passed upon. Chief 
among these was a decision to affiliate with The Na- 
tional Stationers Association. 

F. H. Fredericks, manager of Remington Rand, was 
elected chairman of the office furniture and filing 
equipment group and Frank Zeller, Koch Brothers, was 
named chairman of the stationery group 
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Annual Dinner, New York Office Appliance Managers Association, Waldorf Astoria Hotel, New York City, Friday. 


January 10, 


1936. 





Here’s How the Twelve-Thirty Club Plays When It Pla ys. 
Dwyers restaurant, New York City. 


on having a good time at its annual Christmas dinner in 


This famous New York City organization was bent 
In foreground is 


Harry Tehan, newly-elected president of the club. 


TWELVE-THIRTY CLUB ELECTS OFFICERS 

At its regular January meeting the Stationers 12:30 
Club of New York City held its annual election of offi- 
cers for 1936. Those elected were: 

Harry Tehan, president; Edward F. Dooley, vice- 
president; Nat Kremer, treasurer, and H. Von Frank, 
secretary. 

Membership committee: Philip H. Coulter, chair- 
man; Arthur Hirsch, A. I. Goldberg, Harry Lynn, Louis 
Tavernier. 

Publicity committee: A. B. Coelin, chairman; W. H. 
Greenleaf, Charles P. Epifano, Herard D. White. 

Entertainment committee: Louis F. Carracci, chair- 
man; Edward H. Bridge, J. Howard Shoemaker, Louis 
E. Farm, Howard Christie, Lovis Wachtel. 

ideas 
NORTHWEST TRAVELERS GATHER FOR 
SEMI-ANNUAL MEETING 

The semi-annual meeting of the Northwest Travelers 
Club was held January 25 at the Lowry hotel, St. Paul, 
Minn. Harry Spurlock, president, was in the chair. 

After the singing of “America,” Bob Valleau rose to 
say a few words in honor of Bill Braden. Speaking of 
his friendly attitude, Bob remarked, “You never heard 
anybody knocked by Bill Braden.” 

Some fine letters were read which the secretary, Roy 
Clarke, had received from members ill or convalescing, 
to whom the club had sent flowers. 

Because of new duties entailed since he had become 
president of the Mid-West Travelers Club and because 
of an increase in his territory, Fred Schaefer resigned 
as corresponding secretary. Al Nordstrom of Smead 
Manufacturing Company, was appointed to succeed 
him. 

Al Skibbe of Associated Stationers Supply Company, 
spoke on Atmosphere. He remarked that the atmos- 
phere in the northwest was so different that one can 
feel it. He gave the travelers club credit for creating 
that atmosphere. He went on to tell how trade atmos- 
phere had improved in other sections where there are 
live travelers’ organizations. He remarked that a new 
atmosphere is created in the Wis-Ill Club’s territory 
which will become a beautiful thing. He thanked the 
Northwest Club for its fine spirit of cooperation and 
invited its members to visit the Wis-IIl Club any Fri- 
day they might be in Chicago. 


B. J. Bristoll of Koch Bros. Company, Des Moines, 
and president of the National Stationers Association, 
was welcomed to the room and invited to address the 
group. He told of the benefit he and his company 
had received from friendships with the travelers. He 
said that friendships with the manufacturers were as 
valuable to him as friendships with his customers. 

Mr. Bristoll told of difficulties which the stationers 
were encountering from having short inventories and 
the resulting delay on the part of manufacturers with 
the increase in business. Having a manufacturing de- 
partment of his own, he said he fully realized the 
difficulties the manufacturers encountered at this time 
in filling orders promptly. 

Without going into detail, he mentioned that the 
National Association has a positive and progressive 
program for the year and that if the executive com- 
mittee does half of what it plans, the next convention 
will be a “whiz-bang.” He solicited the support of the 
travelers in building up association memberships and 
mentioned particularly the new type of membership 
created at the Kansas City convention for dealers with 
inventories of five thousand dollars or less. 

The meeting then adjourned to accept the hospitality 
of the dealers of the Twin Cities. 


—__—<g>—___—_— 


ST. LOUIS STATIONERS INSTALL OFFICERS 

A bigger and better entertainment program is 
planned for the second inaugural banquet of the Sta- 
tioners Association of greater St. Louis on February 
11 at the Hotel York. It will be an informal stag party 
starting at 6 p. m. 

Stationers of the eighth district and manufacturers’ 
representatives who are assigned to this district are 
invited to attend the banquet. The guests of honor will 
be B. J. Bristoll, president of The National Stationers 
Association; Charles P. Garvin, general manager of the 
National Stationers Association, and Fred Downs, gov- 
ernor of the eighth district. 

Association officers who were chosen at a meeting 
held January 20 will be installed at the banquet. The 
present officers are William Schmiederer, president, 
and E. J. Mitchell, secretary. Members of the entertain- 
ment committee are R. H. Lewis, W. F. Foshage and E. 
L. Kettenbrink.—HB 
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Here Are the Woodstock Winners Being 
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Guests at Banquet.—This affair was held 
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in the Blackstone hotel in Chicago for 
winners of a sales contest staged by the 
| Woodstock Typewriter Company. Busi- 
|| ness cares were forgotten as company offi- 
cials, contest winners and others enjoyed 
a night of good food and entertainment. 








WOODSTOCK CONTEST WINNERS FETED 


District managers and distributors and branch man- 
agers and salesmen who were winners in the recently 
conducted sales contest were the guests of the Wood- 
stock Typewriter Company officials last January 3 and 
4 at the Blackstone hotel in Chicago. 

From practically every section of the country came 
the thirty-two winners whose sales quotas won them a 
trip to Chicago and attendance at the banquet and en- 
tertainment. They all arrived well in advance of the 
numbing cold wave which gripped the Windy City and 
many of them spent an extra day here viewing the 
many sights of the metropolis. 

The first of the two days was spent in attending 
meetings at which the principal speakers were R. W 
Sears II, president and chairman of the board of 
directors of the Woodstock Company, and J. M. Hack- 
ney, vice-president and general sales manager. In 
addressing the visitors, Mr. Sears said in part: 

“It has been a sincere pleasure for me to welcome 











And Here We Have the Group of District Managers and 
Distributors Who Were Leaders in the Contest and Paved 
the Way for a Record-Breaking Woodstock Year. 


the winners of the November and December contest 
and to extend to them and to our other visiting sales 
representatives the hospitality of the home office and 
factory for this two-day conference. This splendid 
meeting has been an invigorating experience. Accept 
my assurance that the Woodstock Typewriter Company 
looks forward to the opportunities of the coming year 
with well founded optimism and confident faith that 


1936 will be a still greater year for our company and 
that a year from now we will be reviewing new high 
records and the evidence of still finer accomplish- 
ments 








Here Are the Woodstock Branch Managers and Salesmen Who 
Won the Big Contest in Their Own Territories. 


Long applause and cheers greeted the president’s 
speech when he told his listeners that he was justifi- 
ably proud of Woodstock’s record in 1935 which he 
declared was the “greatest year in our company’s his- 
tory.” 

The same optimism prevailed in the address of Mr. 
Hackney who said the year 1935 climaxed an enviable 
record of stable growth. He said: 

“The company has an excellent reputation in both 
the school and commercial field for service, personal 
interest in the customer’s problems, and a sincere de- 
sire to assure complete user satisfaction. You have 
helped build this fine reputation. Your company is 
building a fine product. We now face the greater re- 
sponsibility of not only living up to our fine past record, 
but to make the most of the greater opportunities our 
past accomplishments make possible.” 

The second day of the meeting witnessed a trek of 
all the visitors to the company’s plant at Woodstock, 
Ill., where they were conducted on a tour of inspection 
of the immense factory with company officials acting 
as a guard of honor. In the evening they returned to 
Chicago in time for the banquet and entertainment in 
the Blackstone hotel 


FEBRUARY, 


EMPLOYES STAGE LUNCHEON MEETING 
FOR STORCK 

Coming as a climax to the “President’s Month” sales 
drive which netted the company its highest business 
record in history, employes of the Standard Mailing 
Machines Company, Everett, Mass., last December gave 
a surprise luncheon for their president, F. W. Storck. 

The event was held in Kiwanis Hall, Everett, on 
December 24, and was attended by every member of 
the factory and home office, as well as a number of 
eastern sales staff members. Among those who trav- 
eled to Boston for the purpose of attending the affair, 
which was also held to celebrate Mr. Storck’s twenty- 
fifth anniversary with the company, were: 

Joe Gowa, Mark Weisberg, New York City; Dick 
Baker and his salesmen, Chet Branka and Larry De- 
laney, Philadelphia; Joe Addio, Newark; Ray Alexan- 
der, Hartford; Ed Ackert, Springfield; Will Kennedy, 
Portland, Me.; and Frank Mesmer and several of his 
salesmen from Boston. 

After the luncheon was served, A. W. Vanderhoof, 
sales manager of the company, took over the role of 
master of ceremonies and introduced Mr. Baker, point- 
ing out that Philadelphia business had been doubled 
each year since the latter took over the office in that 
district. Mr. Baker then presented Mr. Storck with a 
beautifully bound manual of letters from every Stand- 
ard representative. 

Mr. Gowa was next called upon and presented to Mr. 
Storck a handsome onyx desk set as a gift from the 
field organization. A pipe and humidor presented by 
Mr. Franson, factory superintendent; a pair of binocu- 
lars, from home office employes and an engrossed testi- 
monial from the entire Standard organization com- 
pleted the gifts. 

Elmore Andrews, treasurer of the company, gave an 
interesting account of the history of the firm and paid 
a fine tribute to Mr. Storck with whom he has been 
associated for many years. 

Mr. Storck then spoke briefly, thanking everyone for 
their thoughtfulness and expressing the appreciation 
of the loyalty and support he had been given in the 
past twenty-five years. 

Shortly after the meeting, Mr. Vanderhoof an- 
nounced the four winners of the silver president’s cups 
which were awarded to the four agencies securing the 
highest percentage of quota in each of the four divi- 
sions. (Details of the contest were fully described in 
the January issue of Office Appliances.) The four win- 
ners were: 
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Staff of the American Writing Machine Company Branch in San 

Francisco, Pictured Just Before a Dinner Given by President 

Henry Simler, in Honor of the Branch’s Record of Beating All 

Sales Records in October, 1935.—The branch also broke records 

in December, 1935. Manager William (Bill) Reinheimer, seated 

in front at the right, is an energetic go-getter recognized by his 
associates as a “Prince.” 


Division 1—-R. P. Alexander, Hartford, 200 per cent 
of quota 

Division 2—A. N. Rechtien, St. Louis, 135 per cent of 
quota 

Division 3—E. M. Finzer, Seattle, 225 per cent of 
quota 

Division 4—W. E. Finzer, Portland, Ore., 140 per cent 
of quota 

The following thirteen agencies were listed for hon- 
orable mention: 

1. Joe Gowa, New York City, Division 1, 169 per cent 
of quota 

2. M. Weisberg, New York City, Division 1, 169 per 
cent of quota 

3. G. E. White, Denver, Division 3, 160 per cent of 
quota 

4. G. A. Georgeson, Detroit, Division 1, 148 per cent 
of quota 

5. F. A. Mesmer, Boston, Division 1, 145 per cent of 
quota 

6. Frederic George, Albany, Division 3, 129 per cent 
of quota 
7. F. E. Wilber, San Francisco, Division 2, 120 per 
cent of quota 


Testimonial Luncheon to F. W. 
Storck, President of the Stand- 
ard Mailing Machines Company, 
Celebrating the Twenty-fifth An- 
niversary of Mr. Storck’s Con. 
nection with the Company and 
also the Silver Anniversary of 
the Firm, Held in Kiwanis Hall, 
Everett, Mass.. December 24, 
1936. 








8. Vern D. Evans, Minneapolis, Division 2, 119 per 
cent of quota 

9. A. R. Baker, Philadelphia, Division 1, 117 per cent 
of quota 

10. W.S. Kennedy, Portland, Me., Division 3, 117 per 
cent of quota 

ll. F, M. Alford, Cleveland, Division 2, 115 per cent 
of quota 

12. N. W. 
cent of quota 

13. Van W. Evans, Chicago, Division 1, 107 per cent 
of quota 


Brooker, Richmond, Division 4, 110 per 


> 
K. C. STATIONERS HOLD PARTY 

The Stationers Social Club of Kansas City held its 
third annual party in the Junior ballroom of the 
Muehlebach hotel, Saturday night, January 18. A large 
number of members was present and enjoyed the dance 
which was featured by a broom dance. 

The Club was fortunate in obtaining the services of 
two WHB radio artists. Miss Zerlina Nash sang sev- 
eral numbers while Kenneth Kay obliged with several 
vocal numbers accompanied by the guitar. Miss LaRue 
Kemp offered several original danee numbers, comic 
songs and a saxophone solo. 

Winners of the various prizes offered during the eve- 
ning were Charles M. Hart, Schooley Printing & Sta- 
tionery Company; Mrs. Walter Kane, whose husband 
is with the Eberhard Faber Company; Earl Matthews. 
Columbia Ribbon & Carbon Manufacturing Company: 
Mrs. R. C. Moore, wife of the Columbia branch man- 
ager; Mrs. George W. Bacon, whose husband is with 
Miller, Bryant, Pierce, and Mrs. Earl Matthews. 

Mrs. W. R. Kane was in charge of the entertainment 
and was assisted by Mrs. Gordon Steinmetz, Mrs. Owen 
Teague, Mrs. J. D. Landes, Mrs. J. W. Hubbard and 
Mrs. George W. Bacon. 

The next event to be staged by the club will be in 
the Junior ballroom of the Hotel Muehlebach on Feb- 


ruary 15 
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RIBBON AND CARBON DEALERS’ ASS’N OF SO. 
CALIFORNIA 

The January meeting of this organization was held 
early in that month. There was a good attendance of 
the membership and several guests from out of town 
Among those present were President Seibertson, Wil- 
son, Hect, Shallcross, Bland, Ecclestone and Billings 

There were several instructive talks by members. 

It was decided to pay a certain sum to cover dues 
and lunches for a period of six months. 

The program for 1936 was discussed and decided 
upon. Matters of business policy were given consider- 
ation. 

The next meeting will take place the first Thursday 
of the present month. A report of this meeting will 
be given in the March issue. 

oe 

WIS-ILL CLUB ADOPTS NOVEL INCOME PLAN 

Although its treasury is in excellent condition, the 
Wis-Ill Club decided that in view of some obligations 
ahead of it later in the year additional funds should be 
raised. At the first January meeting, which was held 
on the third at Eitel’s restaurant in the Field building, 
upon the motion of D. R. Pinney of Bankers Box Com- 
pany it was decided to raise money by assessing fines 
on all who come late for luncheon and on all who tell 
stories or make bright remarks. The presiding officer is 
sole judge. He decides upon the guilt of the offending 
ones and also the amount to be paid into the club 
treasury 


OFFICE APPLIANCES 


VOGEL IS GUEST OF HONOR AT WEEKS 
COMPANY LUNCHEON 

Officials of the Frank A. Weeks Manufacturing Com- 
pany, New York City, held a combined reception and 
luncheon in honor of their retiring president, George 
C. Vogel, Tuesday, December 31. 

More than a score of friends and business acquain- 
tances gathered for the event and tendered congratu- 
lations to Mr. Vogel on his forty years spent with the 
Weeks Company. 

Among those present were: 

Mr. Halsey, Rudy Muller and Harry W. Lynn, Ester- 
brook Steel Pen Manufacturing Company; A. I. Gold- 
berg, A. I. Goldberg Company; Sam Golzman, Mutual 
Stationery Company; Mr. Weil, Bell Stationery Com- 
pany; A. E. Johnson, Hotchkiss Sales Company; D. N. 
Briggs, Sun Rubber Company; H. Von Frank, Oakville 
Company; Charles Karasik, Jaclin Stationery Com- 
pany; Keith Clark, Keith Clark, Inc.; Charles Ramsey, 
Ever Ready Calendar Manufacturing Company; Mr. 
Thyne, Charles M. Higgins Company; Mr. Baxter, I. D. 
L. Manufacturing Company; Bert Abrams, Modern 
Stationer; Mr. Gabe, I. D. L. Manufacturing Company; 
Mr. Dooley, Wilson-Jones Company; Charles W. Lip- 
man, George B. Graff Company; B. H. Roth, B. H. Roth, 
Inc.; F. W. Donahue, Union Rubber & Asbestos Com- 

















Dinner Given by Employees of the Frank A. Weeks Man- 
ufacturing Company to Their Former President, George C. 
Vogel, December 31, 1935. 
pany; Albert Handerson, Clarotype Company; G. A 
Nitschke, Automatic Pencil Sharpener Company; A. J. 
Schifferli, H. C. Cook Company; Clayton F. Rowell, 
Scripto Manufacturing Company; Eugene H. Tower, 
Eugene H. Tower, Inc.; E. T. MacIntyre, Defiance Sales 
Corporation; J. S. Poyen, Defiance Sales Corporation; 
James Neary, Geyer’s Stationer; Donald McCloud, 
Spencerian Pen Manufacturing Company; L. H. Teller, 
S. S. Stafford, Inc., and Louis Caracci, Norwood Com- 

pany. 
oe 
WOOD GUEST OF N. Y. DEALERS 

Lamont Wood, chairman of the convention commit- 
tee of the National Typewriter & Office Machine Deal- 
ers Association, was the guest last month of the New 
York organization. Mr. Wood stopped over from a boat 
trip he is making to the South and to Bermuda. 

At a dinner given in his honor by President Theo- 
dore Schafer, Mr. Wood told of plans and arrangements 
being made for the convention in Kansas City next 
June. 

Among those who attended the dinner were Peter 
Carroll, New York president; A. P. Pohl, Jr., secretary, 
and John Loser, John LaHiff and Louis Newburger. 
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DUNPHY ADDRESSES CHICAGO MANAGERS 

The January meeting of the Office Appliance Mana- 
gers Association of Chicago was held at the Illinois 
Athletic Club on the evening of January 10. W. D. Law- 
rence, Chicago manager of Felt & Tarrant Mfg. Co. and 
president of the organization, was in charge. The sub- 
ject of The Advantages and Disadvantages of Employ- 
ing Junior Salesmen was presented by A. L. Dunphy, 
Chicago manager of Ditto, Inc. He outlined a plan 
tried out recently by his company and went into detail 
on a new plan which he finds highly satisfactory. 

Under the discarded plan, the junior salesman was 
employed to call only on customers to sell supplies. 
Machine leads were turned over to the senior in charge 
of the territory. Several objections were found not- 
withstanding a substantial increase in volume while 
the plan was being tested. One was that the junior 
calling on customers while the senior spent his time 
developing new users sometimes turned in a larger vol- 
ume than the senior. All of this was repeat business 
from the regular salesman’s earlier efforts, but it led 
to some misunderstanding. Another, the cost of two 
men covering outlying territories. There was also di- 
vided responsibility. 

Under the new plan, there are territories for machine 
salesmen, for supplies salesmen and for school sales- 
men who sell both machines and supplies. The ma- 
chine salesman receives credit for all machine sales in 
his territory and for all supplies sales for a year after 
machine installation. The supplies salesman turns in 
leads to the machine man and is paid a commission on 
whatever sales develop as a result of his leads. Some 
customers formerly objected when their accounts were 
turned over to a new man as soon as the machine sale 
was made. Besides the salesman who made the instal- 
lation getting the supplies business for a year, the cus- 
tomer now gets the assistance of the man who sold the 
System for the same period. 

E. H. Corey, who became Chicago manager of the 
Tabulating Machine division of International Business 
Machines Corporation the first of the year, told of his 
company’s plan of putting the student salesman in 
service work, with the student working directly under 
the senior salesman, but under control of the manager. 
The student works on small customers and prospects 
and gets half the commission on business developed, 
although the senior receives full quota points. The 
student plan provides for a more complete combing of 
the territory. 
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Semi-Annual Sales Meeting, Zion Office 
Supply Division, Zion Industries, Inc., Held 
in the Club Rooms of the Zion Business 
Men’s Forum, Zion, Ill. December 27, 
1935-—Activities of the past year were re- 
viewed and a substantial gain in business 
was shown. The sales program for 1936 
was outlined, particular attention being 
devoted to new lines, among which is that 
of the Shaw-Walker Company. Seated, 
left to right: Harry F. Luther, advertis- 
ing manager; J. S. Walters, auditor; J. 
G. Burgess, manager; M. M. Philipsborn, 
assistant general manager, Zion Industries, 
Inc.; R.R. Pihl, secretary, Zion Industries, 
Inc.; O. R. McIntosh, sales manager, and 
S. W. Kutz, salesman. Second row: Wil- 
fred Tate, Ralph Brow, Leroy Peacy, 
Mark Smith, shop foreman; Chester Ship- 
pey, Sam Harwood, Clark McCulloch, and 
W. W. Christmas. Top row: M. P. Barton, 
I. S. Mason, A. Krinner, E. L. Brown, H. 
D. Lee, K. W. Larsen, and E. Huyck. 


Walter O’Donnell, former president of the New York 
Office Appliance Managers Association, and newly ap- 
pointed district manager for the Time Recording Di- 
vision of I. B. M., was a guest of E. L. Capehart, his Chi- 
cago manager. Called upon for a few remarks, he said 
that three years were necessary to thoroughly train 
good specialty men. He explained that the junior 
salesman becomes dissatisfied if he is given only re- 
mote calls and the most difficult sections of the terri- 
tory. He recommended more cooperation. He asked a 
question as to what it costs to replace good salesmen 
in the specialty business. He expressed his belief that 
the companies should keep that question in mind and 
help in the development of new men both financially 
and otherwise. 

It was announced that the topic for the next meet- 
ing would be How Are Salesmen Compensated? 

——_—~>———_ 
CONNECTICUT STATIONERS PLAN MEETING 

The Connecticut Valley Stationers Association will 
hold its annual convention and business meeting, 
February 12 at the Hotel Bond, Hartford, Conn. 

The meeting will begin shortly after noon with 
Charles Garvin, general manager of the National Sta- 
tioners Association, as guest of honor and principal 
speaker. A dinner will be served at 6:30 o’clock and the 
evening will be given over to entertainment. Follow- 
ing the practice of several years standing the affair 
will be informal and for men only. 

President Leo Burt extended an invitation to all 
manufacturers representatives and stationers to at- 
tend. He explained that while advance reservations 
are desired, those who choose to attend will be provided 
for. The chairman of the general arrangements com- 
mittee is Gustave Fischer, Gustave Fischer Company, 
Hartford, Conn. 

—— - > - 
COMMERCIAL AGENCY ELECTS OFFICERS 

The Commercial Stationery & Office Outfitting 
Agency, Houston, Tex., last month held its annual elec- 
tion of officers and the following were appointed to 
office: 

Gordon L. Baines, Fulton Stationery Company, presi- 
dent; Irvin Waldman, Houston Printing and Stationery 
Company, vice-president; C. R. Bonnet, Standard Print- 
ing & Lithographing Company, secretary-treasurer; E. 
Y. Cottingham, Houston Stamp & Stencil Company, 
and Dave Reed, American Printing Company, Gal- 
veston, board members. 
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ILLINOIS RIBBON AND CARBON ASSOCIATION 
PLANS BIG DRIVE 

As a means of strengthening the organization, re- 
cently elected officers of the Illinois Carbon Paper & 
Inked Ribbon Association are completing plans for a 
State-wide membership drive to be launched within 
a few weeks. 

Heading the campaign are Fred W. Neely, F. W. Neely 
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I red W . Neely 





Company, president; Harold A. Quest, Quest Manufac- 
turing Company, vice president, and Arthur W. Andre, 
A. W. Andre Company, secretary and treasurer. These 
men were elected to office last January 7 together with 
the following who were named as directors: 

Edward D. Roberts, E. D. Roberts & Company, 
Howard W. Rotherick, Old Town Ribbon & Carbon 
Sales Company, and Charles J. Windsor, Robert S. Leete 
& Company. 

In explaining the membership drive President Neely 
said: 

“We feel that with the entire state of Illinois included 














Andre H. A. Quest 
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in our jurisdiction there are many dealers and manu- 
facturers of ribbons and carbons who are not yet mem- 
bers of the association and therefore cannot partici- 
pate in our efforts to improve conditions for the indus- 
try in our state 

“With this in mind we intend to call upon every 
present member of the Association to join the drive 
with us. After giving the matter considerable atten- 
tion we will decide upon a ‘quota’ of new memberships 
which we will ask every member to bring in. At the 
same time we will take steps to point out to non-mem- 
bers the vital necessity of banding together into one 
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centralized organization for the purpose of guarding 
our interests.” 

The Illinois Carbon Paper & Inked Ribbon Associa- 
tion is headed by men who have more than a score of 
years in the industry to their individual credits. Mr. 
Neely entered the business thirty years ago, while Mr. 
Quest began twenty-five years ago and Mr. Andre be- 
gan in 1913, twenty-three years ago. 

At the annual meeting in which the new officers were 
elected, a unanimous vote of thanks was tended Melvin 
L. Hill, of the Miller-Bryant-Pierce Company, Aurora, 
Ill., the retiring president, as well as to the other retir- 
ing officers of the organization 

The association wound up its 1935 program with an 
annual Christmas party held in the Medinah Michigan 
Avenue Club on December 20. A large crowd of mem- 
bers and their gues‘s attended the affair at which the 
features of the evening were a dinner and a program 
of entertainment and dancing. 

The next meeting of the association will be held on 
Tuesday, February 4 in the Queen Room of the Hamil- 
ton Club. The meeting will begin at 6:30 o’clock. 

- a 
MILWAUKEE DEALERS ELECT OFFICERS 

At a combined monthly meeting and dinner held on 
Tuesday, January 14, in the American Legion Cudworth 
Memorial Building, the Milwaukee Typewriter & Office 
Machine Dealers’ Association, elected officers for the 
ensuing year. Those appointed to office were: 

E. W. Doepke, president, S. J. Olsen Company; W. B. 
Teeter, vice-president, Teeter-Warsh Company; E. J. 
Anderson, secretary and treasurer, Ed J. Anderson 
Sales Company; Fred G. Jonathas, member of execu- 
tive board, Typewriter & Adding Machine Exchange; 
E. L. Weiser, member of executive board, Remington 
Rand, Inc.; and E. H. Jones, member of executive 
board, L. C. Smith & Corona Typewriters Inc. 

Following the election and addresses by several of 
the new officers, Mr. Anderson presented his financial 
report for the year, in which he explained that a 
reasonable balance was on hand for the start of 1936. 

oe 
ATLANTA O. A. ASSOCIATION ELECTS OFFICERS 

At a recent meeting F. R. Wood of the Felt & Tarrant 
Manufacturing Company, Atlanta branch was elected 
president of the Atlanta Office Appliance Association. 
Stanley B. Ashley of the Elliott Addressing Machine 
Company was elected vice president. The board of 
directors of the Association consists of the officers and 
J. A. Archer and W. Hugh Price who were elected at 
the annual meeting. Mr. Price is local manager of 
the Monroe Calculating Machine Company and Mr. 
Archer is manager of the Tabulating Machine Com- 
pany Division of the International Business Machine 
Corporation. 

A new member of the association is H. J. Garrett 
of the Miller, Bryant & Pierce Company branch in 


Atlanta. 
> 
PHILADELPHIA DEALERS STAGE CHRISTMAS 
PARTY 


With more than fifty members and guests present, 
an annual Christmas party of the Office Equipment 
Association of Philadelphia was held on December 19 
in the Hotel Pennsylvania. Blaine Rawdon, vice-presi- 
dent of the organization, acted the role of toastmaster 
and introduced Bob Carlile of Ditto, Inc., president of 
the association, and N. C. Hale of the Dictaphone Sales 
Corporation, and secretary of the local organization. 
A dinner and a floor show were features of the event. 
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JUNGBLUTH ADDRESSES CHICAGO TYPEWRITER 
DEALERS 

At the regular monthly meeting of the Chicago Type- 
writer Dealers Association held at the Medinah Athletic 
Club, Tuesday evening, January 14, Clyde Jungbluth, 
manager of the portable typewriter division of the 
Underwood Elliott Fisher Company, addressed the 
group. He commented informatively upon the portable 
typewriter situation, pointing out that solution to the 
problem resides in cooperative effort upon the part of 
all concerned—manufacturers, wholesalers and retail- 
ers. His remarks were received with the careful atten- 
tion that they deserved. 

J. E. Turner, assistant to Mr. Jungbluth, and George 
S. Walker, portable field representative for the Under- 
wood Elliott Fisher Company, were also guests during 
the evening. Mr. Turner was introduced and responded 
briefly. He was followed by Mr. Walker who referred to 
a remark that he had made several months previously 
at a meeting of the Chicago association relative to the 
sound condition of the typewriter industry. His refer- 
ence was particularly concerned with the excellent 
record made by retailers throughout the country. He 
assured his listeners that, in his opinion, prosperity 
was unquestionably returning. 

President Albright commented at some length on the 
general situation, emphasizing the fact that today 
there is definitely a seller’s market. He referred to the 
value of a good business reputation built upon integrity 
of merchandise, service and all relations with the cus- 
tomer. 

A discussion ensued relative to the provision of some 
sort of entertainment at the meetings. Upon invitation 
Roy Anders of the Ames Supply Company, who chanced 
to be present, sat down at the grand piano in the room 
and by manipulating the piano keys and strumming 
the sounding wires rendered a number which was an 
excellent imitation of a Hawaiian guitar. Mr. Anders 
is a former orchestra leader and a musician of con- 
siderable skill. 

The discussion of entertainment features terminated 
in a decision to try such a program for a few meetings. 

> 
CHICAGO DEALERS CLUB ELECTS OFFICERS 

At its first regular meeting held last December, the 
Chicago Office Furniture Dealers Club elected officers 
for the ensuing year. Those elected to office were: 

William Kendrick, Kendrick Furniture Company 
chairman; Joseph Ginsburg, Joseph Ginsburg, Inc., 
vice-chairman; W. J. Shay, Peerless Office Furniture 
Company, secretary-treasurer. 

An executive committee which was appointed is com- 
posed of Mr. Kendrick, Mr. Ginsburg, Mr. Gronier, 
Chicago Safe & Merchandise Company; Mr. Ericson, 
Mead & Wheeler, and Mr. Spitzer of Spitzer’s Office 
Furniture Company 


Here is The Kansas City Braneh of the 
Columbia Ribbon & Carbon Manufactur- 
ing Company. Standing, L.to R.: W. E. 
Matthews, C. F. Moncus, W. B. Seaver, 
F. C. Ruland, E. F. Perkins, G. B. McDon- 
ald, S. J. Murphy, Francis Essig, R. J. 
Simpson, K. I. Colver, H. D. Meyers. 
Seated, L. to R.: Pauline Lisser, R. C. 
Moore, Martha Hanson, Carl Land, Effie 
R. Spengler, B. J. Holz, Helen McKernan, 
C. H. Wallace, Thelma Martin. O. W. 
Kuntz, W. R. Benge. 
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ATLANTA STATIONERS ELECT KAPLAN 

Isaac Kaplan, head of the Atlanta Office Supply 
Company, Atlanta, Ga., has been elected president of 
the local stationers’ association to complete the term of 
John M. Cooper of the Foote & Davies Company, who 
recently resigned. 

Mr. Kaplan takes over his new duties with the 
splendid qualifications of several years of service as the 
secretary of the organization. Mr. Kaplan’s former 
office will be assumed by Arthur Hubert, Jr., secretary 
of the Georgia State Stationers Association. 

Plans are now being made for receiving the regional 
convention of the National Stationers’ Association 
which will take place in Atlanta next April. 

Two well known members of the local trade have 
served the National Association as president—Ivan 
Allen and Charles M. Marshall, both of the Ivan Allen- 
Marshall Company.—_JHR 


coumitiiititionss 
WESTERN BANK HOLDS SALES MEETING 

The Western Bank and Office Supply Company, Okla- 
homa City, last month held its annual three-day sales 
meeting which was attended by the entire sales force, 
including the outside men. The meetings were held at 
the Oklahoma Club. Outside salesmen reported an in- 
crease in the sales during 1935 over those of 1934 and 
were unanimous in their optimistic outlook for 1936 
business, according to J. L. Wren, secretary-treasurer of 
the firm. 

a 
COLUMBIA BRANCH IN KANSAS CITY HOLDS 
THIRD ANNUAL SALES MEETING 

The Kansas City branch of the Columbia Ribbon & 
Carbon Manufacturing Company held its third annual 
sales meeting on January 27 and 28 at the Muehlebach 
Hotel in Kansas City. A record crowd attended the 
event, the feature of which was a banquet held on the 
last of the two day convention. 

Included among the delegates who registered in 
Kansas City hotels for the event were representatives 
from Texas, Oklahoma, Nebraska, Iowa, North and 
South Dakota, Kansas, Missouri, New Mexico, Colorado, 
Arkansas and Minnesota. When the meeting ended all 
of the delegates returned to their respective territories 
feeling that the time was well spent and with renewed 
enthusiasm for 1936. 

According to R. C. Moore, manager of the Kansas 
City branch office, the visitors gave enthusiastic re- 
ports of increased business during 1935. Mr. Moore 
said: 

“This organization reports the close of the best year 
in the history of its business. One of the principal sub- 
jects under discussion at the meeting was the better- 
ment of plans, ways and means of distributing Colum- 
bia products through the firm’s various distributors 
throughout the country.” 
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CHICO CLUB HOLDS ANNUAL DINNER 

The annual dinner of the Chico Club was held on the 
evening of January 13 at the Mid-Western Athletic 
Club, Chicago, which is located on Hamlin avenue op- 
posite Garfield Park. The attendance was about 115. 
which is greatly in excess of the club membership. 

There were no speeches even though there was a 
speakers’ table. Cless Burras of Oak Park, president 
of the Chico Club, performed the duties of toastmaster. 
Before the dinner he called upon Russell Carpenter, 
president; Harry Balch and Norman Pearce, vice-presi- 











Cless O. Burras 


dents, and Al Skibbe, chairman of the board of the 
Wis-Ill Club; John Gilbert of Office Appliances and 
John Smythe of Geyer’s, each of whom made brief re- 
marks, Mr. Balch and Mr. Carpenter telling of the sta- 
tioners sales meeting to be held the following week 
under the auspices of the Wis-Ill Club. Music was 
furnished between courses and after the dinner. 

Among the out of town visitors were Jess Sutton 
of Danville, Ill., former president of the Illinois Book- 
sellers and Stationers Association; S. W. Beck of Elgin, 
and R. M. Robinson of Michigan City, Ind. Several 
downtown stationers were represented and many of 
the manufacturers. The membership of the Chico Club 
is composed of commercial stationers in outlying parts 
of Chicago and nearby towns. The club is a very live 
organization. The arrangements for the annual dinner 
were handled by Ernie Lund of Englewood Blue Print 
Company 

- 

GRAFF GREETS EMPLOYES BY LONG DISTANCE 

Although many miles away at his winter home in 
Southern Pines, N. C., George B. Graff, president of 
George B. Graff Company, 54 Washburn avenue, North 
Cambridge, Mass., took an active part in the Christ- 
mas festivities at the company offices on the afternoon 
of December 24 

Following a puppet show which featured the enter- 
tainment program, those assembled received a per- 
sonal Christmas greeting from their chief, his voice 
being carried to them by means of a long distance tele- 
phone connection and amplified by means of a public 
address system. This is said to be the first instance 
where the local telephone company has installed a 
public address system for use with long distance. 

At the conclusion of his general message Mr. Graff 
called upon each employ personally to step up and 
receive a bonus check which was handed to each lucky 
person by a member of the executive staff. 

The entire broadcast was most effective and enjoy- 
able, Mr. Graff's voice coming to his hearers perfectly. 
At the conclusion of the broadcast the party continued 
with music, dancing and refreshments. 
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WINNIPEG STATIONERS ELECT OFFICERS 

The Stationers Association of Winnipeg last Decem- 
ber held its sixth annual meeting for the purpose of 
electing officers for the ensuing year. The meeting was 
held on December 10 and a record crowd attended the 
event, both for the purpose of bidding goodbye to the 
retiring officers and welcoming the new ones. Those 
elected were: 

W. C. Borlase, Winnipeg manager of the Office Spe- 
cialty Manufacturing Company, Ltd., president; E. A. 
Blanchard, The Blanchard Stationery Company, Ltd.., 
vice-president; Vernon Nobbs, The Luckett Loose Leaf 
Company, Ltd., secretary; F. J. Dool, G. R. Bradley & 
Company, treasurer; and L. Sladdin, The Bishop Print- 
ing Company, Ltd., auditor. 

During the evening a presentation of a handsome 
traveling bag was made to the retiring president, J. C. 
Irvine. The gift was presented Mr. Irvine on behalf of 
the association members by Eric Jeanfavre of the 
Grain Exchange Stationery Company. 

After Mr. Irvine delivered a short address, express- 
ing his sincere thanks for the support and co-operation 
of the membership during his two years in office, Mr 
Borlase addressed the gathering and then called upon 
each of the other newly elected officers to a say a few 
words. 

— 

CARROLL HEADS N. Y. TYPEWRITER DEALERS 

The first monthly meeting of the year and the elec- 
tion of officers was held by the National Typewriter 
& Office Machine Dealers Association of New York on 
January 8 in the Dixie hotel. 

The newly-elected officers were: 

Peter J. Carroll, Giobe Typewriter Company, presi- 




















P. J. Carroll A. J. Pohl, Jr. 


dent; Samuel Hutter, Checkwriter Company, vice- 
president, and Anton P. Pohl, Jr., Business Machines 
Service Company, re-elected secretary and treasurer. 
Theodore Schafer, the retiring president, was pre- 
sented with a handsome traveling bag by George Con- 
very on behalf of the membership. In a speech of ac- 
ceptance Mr. Schafer said he would use the bag when 
he made his trip to the convention in Kansas City. 
Following a lengthy debate a new rate of dues was 
agreed upon as a means of bringing new members into 
the association ranks. 
> 
ST. LOUIS STATIONERS TO INSTALL OFFICERS 
Installation of newly-elected officers will be held 
February 11 together with the annual inaugural din- 
ner of the Stationers Association of Greater St. Louis. 
The event is to be held in the Hotel York where 
elaborate plans have been made including a complete 
redecorating and remodeling scheme has just been 
(Turn to page 123, please) 
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THERE ARE THOSE WHO CARRY THE 
TORCH AND THOSE WHO CAST IT ASIDE 





In all the stress of these strenuous days there is need 
to restate, again and again, the illuminating fact that 
American Business is essentially fine and high-minded. 
For all the world it has long carried the flaming torch 
of integrity. No other country has had its high standard 
of ethics. No other country has excelled it in the pro- 
duction of honest and superior merchandise. Even today 
America stands alone in the number of its outstanding suc- 
cesses that have come from the making of conspicuously worthy 
wares. » » » In stout determination to produce only that which 


is excellent, and to give freely a nation-wide service of unique 


character, this company reasserts its tenacious faith in the forth- 


rightness of American Industry. A. B. Dick Company, Chicago. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Stationers Association 








OFFICERS: 


Blane ]. Bristoll, Koch Brothers, Des Moines. lowa. president; R. A. Maish, Dennison Manufacturing Company, Framingham, 
Mass., vice-president and chairman, manufacturers division; Craig Sheaffer, W. A. Sheaffer Pen Company, Fort Madison, lowa, 
vice-chairman, manufacturers division; Edward H. Wobber, Wobber’s, Incorporated, San Francisco, Cal., vice-president and chair- 
man, distributors and wholesalers division; Arthur L. King, Ward’s, Boston, Mass., vice-chairman, distributors and wholesalers divi- 
sion; Herman Cast, Western Lithograph Company, Wichita, Kansas, vice-president and chairman, office furniture and office out- 
fitting division; Wm. H. Schmiederer, Buxton @ Skinner, St. Louis, Mo., vice-president and chairman, manufacturing stationers 
division; Paul W. Cheney, Southworth Company, West Springfield, Mass., vice-president and chairman, field division; W. E 
Stockett, Jr., Stockett-Fiske Company, Washington, D. C., treasurer; Woodson P. Waddy, Everett Waddy ( ompany, Rich- 
mond, Va., auditor; C. P. Garvin, Washington, D. C., secretary and general manager. 
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General Offices and Information Bureau 


Place of Next Annual Convention 


N.S.A. REGIONAL MEETINGS BEGIN MARCH 19 
IN TEXAS 

A tentative program of dates for the forthcoming 
regional conventions of the organization was issued 
last month by Charles P. Garvin, general manager of 
The National Stationers Association. 

While some of the dates set are definite, it 
pointed out that many others are only tentative at the 
present time and are subject to change. 

Districts with dates for their meetings already set 
are as follows: 

District 9, Dallas, March 19 and 20. District 10, Den- 
ver, April 7 and 8. District 8, Kansas City, April 10 and 
11. District 7, either Des Moines or St. Paul, April 13 
and 14. District 5, Detroit, April 17 and 18. District 4, 
Atlanta, April 23, 24 and 25 

Actual meeting dates for the Pacific Coast are to be 
announced later, Mr. Garvin said. 

At the same time Mr. Garvin declared that inasmuch 
as the convention is due to be held in Chicago the 
regional meeting may not be held in District 6 until 
the convention date arrives. 

Mr. Garvin also said that the programs of the re- 
gional meetings this year will deal very definitely with 
certain basic problems confronting the industry and 
that along with the consideration of these problems a 
definite time will be set aside at each regional meeting 
for a members’ meeting for the purpose of signing up 
committees the country over to deal in a much more 
intensive way with Association problems and industry 
problems. It is also proposed at the regional meetings 
to devote definite time to sales promotional material 
and to forums on the Fair Trade Act and the tax 
situation. 


was 


> 

FOURTH DISTRICT MEETING 
H. G. Carithers, of Atlanta, co-chairman of the 
Fourth District, National Stationers Association, ac- 
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525 Investment Building, Washington, D. ¢ 


Chicago, IIl. 


cording to Carl Kern, president of the Florida associa- 
tion, states extensive plans are being made for the 
convention in Atlanta. 

Fully cognizant of the troubles that confront the 
business, Mr. Carithers states that general discussion 
will be had by men who know what is the matter and 
can alsa have influence in working out the problem. 
Morris E. Hansell, of New Orleans, associate presiding 
officer of the district, reports interest in his division 
and anticipates that there will be a good attendance 
at Atlanta. 

For the Florida state association meeting in Miami 
on February 29, President Carl Kern anticipates much 
real good. The call for attendance of manufacturers 
and wholesalers of the entire country on a program of 
get together for mutual safety is receiving encourage- 
ment. “It is essential that we not only educate the 
members of these groups,” says Mr. Kern, “but that 
dealers themselves be impressed with the good judg- 
ment of standing by those who stand by us.” Indica- 
tions are that the Miami meeting is going to be a 
big one-—HWL 

— 
BOSTON STATIONERS TO HOLD ANNUAL BANQUET 

Members of the Boston Stationers Association will 
gather at the Parker House on Monday, February 10, 
to hold the forty-seventh annual banquet of the or- 
ganization. The affair will be staged in the new roof 
ballroom of the hotel. 

According to present plans a feature of the event 
will be the appearance of a guest speaker, not yet 
named, who will address the gathering on matters per- 
taining to the industry. Following this, several vet- 
erans of the Association will be presented with “Fifty- 
year Certificates” on the occasion of having served as 
members of the organization for that period of time. 

The balance of the evening will be devoted to music 
and dancing and other forms of entertainment. 
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Just “made CO order” Designed and made for type- 


writing needs by a leading typewriter maker. That’s 


why Type Bar Brand ribbons and carbons turn out 







uniform and clean-cut work under widely different 


LC SMITH 
& CORONA 
RIBBONS 
and 
CARBONS 





conditions and on many types and makes of machines. 






Excellent for every general use... and of course 






just ‘‘made to order’’ for L C Smiths and Coronas. 





A grade and a price for practically every need. 






For information address L, C Smith & Corona Type- 


writers, Inc., Desk 2, 191 Almond St., Syracuse, N.Y. 














THe peauty ... the buoyancy ... the comfort .. . the charm 
of aluminum are well expressed in these new GF Office Chair 
models now available to all GI dealers. Chairs have suffered 
from use more than all other office equipment during the fast- 
vanishing depression. This fact, coupled with the impelling 
urge for modernization, gives you a tailor-made market for 
GF Aluminum Chairs. And GF leads again . .. by meeting 
a waiting opportunity with a line of merchandise exactly fitted 
to the oceasion ... by placing its dealers in first position with 
merchandise to match the times .. . by offering its customers 
the advantages of expert craftsmanship in mass production. 
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FEATURES 


Typically modern in appearance. * Maximum com- 
fort. * Stronger, lighter, more durable. * Lowest 
depreciation and maintenance. * Bassick Flotilt 
swivel irons — ball-bearing casters. * Permanent 
finishes of natural aluminum, sand-blast aluminum or 
grained effects. * Large chairs upholstered in genu- 
ine leather — smaller chairs in best grade fabrikoid. 
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DEMONSTRATION... 7Zhati the 
GYocret of Maximum Vales 


When an orator wants to emphasize some point, he 
does it often by simple repetition. Lloyd George, for 
example, during the war, said the need was ships, 
ships, and more ships. The slang on the street goes. 
Am I good or am I good. The thing that sells LIBERTY 
Boxes in maximum volume is demonstration, demon- 
stration and more demonstration. 

In selling, seeing a thing is better than merely hear- 
ing about it—handling is still better. The illustration 
above tells the story. The salesman is showing an 
actual LIBERTY Box. The executive is interested be- 
cause he sees with his own eyes, can handle and 
examine the actual product he is asked to buy. 

LIBERTY Boxes lend themselves particularly to 
demonstration. Where a regular-sized box cannot be 
carried, we furnish free a sample LIBERTY box, mini- 


ature size, that will fit into your brief case. All features 
of construction are there—actual fibre board, scoring. 
eyelets, the semi-sealing feature and so on. You can 
show the prospect how the box sets up instantly, that 
there are no loose parts, why labelling is easy. 
Most important of all, special emphasis can be given 
to the fact that there are sizes for every storage 
filing need. 

This last point needs special emphasis. Our inves- 
tigations show that LIBERTY dealers’ salesmen who 
are using our miniature sample box and other free 
demonstration helps (write if you want them)—and 
who constantly stress the use of all LIBERTY box sizes 
needed—are landing more orders. Actual records are 
at hand showing sales increases of 20 to 30 to 50%, 
or even more when these suggestions are followed. 


BaNKERS Box Company 


ESTABLISHED 1918 


536-538 SOUTH CLARK STREET....CHICAGO, ILLINOIS 


LIBERTY Permanent Binders, for binding loose leaf records in 
book form, users doing their own binding in their own offices. Z 
have a wide appeal. Interested dealers are invited to write for C 


information. 
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LIBERTY String Binders are unequalled for pack- 
aging almost any kind of records. Better than 
wires, straps. rubber bands. This is a live item. 
No stock to carry. Ask for particulars. 
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VICTOR SAFE INCREASES SALES FORCE 


The Victor Safe and Equipment Company, Inc., North 
Tonawanda, N. Y., recently announced the appointment 
to its New York sales staff of Benjamin Okin and P. E. 


Thomas. They will join Ralph K. Moulton, district 
sales manager, in contacting the dealers in that terri- 
tory. 


Mr. Okin, who has had wide experience in the field, 
began his career with the Equitable Building Stationery 
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P. E. Thomas Benjamin Okin 


Company as manager. Subsequently he was connected 
with the loose leaf department of A. Langstadter, leav- 
ing that firm to join the Wilson-Jones Company. 

In the Wilson-Jones organization Mr. Okin was va- 
riously sales representative, district sales manager in 
Philadelphia and later in Metropolitan New York. Be- 
fore joining Victor he was general manager of the mid- 
western division of the Spiral Binding Company. 

Mr. Thomas has also considerable experience in the 
office equipment field. From 1904 to 1923 he was in the 
New York retail sales division of the Yawman & Erbe 
Manufacturing Company. From there he went to the 
Browne-Morse Sales Company, Inc., as office manager 
and sales representative to the retail trade. In 1928 he 
joined the Browne-Morse Company of Muskegon, Mich., 
where he gained a wide acquaintance with dealers and 
their salesmen. 
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HARTER LINES INCREASE GLOBE COMPANY SALES 


An optimistic outlook for the year 1936 was voiced 
recently by officials of the Globe Furniture Company, 
168 West Monroe street, Chicago, when they revealed 
the fact that sales had greatly increased in the Harter 
Corporation lines of metal posture and non-posture 
chairs. 

The statement was made by P. H. Bolten, president 
of the firm, who also explained that his company’s 
handling of the Harter lines had increased the sales of 
the Globe Company’s other products. 

“There seems to be an increasing demand for office 
Suites,” Mr. Bolton said, “which indicates continued 
improved business. We are taking full advantage of 
the demand because we can now offer desk ensembles 
with any one of a dozen Harter Corporation metal pos- 
ture or non-posture chairs to match our various of- 
ferings.”’ 

At the same time it was learned that Adrian Davis, 
who has been a member of the sales staff of the Globe 
Furniture Company for many years, has also taken over 
the Harter agency in Chicago. Mr. Davis explained 
that he will not sever connections with the Globe firm. 
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PANAMA 


. The Short Cut 


WEW YORK 


HN SEE the difference! 
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‘ — the long way, 


\ 8,066 miles “’out 
of the way.’’ 


—_____the “short ‘ 
cut’’ through the \ 
Panama Canal. 
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EMBOSSED 
FOR YOUR 
PROTECTION 


SEE - WORTHY? 


Many good letters have often “Gone 
to the bottom"’ of the waste basket 
merely because they didn't look so 
good. 


Panama-typed letters never sink on 
the vital score of appearance. They 
save failures. 


Risking failures to save pennies on 
a ribbon is like sending ships around 
the Horn to save Canal tolls. It just 
is not worth it. 


a 
Ask Your PANAMA Man 


MANIFOLD SUPPLIES COMPANY 


Manufacturers of 


PANAMA and BEAVER 
BROOKLYN, N. Y. 











writes an enthusiastic ACE distributor from overseas in 
a New Year’s letter, 

“and we always imagined that we were kept 
fairly busy. Now since the advent of the ACE 
our telephone switchboard seems to be jammed 
all day long... our staff is increasing in 
numbers . .. never in our whole history have 
we had a better article of merchandise to sell 
than the ACE... it would take too long to 
tell you of the expressions of praise the ma- 
chines have produced from customers .. . and 
we say without hesitation that the Ace Fastener 
Corporation are to be congratulated on having 
produced such fine quality goods .. .” 


MH you want logo places’ in 1936 


STAPLING 


AC MACHINES 


will speed you on your way 


THE LEADERS pool 
Veritable a 


Monuments to 










Engineering 

Genius and to | $6.00 

Manufacturing ee 
uarantee 


Skill 


Prices Apply East of Rockies 








Fs ll PF Lbadl 
ACE FASTENER CORP. 
3415 N. Ashland Ave. Chicago 


THE WORLDS SEST STAPLING MACHINES 
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AMES ESTABLISHES TWO BRANCH OFFICES 
For the purpose of adding to the convenience of out- 
of-town customers, the Ames Supply Company, 564 
West Randolph street, Chicago, last month opened two 


| branch offices at 206 Lane street, Dallas, Tex., and 617 


Commercial place, New Orleans, La. 
Both offices, which are under the management of A. 
W. (“Tony”) Kartous, have had installed the latest 











\. W. Kartous 


type of Timkin bearing grinding equipment necessary 
for the production of fine quality platens. In addition 


| the branches also carry complete stocks of platens, 


parts, carbon paper and the firm’s lines of Mercury 
pure silk ribbons and True Mark ribbons. 

Mr. Kartous possesses a thorough knowledge of the 
trade having had more than twenty-five years experi- 
ence in the manufacture and distribution of type- 
writers and platens. 

- > 
“ACRES OF DIAMONDS” 

As a means of aiding business men in the search for 
profit-making ideas in their business, regardless of its 
nature, the Acme Card System Company, Chicago, is 
offering with its compliments free copies of the book 
“Acres of Diamonds” in its original form as originally 


| delivered by Russel H. Conwell in his lectures. 


“Acres of Diamonds” tells the story of the ancient 
Persian who sold his farm so that he might go into the 
world seeking his fortune in diamonds. But while the 
Persian was wandering afar in his quest for riches and 
power, diamonds were found upon the farm by its new 
owner. 

Distribution of copies of the book within the sales 
organization of the Acme Card System Company led 
to a quick response in increased activity and sales on 
the part of the men who received the book. As a result 
many Acme salesmen were invited to address sales 
meetings of other companies. 

From this developed the merchandising plan of of- 
fering a copy of “Acres of Diamonds” without cost or 
obligation to every business executive who requests it 
on his letterhead. Each copy of the book will be per- 
sonally autographed by F. H. Johnson, president of the 
Acme Card System Company. 

iliaeeiaain 
HOLMES TAKES NEW TERRITORY FOR MASHEK 

J. B. Holmes, who has been spending most of his time 
closer to Chicago is now traveling Indiana, Michigan, 
Ohio and Kentucky for Frank Mashek & Company. He 
has made a complete trip through the territory with 
gratifying results. The Mashek Company makes an at- 
tractive line of brief cases and other stationer’s leather 
goods. 
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MISS VERONICA SHEEHAN, Under- 
wood Sundstrand Operator for Big Com- 
munications Company, Demonstrates Speed 


of Touch Figuring under the Stop-Watch. 










ISS SHEEHAN, whose picture you see above, operates an Under- Numeral k- 
wood Sundstrand, as part of her daily job...and accepts its speed y ’ IS 
as a matter of course. Only when told how much longer it would have -thats all 


taken another machine to do the same amount of work, was she really 
impressed. You see, stop- watches had registered her figuring at the rate 
of 5040 items per hour! ° e 


The big Underwood Sundstrand speed factor is Touch Figuring. Only 
the fingers of one hand are on the keyboard. The eyes and the fingers of 
the other hand are free to follow the work. 

Underwood Sundstrand Adding- Figuring Machines are establishing 
figuring records in all types of business today. They add, subtract, mul- 
tiply and divide. They write figures on the tape 15% to 25% faster. 
Through 3-Point Control, a new exclusive feature, they provide amazing 
figuring short-cuts and simplify machine division and multiplication. 


Adding Machine Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Adding Machines. ..Typewriters... Accounting Machines 
Carbon Paper, Ribbons and other Supplies 
342 MADISON AVENUE, NEW YORK, N.Y. 


Sales and Service Everywhere 





In speed, accuracy, durabil- 
ity and simplicity, the Un- 
derwood Sundstrand is 
supreme. It is backed by Un- 
derwood Elliott Fisher, with 
its nation-wide, company- 
owned service organization. 


UNDERWOOD SUNDSTRAND 


ADDING-FIGURING MACHINES 
Underwood Elliott Fisher Speeds the World’s Business 
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SMARTLY STYLED IN STEEL, AT PRICES 
YOUR CUSTOMERS CAN WELL 


FFORD TO PAY 











ITH the introduction of the Colum- 

bian Suite, pictured here, steel office 

chairs take on an entirely new im- 
portance. Here for the first time is rich styling 
in steel, the result of expert designing. These 
sensational chairs enable you to provide the 
luxurious comfort and beauty your customers 
desire, at prices they can afford to pay! 

Into this series is built the lifetime rugged- 
ness of Harter steel construction, with less weight 
than found in comparable models of wood. 
The swivel model is equipped with a new type 


springless, no-squeak chair iron in which per- 
fect swiveling and tilting are achieved through 
perfect balance—without slip or side-sway 
and with permanent quiet. 

Finished in lustrous gun metal, or in green, 
maroon, brown or black as desired. High grade 
genuine leather used in the upholstering, in 
either black or standard colors. 

Write at once for full details and prices on 
this outstanding line. “Go to town” on deluxe 
furniture sales which you can now make at at- 


tractive prices. 


THE HARTER CORPORATION 


Manufacturer of the World’s Finest Steel Seating Equipment 
STURGIS, MICHIGAN 
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PRICE RAISED ON SOME OAKVILLE LINES 


Coincident with an announcement that an advance 
in price has been made on several of its items of the 
Yellow Box line, the Oakville Company, division Sco- 
vill Manufacturing Company, Waterbury, Conn., has 
completed a new price list which is now available for 
dealers. The new prices became effective January 2 
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This Interesting Display of Mak- 

Ur-Own Index Tabs Featuring the Famous “Cats Eyes in 

the Dark.” Brown Brothers, Ltd., of Toronto, Canadian 

distributors, who used this display in connection with a 

Stationers Convention report that Mak-ur-own 

Tabs are a good seller with stationers throughout 
the Dominion. 


From Canada Comes 


recent 
Index 


> 
DIEBOLD ISSUES SECURITY ACT BULLETINS 

As a means of aiding salesmen and others affected 
by the recently enacted Federal Security Act, the Die- 
bold Safe & Lock Company of Canton, Ohio, last month 
issued two special bulletins covering every phase of this 
legislation. 

The bulletins, both of which have been placed in the 
hands of all Diebold dealers and direct sales represent- 
atives, are of particular service to representatives of 
the company in that they present a complete interpre- 
tation of the Act and its various titles. 

Besides explaining the Act in detail, the bulletins 
point out the various methods of record keeping which 
are required for payroll and other forms, and stress the 
added need for adequate fire protection which the rules 
governing the keeping of records now require. 


>-— 
CARLISLE GETS NIAGARA AGENCY 
A. Carlisle & Company, Upham & Rutledge, Inc., San 


Francisco, last month announced the opening of an 
agency for the Niagara Duplicator Company to- 


gether with the establishing of a duplicator depart- 
ment. The new department, which will be under 
the charge of Edwin E. Hughes, will stock a complete 
line of duplicator supplies, Copy-Right brand stencils 
and duplicating ink. The company will also maintain a 
service department manned by factory-trained em- 
ployes who will supply free cleaning and machine ad- 
justment for customers. 
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We all want Money for pretty much the 
same reason--to get things in life we 
need and want. 


The House of A. W. Faber has prospered 
for many years—-because it has always 
produced quality merchandise that the 
public wants. A. W. Faber Dealers 
have always prospered selling this 
merchandise. 


A. W. Faber Dealers are now earning 
generous profits selling our famous 5c 
COLUMBUS Pencil. First, because it is 
far and away the best writing nickel 
pencil on the market. Second, because 
our policy of awarding protected dealer- 
ship insures protected profits, free from 
abuse of cut-throat competition. It pays 
to be a COLUMBUS Dealer. It pays a 
rich harvest of nickels and dollars. 
Franchises are available in your terri- 
tory. Write for full information. 


Need we remind you } 
A. W. Faber also 
the world-famous 
Drawing Pencil and Dre 
ing Materials? 


sponsors 


“Castell” 
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Order now from 
A. W. FABER. Inc. Newark, N. J. 
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Announcement 


to 
Office Chair Dealers 


In the March Issue of 
Office Appliances, 
we will picture and 
describe what we 
and our customers 
consider to be the 
best rubber spring of- 
fice chairiron that has 
ever been made. We 
are already equipped 


for production. 


Wait for Our 
Announcement. 


CK) 


Collier-Keyworth Co. 
Gardner, Mass., U.S.A. 
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JUDGES APPOINTED FOR PACKAGING 
COMPETITION 

For the purpose of awarding prizes in the Irwin D. 
Wolf packaging competition for 1935-1936, a number 
of prominent men and women were chosen last month 
by the American Management Association, New York 
City. The competition is open to all companies who 
have placed new or redesigned packages on the market 
during last year and is scheduled to close on Mon- 
day, February 17. 

The judges appointed are: 

Gordon Aymar, art department, Blackman Advertis- 
ing, Inc.; Richard F. Bach, director of industrial rela- 
tions, Metropolitan Museum of Art; Edith M. Barber, 
writer and consultant on home economics; James C 
Boudreau, art department, Pratt Institute; Berent 
Friele, president, American Coffee Corporation; Alice 
Hughes, feature writer, New York American; Ray M. 
Schmitz, associate merchandising manager, General 
Foods Corporation; Jack Straus, vice president, R. H. 
Macy & Company, Inc.; and William Weintraub, Es- 
quire, Inc. 

In selecting those who are to judge the merits of the 
various contestants, an official of the association said: 

“The paramount consideration was to obtain the most 
outstanding representative for every aspect of packag- 
ing. We feel that the personnel of this jury of award 
this year is brilliantly qualified to carry forward the 
high standards set by previous competitions for the 
Irwin D. Wolf awards.” 

The competition is an annual event designed to 
create outstanding accomplishments in merchandising 
and technical phases of packaging. 


——— 


PHOTOGRAPHS CREATE UNIQUE WINDOW 

The Lammert Furniture Company, St. Louis, Mo., re- 
cently created a striking office furniture display in one 
of its large windows of the store at 911 Washington 
avenue. 

The background of the display was unique. There 
was a large French window with curtains and 
draperies. Beyond the window was a huge canvas on 
which was a camera reproduction of a cross-section of 
downtown St. Louis business buildings. 

In the foreground were four specially made photo- 
graphs depicting prominent St. Louis buildings, the St. 
Louis skyline from the Mississippi River and structures 
in the immediate vicinity of the Plaza. 

The furniture used in the display was the product 
of several prominent companies. There were desks by 
the Leopold Desk Company, Burlington, Iowa; chairs 
by the Johnson Chair Company, Chicago, and an Edi- 
phone. Cabinets, bookcases, lamps, smoking stands, 
a globe, hat rack and pictures completed the picture. 

The office building photographic idea was originated 
by J. W. Smith, manager and buyer of the office fur- 
niture department of the Lammert Company.—HB 


ee 


MILLER COMPANY OPENS ADDITIONAL STORE 


The Miller Printing and Engraving Company, Inc., 
514 Olive street, St. Louis, Mo., last month opened an 
additional store at 70512 Olive street with a complete 
line of commercial office supplies. Prior to its occu- 
pancy, the establishment underwent a remodeling with 
particular attention given to the designing of fixtures 
for the purpose of creating attractive displays of greet- 
ing cards and gift items. According to C. J. Miller, 
head of the organization, the new store will be placed 


in the charge of his son, E. J. Miller. 
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Offices are modernizing! The office is a production department 
and must have more efficient equipment to meet present-day 
competition; to reduce expense and to improve its service. Every 
item of Art Metal steel office equipment is a strong factor in 
increasing office efficiency. Art Metal agents will cash in on new 
sales plans this year and on increasing markets. 


Write for complete information. 





ART METAL CONSTRUCTION COMPANY 


AGENCY DIVISION e JAMESTOWN, N. Y. 
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THE NEW ROYAL PORTABLE DE LUXE 


New .. . Entirely new! Sensational! The world’s largest organization devoted 
solely to the manufacture of typewriters now presents a LUXURY portable to 
sell at a MODEST price! Many amazing advanced features! TOUCH CONTROL 

. Visible, instantaneous! PERMANENTLY QUIET . . . by an original method! 
FINGER COMFORT KEYS... vlare-proof, no curbs! AUTOMATIC PAPER LOCK 
.. quicker paper handling! “STANDARD MACHINE” TABULATOR! MODERN 
DESIGN! FULL DUST PROTECTION! Plus every improvement found on any 
other portable! Never was there such a typewriter value! Only $62.50. 


ROYAL TYPEWRITER COMPANY, Inc., 2 Park Avenue, New York City. 







lewitth everything! 
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STEELCASE 


A Great Line To Tie To/ 








Identify your 1936 
B business with a desk 
Pd line that is modern... 
that is a triumph of 














engineering design ...that is selling 
in volume right now at startlingly 
low prices . . . S-T-E-E-L-C-A-S-E! 
This is simply the kind of good 
sense that means good profits. 


Discerning dealers everywhere 
handle the live Steelcase Desk line. 
They know, that for efficiency, sta- 
bility, beauty and price, it is a 
matchless line...a business builder 


par excellence. 


Send for latest complete cat- 
alog and learn something to your 


advantage. 


METAL OFFICE FURNITURE CO. 
GRAND RAPIDS, MICHIGAN 
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PASSED AWAY 


W. R. BRADEN 


William R. Braden, one of the best-known and most 
popular travelers in the office equipment field and 
president of the Mid-West Travelers Club, died Jan- 
uary 4, at his home, 7327 Madison avenue, Kansas City. 

“Bill,” as Mr. Braden preferred to be known to his 
hundreds of friends throughout the country, passed 
away as a result of a cerebral hemorrhage which was 
brought about by a severe illness he had just passed 








The Late W. R. Braden 


(From a snapshot) 


through a short time before. Despite his still weak- 
ened condtion Mr. Braden insisted on taking a strenu- 
ous part in preparing for the National Stationers Con- 
vention in Kansas City last October and worked day 
and night helping to create the huge success of the 
conclave. 

Mr. Braden, who was fifty-eight years of age at the 
time of his death, was a native of Missouri and en- 
tered the industrial field of Kansas City by becoming 
secretary of the Llama Copper Mining Company some 
time prior to 1907. In that year he joined the Irving- 
Pitt Manufacturing Company and remained as a sales- 
man and assistant sales manager until the firm merged 
with the Wilson-Jones Company in 1925. When the 
merger took place Mr. Braden went to the Wilson- 
Jones Company in the same capacity, remaining there 
until 1930. 

In 1931 he resigned to take a position with the Sta- 
tioners Loose Leaf Company, Milwaukee, taking over 
the Kansas City territory for that firm. He held his 
connection with this company up to the time of his 
death. 

Mr. Braden was married in 1907 and is survived by his 
widow, two sons, William R. Jr., and George Braden; a 
sister, Mrs. Bell Seybert, Amoret, Mo.; and two broth- 
ers, D. A. and Elmer Braden. 

Funeral services were held in the Freeman chapel on 
January 6. Among those who attended the rites were 
Irving Pitt, Fred Pitt and Mrs. Frank Severance. 

A fitting tribute was paid Mr. Braden by Harold E. 
Hawkins, vice-president of the Stationers Loose Leaf 








Artility Meets 
The Upward Surge 
In Business 





Most office seating equipment is not 
only out of date, but is worn out. Re- 
placements are being made because 
business must do so in order to main- 
tain production standards. 


Artility Posture Chairs are leading 
in sales because they are modern in 
design and materials, have simple ad- 
justments, and three types of uphol- 
stery to choose from: standard, soft 
and very soft. 


Recent comparative tests for 
strength show them superior to many 
others. This means low maintenance 
costs. 


Artility Posture Chairs are mod- 
erately priced, which makes them the 
most desirable chair on the market. 


Write today for Dealer's terms 


Artility Metal Products, Inc. 
201 Monger Building, Elkhart, Indiana 

















NEW, attractive colors 
will help you sell more 


QUALITY-BILT 


Embossed Leatherette 


BRIEF COVERS. 


Black Green 
| Gray Blue 
| Brown Faun 





el 


With embossed 
title plate. 




















eel 


Made in two grades to retail at five and 
ten cents. 


Each cover is equipped with three prong 
fasteners. 


QUALITY-BILT Brief Covers have that 
outstanding individuality that 
your customers desire. 


Send for samples. 


QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart 
CHICAGO 


Factory at St. Paul 
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Company who, in speaking for the entire industry, 
said: 

“A lovable character has gone from among us in the 
passing of Bill Braden. He had a big capacity for 
friendship and no matter what the conditions, he al- 
ways kept the sunny side up, and this sunny disposition 
has endeared him to many. This was evidenced by the 
beautiful remembrances of flowers, gifts and letters 
which came from many states during his forced stay 
at the hospital and during the months he was home 
before the end came. 

“It is a grand thing that Bill lived to read and enjoy 
the beautiful and friendly letters numbered by the 
hundreds that came to him in the months of his illness. 

“Loyalty is the keystone of all fine characteristics 
and this Bill possessed in full measure.” 

-  & 
W. J. HARVEY 
William J. Harvey who spent forty-eight years in the 


| employ of the Eagle Pencil Company was killed in a 
| collision between a bus and a trailer near Huntington, 


Ind., January 8. He was a passenger in the bus. Bill 
Sahm, Middle West representative of Eagle Pencil Com- 
pany, took the remains to the East on the Broadway 
Limited where they were cremated January 11. Born 
in England, Mr. Harvey spent three years with the 


| English organization of the Eagle Pencil Company be- 


fore coming to the United States. For some years he 
represented the company in South America and for the 
last thirty years covered the states of Michigan, 
Indiana, Ohio, West Virginia, Kentucky and part of 
Illinois. He was very popular with his trade. Mrs. 
Harvey survives him. ,z, R7 


JOSEPH F. L. UHL 
Joseph F. L. Uhl, president and general manager of 
The Toledo Metal Furniture Company, Toledo, Ohio, 
died December 27 from a stroke of paralysis suffered 
while attending church on Christmas Eve. 
Mr. Uhl, who was sixty-nine years of age at the time 
of his death, has been actively associated with The To- 


6) 
+ 


| ledo Metal Furniture Company for the past thirty-five 


He was a native of New Washington, Ohio and 


‘| 


years. 
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The Late Joseph F. L. Uhl 


went to Toledo in 1878. He was one of a family of ten 
boys several of whom were associated with him in the 
manufacture of Uhl steel furniture. 

Known throughout the country as one of the pioneers 
of the industry, Mr. Uhl was also a distinguished au- 
thority on posture seating. He had been in slightly 
poor health for some time preceding his death but his 
condition was such that his passing came as a severe 
shock to his family and hundreds of friends. 

Mr. Uhl is survived by his widow, two children and 
two brothers, Clement R. Uhl and Thomas V. Uhl, vice 
president and sales manager of the firm respectively. 
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A ‘Mo dern ‘Mercury 


introduces a new “high” in profits for you 














| 
_ 
' The AMESCO line of Ribbons and Carbon Paper 


The new Mercury Brand pure silk typewriter ribbon 
is an innovation. Produces wonderful impressions. 
Will outwear three ordinary cotton ribbons—and the 
price assures you a remarkable profit. 


True-Mark cotton ribbons and True-Mark carbon 
papers are the best money can buy. If you have used 
them you KNOW how good they are. If you haven't, 
we want you to try a ribbon at our expense. (See 
coupon below). 


The ARISTOCRAT 


King of Quiet Platens. 


AMESCO's answer to the typewriter dealer’s demand 


True-Mark Ribbons 


and Carbon Paper for a platen which substantially reduces noise of type- 
writer operation. We invite your inquiry regarding 
dealer costs and how this item means extra profits 
for you. 





A MeE#S§S& SU FP F ee COMP ar FT 


Typewriter Platens and Office Machine Rolls of every description. 
Manufacturers and Distributors of 
Typewriter parts ... tools ... ribbons . . . carbon paper. . . supplies 


Fill in the coupon below and attech to your letterhead. 


564 W. Randolph Street, Chicago \e xi snd vou « sample ribbon Mercury Brand pure 


37 Murray St., New York, N. Y. 583 Market St., San Francisco | AMES SUPPLY COMPANY, Dept. A 


Atlanta Denver New Orleans | 564 W. Randolph St., Chicago, III. 

Boston London, Eng. Philadelphia | 

Cincinnati Les Angeles Pitts! h Gentlemen: Please send me a sample................ 
Cleveland Mexico, D. F. Seattle Brand typewriter ribbon for.............. typewriter, 


Dallas Minneapolis Washington, D. C. j and dealers’ prices. 
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Announcing the NEW 
Jasper Chair Company 
catalog for 1936 


. illustrating beautiful new designs in genuine 
upholstered leather . . . the entire line restyled 
throughout . . . emphasizing more than ever be- 
fore “THE RIGHT CHAIR AT THE RIGHT 
PRICE.’ 

In the new catalog are fifty- 
four illustrations of new and 
restyled leather upholstered 
chairs, every one a live, de- 
mand item, made to serve and 
to satisfy ... to assist the 


dealer in building up his 


«eet et teers. 


trade. And there is a great 
group of wood office chairs, 


posture chairs, and chairs for 





the library, school and court- 
room, all modern, sales stim- 


ulating designs. 


OFFICE 
FURNITURE 
DEALERS 


Make this your new year’s opportunity. Feature 





No. 881 


a selection of these new chairs for increased busi- 
ness. These chairs are shipped in pool cars with 
desks if desired. Get this new catalog now and 


make your choice. 


Jasper Chair Company 
Jasper, Indiana 


REPRESENTATIVES: 
eo. Litchfield, Sales Manager. 
4 + — Eastern Representative —505 Fifth Ave., New York, N. 
james S. Fowls, Southern Representative, 3414 Euclid Heights Divd., Cleveland, Ohio. 
. W. Thomas, Southwestern Rep., Daytona Beach, Fla. 
s. H. MacDonald, Western Representative, 521 Lloyd Bidg., Seattle, Wash. 
. H. Brown, Chicago and Midwest Representative, 
6708 Glenwood Ave., Chicago., (Phone Rogers Park 3644). 


Co Fe 




















FEBRUARY, 1936 


J. F. KANE 
The Mid-West Travelers Club last month extended 
its sympathy to Walter Kane, Eberhard Faber Pencil 
Company, whose father, J. F. Kane, passed away at his 
home in Atlanta, Ga., on January 3. Mr. and Mrs. Kane 
went to Atlanta for the funeral and were there several 
days. 
Pe) 


G. S. MANDEVILLE, SR. 

George Schott Mandeville, Sr., 

Wilson-Jones Company, died last December 31 follow- 
ing a brief illness brought about by a heart attack. 

The news of the comparatively sudden death of Mr. 


y. Y. 
el De 


vice-president of | 


Mandeville came as a great shock to his many friends | 
in the industry with whom he had been in contact for | 


many years. His entire business life had been spent 


in the interests of the commercial stationery and office | 


supply trade and besides the Wilson-Jones Company he 
had been identified with the old C. S. & R. B. Company 
and the Samuel C. Tatum Company. 


In the early part of his career Mr. Mandeville was | 


part owner of the Office Equipment Company at New 


“ 





The Late 


G. S. Mandeville, Sr. 


Orleans. In 1911 he joined the Chicago Shipping and 
Receipt Book Company and was appointed eastern 
manager in charge of the New York office and factory. 
Six years later he was promoted to the position of vice- 
president and was transferred to the executive offices 
in Chicago, where he developed a close association with 
members of the stationery industry the country over. 

In February, 1919, Mr. Mandeville accepted a position 
as vice-president and sales manager for the Samuel 
C. Tatum Company, for which he built and developed 
the line of Tatum loose leaf devices and forms. In 
1926 the consolidation of the Tatum and Wilson-Jones 
Companies took place and Mr. Mandeville returned to 
his former connection, retaining his office of vice-pres- 
ident, which he held up to the time of his death. 

Funeral services and interment were held at New 
Orleans on January 3. The pall-bearers were J. Ogden 
Pierson, president, Dameron-Pierson Company; Austin 
Leftwich, president, Tropical Printing & Stationery 
Company; Joseph F. Garcia, president, Garcia Station- 
ery Company; Mr. Penn, William McCain and Jack 
Lenahan, Wilson-Jones Company. 

Mr. Mandeville is survived by his widow, Mary Bea- 
trice, and a son, George S. Mandeville, Jr., who travels 
the state of Indiana for the Wilson-Jones Company. 

- & & 
W. J. STEVENS 





Walter J. Stevens, president of the Pacific Coast | 


Stamp Works, Seattle, Wash., died last month in his 
Seattle home following an illness of many weeks. A 








MODERNIZED 
BRIEF CASES... 


Their 
SALES and PROFITS 







This three-way 
vagy £. i 
zipper et is 
one of the many 
of this type in a 
complete assort- 
ment and price 
range. 


THE selection of the best selling and most profitable 
line is a highly important problem for dealers. But 
Stebco dealers have solved it. Stebcos have exclusive, 
distinctive patented features and give such fine quality 
at the lowest possible prices as to successfully overcome 
competition. Stebco dealers have found a new market. 
Now that inventory time is over, replenish your stock 
<— Stebcos and obtain your share of this desirable 
usiness. 








This satchelette and 
many other such styles 
- ee a line is 

apte or carrying 
bulky or heavy ar- 
ticles. It is frequently 
used as a combination 
sample case and over- 


STEBCO 
night bag. pe a 


STEIN BROS. MFG. CO., Inc. 
564 W. Adams St., Chicago, Ill. 


Sales Rooms: New York—Empire State Bldg., E. R. 
Manning in charge. 


San Francisco—833 Market St., Herman Halper in charge. 
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SANFORD 


IS GOOD INK. 


A\xy ofice which has a 


fireproof safe has records ot 
importance. The records are 
only as permanent as the ink 
and the paper on which they 
are written. 


Bur Black Ink is the ink 
for all records, wills, legal 
documents, and wherever 
permanency is essential. 


—_— Fluid is 
absolutely perma- 
nent, waterproof, 
fade proof. 


| HERE is no 


substitute for 
quality. Sell mer- 
chandise that is 
time-tested. 





THE STANDARD 


tor 79 Yeare 
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native of Ohio, Mr. Stevens went West in 1898. He ar- 
rived in Chehalis, Wash., in time to join the rush to 
the Klondike gold fields. After the trek to the great 
Alaskan gold fields, he settled down in Seattle and en- 
tered the employ of the stamp works, of which he later 
became the head. 

Spreading out in his chosen field, Mr. Stevens 
founded the Acme Stamp Works in Tacoma and also in 
Seattle which, in 1922, he merged with the firm of 
which he was president. 

Active in Masonic affairs, Mr. Stevens was a Knight 
Templar and a member of the Nile Temple of the Mys- 
tic Shrine. He also belonged to the Rotary Club and 
the Washington Athletic Club. 

He is survived by two brothers, Albert P. and Guy O. 
Stevens; a sister, Mrs. Mabel S. Colson, and a niece, 
Miss Dorothy Colson, of Seattle -—CML 

W. H. BARTEL 

William H. Bartel, president of Bartel, Rohe & Rosa 
Company, Richmond, Ind., died Sunday, December 22, 
following an illness of nine weeks. 

Born in 1860, Mr. Bartel began his career as a clerk 
with the Nicholson & Bros. Company at the age of 
fourteen. He remained with that firm for ten years 
and then took a position with the Morris & Hunt Com- 
pany. In 1888 he bought an interest in Elwood Morris 
& Company, selling out his interest to open his own 
business in 1900. 

The retailing of books and office supplies occupied 
Mr. Bartel’s entire business career. For sixty-one years 
he was engaged in the commercial stationery business 
on Main street in Richmond. He was active in the 
business affairs of his company until he took sick in 
October, 1935. 

Mr. Bartel was a member of the State Legislature in 
1917 and served nine years as a member of the Rich- 
mond Common Council. He was a director of the Citi- 
zen’s Mutual Fire Insurance Company and director of 
the T. P. A., of which he had served as president. At 
the time of his death he was secretary of the South 
Side Improvement Association and a member of the 
Webb lodge of Masons. 

He. is survived by a widow, Mrs. Carrie Bartel; two 
daughters, Mrs. George W. Rohe and Miss Ruth Bartel; 
three grandchildren, Mrs. James I. Weston, Newark, 
Ohio, Miss Mary Carolyn Rohe, and John W. Rohe; a 
brother, John F. Bartel, and four sisters, Mrs. Albert F. 
Rost, Mrs. Robert C. Russell, Mrs. Charles Johanning 
and Mrs. John Marshall. 

k ob ob 
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THOMAS JOSEPH MOORE 

Thomas Joseph Moore, president of T. J. Moore & 
Company, Ltd., stationers and printers, Quebec, Can- 
ada, died at his home on December 4. He was eighty- 
two years old. 

Born in Quebec, Mr. Moore early in life became in- 
terested in the stationery and printing business and 
founded the company which bears his name in 1884. 
He was a pioneer in the manufacture of rubber stamps 
in his native city, and was also noted for his keen in- 
terest in up-to-date methods and practices for printers. 

Mr. Moore retired about ten years ago because of ill 
health. His sons have continued the business since 
that time. 


7 
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E. A. WALSH 
Edward A. Walsh, who for many years greeted vis- 
itors to the home office of the Underwood Elliott Fisher 
Company at 342 Madison avenue, New York, died De- 
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4 
latest in labulating Card files with the new 
“Yand E "Empire /wenty -/wo Tray file. 


Tabulating cards are heavy—only a well engineered 
and rigidly built file will stand up under the weight 


of over 
¢ 75 THOUSAND CARDS « 


The “Y and E” No. 2574 Empire twenty-two tray 
file will meet every requirement for housing and 
handling Tabulating Cards. 


« LIGHT RIGID TRAYS - 


The file has eleven shelves that coast in 
and out at a touch on Empire Steel Ball- 
Bearing Cradle Type progressive slides. 
Each shelf is equipped with Empire Safety 
Latch and holds two light rigid trays. 


to meet the demand for the 























When carrying the tray, 
cards will not spill even 
though the compressor 
is not tight. 























Release the latch—the shelf 
slides out easily and quietly 











the full length of the trays. 





Positive ‘“ Lock-Tite” 
operate Compressor 


easy-to- 





Trays easily removed—just raise the 


front slightly and the tray is free. 


CAPACITY—578 inches. 

FLOOR SPACE—557 sq. inches 
gives the greatest filing space 
per square inch of floor space. 


That is REAL ECONOMY 
Be Prepared To Sell the Best 


Write for information about the 





ALL-INCLUSIVE FRANCHISE 


Rigid Ladder Front Con- 
struction—Cross rails be- 
tween each shelf. 








Trays are returned to file without with- 
drawing the shelf. 





YAWMAN®»? FRBE MFG.) 


155 JAY STREET 


OFFICE SYSTEMS AND SUPPLIES 


@ STEEL DESKS @ FILES @ 


SAFES 


ROCHESTER, N. Y 


ID A 


@ TRAYS @ 
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Bassick 
<pymMenpenrRew« Office Chair Casters 


This caster is the largest selling quality office chair caster 
in the world! 





Why? Because every sale has resulted in satisfied custom- 
ers and in additional business. The BASSICK DIAMOND 
ARROW represents the outstanding caster development in 
recent years. Its remarkable principle of two-level ball- 
race construction gives full floating, free swiveling action. 

It is the leader in the famous line of BASSICK casters 
and floor protection equipment—the line that has built an 
increasing volume of profitable business for leading office 
equipment dealers. 


THE BASSICK COM PAN Y BRIDGEPORT, CONNECTICUT 


Canadian Factory .. . STEWART-WARNER-ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 
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cember 28, following an illness of only ten days. 
Funeral services and interment were held at Hamilton, 
Ontario, Canada, the land of Mr. Walsh’s birth. 

The courteous reception always accorded those who 
were in the habit of pulling the Underwood Elliott 
Fisher Company’s latchstring regularly will long be 
remembered. To the dear ones who survive, we join 
with his host of friends in offering sincere condolence. 

i & & 
B. F. RICHARDSON 

Funeral services were held last month for Benjamin 
Franklin Richardson, district representative for L. C. 
Smith & Corona Typewriters Inc., at Jackson, Tenn., 
who died following an attack of influenza. 

Mr. Richardson, who was fifty-one years of age at 
the time of his death, was a native of Mississippi and 
went to Jackson last September. Interment was held 
at Blue Mountain, Miss. 

Surviving Mr. Richardson are his widow, his parents 
and three brothers.—RHB 

JAMES H. PUMPHREY 

James H. Pumphrey, who had been connected many 
years with Barker Brothers, Los Angeles furniture deal- 
ers, passed away in January, succumbing to pneumonia. 
Mr. Pumphrey was a native of Beaver Creek, Mich. Sur- 
viving are his widow, and one son, James H. Pumphrey, 
who is connected with a department store. 

PERRY L. WOLF 

Perry L. Wolf, owner of the Wolf Duplicator Com- 
pany, New Castle, Ind., passed away suddenly January 
14, while consulting with a lawyer. He had been a 
former pastor of the Christian church, and moved to 
New Castle a few years ago to establish a duplicating 
machine which he invented. He is survived by his 
widow and five children. 


it 
JAMES H. WILSON 

James H. Wilson, who had been vice president and 
secretary of the Indianapolis Book & Stationery Com- 
pany many years, passed away December 30. He was 
born at Wheeling, W. Va., moved to Indianapolis sixty 
years ago. He was eighty-three years old. 

As a young man he was associated with the old Bow- 
en-Merrill Company, and Merrill-Meigs Company, 
predecessor of the Bobbs-Merrill Company. 

Surviving are a sister, Miss Mary M. Wilson, of In- 
dianapolis, and two brothers—Charles W. Wilson, Ham- 
mond, and Harry R. Wilson, Indianapolis. 


i. h 
H. C. LANDON 

H. C. Landon, for more than twenty years connected 
with the Alvah Bushnell Company, Philadelphia, died 
suddenly on Monday, December 30. 

Mr. Landon began his career with the Bushnell firm 
as a salesman and gradually won promotion to various 
positions until he was appointed manager of the com- 
pany’s New York branch twelve years ago. He was 
sixty-six years of age and is survived by his widow, 
one son and three daughters. 

Funeral services were held from the Landon resi- 
dence in Teaneck, N. J., followed by interment in Union 
City, N. J. 

> 
SEEKS MISSING CORONA PORTABLE 

The Chicago branch of the L. C. Smith & Corona 
Typewriters Inc., recently broadcast an appeal to 
dealers everywhere to be on the lookout for a Corona 









TRY 
US 
FIRST 





GLOSS OR CRACKLE FINISH 


In visiting the Shipman-Ward factory via our recent 
trade journal advertisements, we come to another de- 
partment which dealers everywhere are constantly 
using to a great advantage—the enameling depart- 
ment. The above photograph merely displays a small 
section in which you see 
two skilled operators using 
high pressure spray guns 
on typewriter bases. Whea 
finished, these bases are 
transferred and can hardly 
be told from brand new— 
they are clean, smooth, 
lustrous and attractive. The 
same holds true for other 
typewriter and adding ma- 
chine parts including add- 
ing machine cases. Any 
color—in any finish—gloss 
or crackle is available. 


JAMES P. WARD 


President 





OTHER SHIPMAN-WARD SERVICES 


Supplies, Ribbons and Carbon Paper, 
Tools, Parts, Nickel Plating, Welding, 
Crusader Grade Underwoods and Royals, 
Biue Ribbon Rough Underwoods and 
Royals, 100% Rebuilt Underwood Type- 
writers. 


New 1936 De Luxe Platen 














SHIPMAN-WARD MFG. CO. 


1401 RAVENSWOOD AVE., CHICAGO 
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ADOPTED 


as standard equipment by thousands 
of large offices, these Sengbusch Self- 
Closing Inkstands continue to sell 
steadily and bring in repeat business 
when properly displayed. 


LOOK AT THESE 
ADVANTAGES: 


@AIR-TIGHT 





@ DUST-PROOF 


No. 51 Plain Glass. 


3 in. diam. 


@ INDESTRUCTIBLE 
HARD RUBBER 
CASING 


@ NON-EVAPORATING 


@EASILY FILLED 





@SELF ADJUSTING 


No. 52 Cut Glass. 


3 im. eq. 


@INSTANTLY READY 








With two No. 56 Crystal Glass Ink- 
stands. An attractive pressed glass 
eet at a very moderate price. 


Neo. 320 


DISPLAY 


People must be 
reminded to 
buy inkstands 
This colorful 
window or coun- 
ter display card 


No. 101 is 
available to 
dealers FREE 


Also attractive 
blotters with 
dealers’ imprint 


SENGBUSCH 


SELF-CLOSING INKSTAND co. 
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Silent Portable typewriter, serial No. 1S-17606. Accord- 
ing to E. W. Cornelius, assistant manager of the Chi- 
cago branch at 58 East Washington street, the type- 
writer was placed on trial with a Chicago business firm 
which closed its establishment after obtaining a con- 
siderable quantity of equipment on trial. Mr. Cornelius 
also reported that the missing typewriter may turn up 
in some southern town as the company in question is 
believed to have moved to Florida. 
—- > — 


NEWS-DISPATCH OPENS IN OKLAHOMA CITY 

H. Dorsey Douglas, who some time ago purchased the 
News-Dispatch Company of Shawnee, Oklahoma, last 
month opened executive and sales offices in the First 
National Bank Building, Oklahoma City. The plant, 
which was located in Shawnee for more than thirty- 








H. Dorsey Douglas 


five years, is well equipped for lithographing, printing 
and book-binding, an industry in which Mr. Douglas 
has been prominently identified throughout the south- 


| west for many years. 


Coincident with the opening of the new office, Mr. 
Douglas as president of the company, announced that 
eight more salesmen will be added to the staff of the 
News-Dispatch Company to take part in an extensive 
expansion program which President Douglas has com- 
pleted.—_EVH 

ee 
DuPRE ENDS EASTERN TRIP 

Ben DuPre, president of the Fibroin Stencil Corpora- 
tion, last month returned to the firm’s home office in 
Jacksonville, Fla., following a four-month trip during 
which he called upon dealers in the Eastern states. Mr. 
DuPre will leave early this month for a tour of the 
middle-western and northwestern states. 

Mr. DuPre declared he was enthusiastic over the 


_ dealer acceptance of the Penguin stencil recently intro- 


duced by Fibroin. He said he also found dealers every- 


| where interested in the cooperative sales plan offered 


216 Sengbusch Building Milwaukee, Wis. | 





by the Fibroin Stencil Corporation. 
Ed 
FAIR SOUVENIRS INCREASE SALES 

An authentic souvenir of the 1904 St. Louis World’s 
Fair was given with each purchase made during the 
fiftieth annual reduction sale of the Charles M. Monroe 
Company, St. Louis, Mo., last month. The souvenir 
consisted of a plaque of burnt wood which was ex- 
| tremely popular thirty years ago. 
\ \The Monroe Company’s reduction sale is a policy of 

ny years standing and is held for one month begin- 
nihg January 1, according to Charles Monroe, head of 
the firm bearing his name. Mr. Monroe is assisted by 
his’ son, Milton, in the store’s management.—HB 
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WOOD OFFICE 
EQUIPMENT 


The beauty and charm of 
fine wood furniture are com- 
bined with the efficient me- 
chanical features desired in 
modern office equipment 


LIBRARY EQUIPMENT 


In. every community our 
dealers find many oppor- 
tunities to sell. nationally- 


known Globe-Wernicke |i- 
brary equipment. 


SECTIONAL 
1O1O) (@ ay) 2. 


They add to the appearance 
of the home and office 
protect books from dust and 
damage — and permit ex- 
pansion to meet individual 
needs 
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WOOD BUSINESS EQUIPMENT 
IS ANOTHER PROFITABLE 
LINE SOLD BY G/W DEALERS 


# ogy. ri 









Attractive installation of 
G/W special courtroom 
furniture at Harrison 
County Court House, Cory- 
don, Indiana. 











G/W wood library equip- 
ment is used in the Public 
Library at Richmond, 
Virginia. 


Many business concerns and public institutions prefer to use wood 
office equipment—quite a number insist upon it because their welfare 
is closely identified with that of the lumber industry. For all these 
and everyone who likes the natural charm and attractive appearance 
of wood, Globe-Wernicke offers a wide variety of stock and special 
equipment. Highest standards in materials and workmanship, plus 
unexcelled production facilities, make it possible for us to combine to 
an unusual degree dignity, beauty, economy, efficiency and quality. 


This profitable line is sold through dealers and we co-operate with 
them. Investigate the many opportunities to sell wood business 
equipment in your community—especially to customers who prefer it. 
Write for catalog, prices, discounts, and information about our ex- 


clusive franchise. 





Slob e ~We ri eke 


MAKERS OF 


OVER 


Cincinnati, Ohio 


ITEMS NEEDED IN OFFI¢ 


4 0 () 0) 


Steel and 1 Werere | ‘Olitrsa- Furniture, Filing Equipment, Bookcases, ie taatateler. 


and Wood Equipment for Libraries, 


Buildings Fils 


Schools and Publix 


ie letelel ae & Products; Storage and Visible Record I quipment and Stee 
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TYPEWRITERS! 


WE HAVE THOUSANDS 
OF THEM...... 


all standard makes, in 
excellent condition, 
ready for immediate 





shipment 
W. F. (“Bill”) Clausing 
My personal guarantee is back BILITY to supply dealers with ma- 
of every machine we ship chines of the kind and quantity 


desired has always been an important 
feature of our policy. Even in times of 
general scarcity — as at present — you 
may depend on International service. 
Our immense stock includes a wide 
assortment of custom rebuilt machines 
that are bright, clean, reasonably 
priced and as nearly perfect mechan- 
ically as human skill can make them. 
Send for our Confidential Price List to 
Dealers, issued monthly. Its many 
genuine bargains will afford oppor- 
tunities for additional profits. 


We ship anywhere in the world and are 
especially well equipped for this service. 
Dealers in other lands may place full reliance 
in the quality of our machines and our 
methods of handling International trans- 
actions. 


International Typewriter Exchange 
231-233 W. Monroe Street Chicago, Ill. 
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NORTHWEST TRAVELERS CLUB NOTES 


By Fred C. Schaefer, Correspondent 

It would seem that with all of the St. Paul and 
Minneapolis members of the Northwest Travelers Club 
in the Twin Cities during the month of December 
there would be an unusual amount of news, but it 
appears that the only time a traveler can relate any- 
thing of interest is when he travels. The members of 
the Club who live in the Twin Cities meet each other so 
often during December, and have nothing special to 
talk about except social affairs, that many of them 
mentioned how much they would like to see some of 
the boys who live elsewhere. 

* > . 

The writer had the pleasure of attending a Friday 
luncheon of the Wis-Ill Club, in Chicago, during De- 
cember. It was an overflow meeting in the Eitel Cafe, 
in the Field Building. Due to the approaching holi- 
days, it was an especially festive occasion and gifts 
were exchanged by all of those in attendance. 

. . . 

A delightful and interesting party was held at the 
home of Claude Fleet, in Minneapolis, during Decem- 
ber. One of the Minneapolis stationers had taken mov- 
ing pictures at the wedding of Claude’s daughter, Dot- 
tie, in September, and these were shown as a surprise. 
Everyone who saw the pictures was most enthusiastic 
over the artistry shown by the photographer. 

> > > 


We recently made mention of the fact that our sec- 
retary, Roy Clarke, had sent a roster of the Northwest 
Travelers Club to the membership. Roy has also sent 
a copy to all the stationers of the seventh district. If 
you have failed to receive your copy, get in touch with 
Roy Clarke, Lock Box 538, Minneapolis, Minn. 

. > * 

Now that the holidays are over and 1935 is history, 
the members of the Northwest Travelers Club are look- 
ing forward to a bigger and better 1936. The seventh 
district is fortunately blessed with good conditions, due 
to the end of a long drouth, and with the usual amount 
of winter moisture which we are now experiencing, 
everything looks very promising for the coming year. 

> > - 


The members of the Club who are also field members 
of The National Stationers Association have been in- 
formed of the constructive service recently inaugurated 
by Paul Cheney, fourth vice president of the associa- 
tion, who represents the travelers. For those who are 
not members of the association, it will be enough to 
hear that Paul has started a constructive sales program 
which is now being mailed to all members of the Na- 
tional Association. 

> > . 

Ed Friedman, of the Russia Cement Company. had 
the misfortune to suffer a sprained leg in December, as 
a result of a fall. Having postponed his vacation from 
last summer, he used it up getting on his feet again. 
Ed, however, started his road work right after the first 
of the year. 

> > > 

Harry Spurlock, of the National Blank Book Com- 
pany and Stanley L. Griebel, of the Yawman and Erbe 
Manufacturing Company, were in Fargo, N. Dak. on 
January 3, where they conducted sales meetings at the 
annual get-together of the representatives of the 
Pierce Company. 

> > > 


Some stationers feel it is a good policy to price 
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CARBON 





Used and recommended by the 
Trade for Half a Century 


Where Quality Counts 


“M&V” typewriter ribbons and carbon 
| papers are the most outstanding on the 
| market today. 







The element of superiority is conveyed 
1 in every impression from “M&V”’ rib- 
| bons and in every copy from “M&V”’ 
| carbons. There is the same element in 
| ““M&V” business policies. We cooperate 
| with and protect the trade in every 
| possible way, meeting every condition 

and filling every requirement. The 

splendid “M&V" brands, every one 

standard in its price class, are reliable 
and best aids in establishing a profitable 
and permanent office supply business. 



















New, modern sales impelling 
packages and practical sales 
helps. 










Write for catalog, prices and complete 
information. You will find it to your 
advantage to get better acquainted with 
the “M&V”’ organization. 











MITTAG & VOLGER, INC. 


Principal Office and Factories, PARK RIDGE, N. J. 
Agencies Throughout the World 














WHY A 
TAILOR-MADE 
INDEX? 


Every list of names differs from 
every other list, not merely in the 
number or size of the list, but in 
physical characteristics. This results 
from the nature of the business, the 
geographical area covered, national- 
ities predominant, and many other 
factors. An index that would be per- 
fect for the directory of Indianapolis 
will be hopelessly inadequate for that 
of Minneapolis, and for the member- 
ship list of a Russian organization 
it would be completely worthless. 
Yet all hand-me-down indexes are 
based on ‘‘average”’ lists of given 
proportions—and an average list is 
non-existent. 


Let us give you full and convinc- 
ing details about Natural System— 
the index that can so easily and nat- 
urally be fitted to ANY list — that 
has never met a filing problem that 
even presented difficulties of proper 
and exact division—that does not re- 
quire special training or knowledge 
to install or operate—and that al- 
ways satisfies. 


Send Coupon Today for full information 
and get some of this most lucra- 
tive filing supply business 


oS 
(The Wabash Cabinet Co. 


Wabash~Indiana. 











The Wabash Cabinet Co., Wabash, Ind. 
Please send us full information about NATURAL SYSTEM, 
with NEW PRICE LIST and DISCOUNTS. 


Name —__ —_ 


Address 
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articles placed in window displays, such as chain stores 
always do. Other stationers do not. It is the opinion 
of many stationers that articles which are priced in 
windows cause customers to come into the store and 
inquire about the item featured. Articles which are 
not priced are likely to discourage a customer from 
coming into a store because the desire is fleeting and 
not sufficient to cause the prospective customer to 
come in and inquire as to the price of the article. 
> * . 


John Parsons, Northwest representative for the Wil- 
son-Jones Company, underwent a serious operation in 
the Fairview hospital, Minneapolis, last month. It is 
hoped by this time that John has completely recovered 
and is out in his territory again. 


> * . 


On January 4 the stationers and travelers of the 
Twin Cities were shocked by the news of the death of 
our mutual friend, “Bill” Braden, of the Stationers 
Loose Leaf Company, Milwaukee. Bill passed away in 
his home at Kansas City after an illness of several 
months. 

We of the Seventh District knew Bill for twenty-five 
years when he first came into the Northwest as terri- 
tory man for the Irving-Pitt Company, Kansas City. 
Loose Leaf was in its infancy. Bill was the salesman 
who explained the advantage of this new method to the 
stationers of the Seventh District. Both the stationers 
and Bill were fortunate in this combination. In bring- 
ing about this change in the keeping of records Bill 
cemented himself in the hearts and friendships of 
many of our dealers. He was not the ordinary type 
of salesman—the wives and children of his customers 
knew Bill as well as the men with whom he came in 
contact. There are probably more homes of stationers 
that knew Bill Braden than any other traveler who has 
ever been in the industry. 

Bill, the same as all the rest of us, experienced 
periods of vicissitude, but in looking back over his 
career we find a characteristic that is not common in 
men—he was always happy and cheerful and never 
gave any outward sign of discouragement. Travelers 
in the stationery industry can consider themselves 
fortunate in having had a man like Bill Braden as one 
of them. 

The writer was among the many friends and asso- 
ciates who paid the last tribute to our old friend at the 
services which were held in Kansas City on January 6. 

The condolences of the membership of the Northwest 
Travelers Club and the stationers of the Seventh dis- 
trict are extended to the members of the family in 


their bereavement. 
ee 


ARKANSAS AWARDS CONTRACTS 
After considering bids for two months, the Arkansas 
State Printing Board has awarded 1936 contracts to the 
following firms: Parkin Printing & Stationery Com- 
pany to furnish office supplies to state departments 
and institutions, Democrat Printing & Lithographing 
Company to furnish blank paper, Conway Printing 
Company to furnish law briefs for the Attorney Gen- 
eral’s office. All are Little Rock firms.—CG 
— ——~<—__—__ 
TYPEWRITERS FAVORED AS GIFTS 
Harry Cooper, of the Cooper Typewriter Company, 
128 Union avenue, Memphis, Tenn., reports a splendid 
holiday trade, reflecting the great demand for gifts of 
a practical nature. The company distributes Royal 


typewriters and features a rental-purchase plan, which 
with attractive window displays, contributed to the 
brisk holiday business.—CG 
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in the most arresting and 
lavish 1936 pen campaign 
—continuous 4-color, full 
page national advertising 
in front or back cover = 
positions in Saturday Eve- 

ning Post and 55 other 

















ADD THEM UP AND 
GET PEN SATISFACTION 







4 se proct v ed todey. but 
powerful mediums reach- 2.30 Only Sheoffer Hos All Seven”: Streamlined Bolonce 
i n g over 1 0 0 m i | i i on design, Skip visibility kept permanent and unciouded 


f F le ne- stroke filling, emptying ond cleoning; platinum 
F " 

SMAIP WEEE channel Feathertouch points thot moke 2- wey writing 

fect; oir-secled, ready to-write Dry-Proof points 


time guarantee, capacity up to and over 25,000 
15 oe 


rds ia one Ailing —<« nec 
N fine desk or pocket pen Try o Sheofter o' deolers 
ee 


* your 

ond experience reo! writing comfort. For oll ot 
todoy's wanted odvancements, it must be o 
SHEAFFER, 


seven 
yneotier! 


=SHEAFFER PENS - ALL COLORS - 2.25 TO EIGHTEEN DOLLARS 





A SIMPLE FACT THAT CAN WORK 
A SALES MIRACLE FOR YOU! 


Every 1936 pen prospect has his mind set on one or two of 
the seven popular pen features — but WHATEVER the prospect 
wants SHEAFFER HAS THAT FEATURE AND MORE BESIDES. 
Know and use that simple fact and work a sales miracle at your 
pen counter! Sheaffer’s has the highest average unit sale of any 
pen line in the world — many dealers say it is easier to sell a 
$10.00 Lifetime than a $5.00 or $7.50 pen of other makes. 


Write us for details of “Sheaffer’s Higher 5 
Unit Plan’’—couple it with ‘‘Only Sheaffer has 
all Seven’’ and astonish yourself with your pen- 
OWA 


profit harvest in 1936. W. A. SHEAFFER PEN CO., FORT MADISON, | 


PLAY SHEAFFER’S anp “LUCKY 7” To WIN in 1936! 








O8 OFFICE APPLIANCES 


THIS NEW 
ieccece BEAT L 0 G 


FOR THE ASKING 





SOME OF THE ITEMS 
IN THIS CATALOG: 


Book Shelf Units 
Card Index Cabinets 
Card Trays 
Chairs 
Counter Height Equipment 
High Line Equipment 
Horizontal Half Sections 
Horizontal Wide Sections 
Law Book Units 
Letter Trays 
Lockers 
Plan Drawer Equipment 
Safes 
Sectional Bookcases 
Shelving 
Storage Cupboards 
Tables 
Transfer Cases 
Typewriter Stands 





Vertical Filing Devices 
(all grades) 

DEALER CATALOG Wardrobes 

Waste Baskets 


This New Dealer Catalog not only shows the completeness Custom Built Equipment 
of the Steel Age line, but also contains complete informa- 
tion. Steel Age products are built to build your business 
and this catalog makes them easier to sell. It will give 
you facts, sizes, dimensions, uses, methods of construc- 
tion quickly and conveniently. Send for your free copy 
at once. 
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MAIL THE  Corry-Jamestown Mfg. Corp., Corry, Penna. 
coup 0 N Please send me a free copy of your new catalog. 


T 0 D A ¥ ! Name 
s Address 
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HARLAND PRINTING & STATIONERY COMPANY 
ANNUAL MEETING 

Executives and all employes of the John H. Harland 
Printing & Stationery Company held their regular 
annual meeting December 27 at the Henry Grady Hotel. 
The afternoon was devoted to a sales conference while 
an after dinner program featured addresses by Jim 
Wells of the Sloan Paper Company and Robert P. Cat- 
lin of the Atlanta Master Printers’ Club. 

Reports presented at the meeting showed a gain in 
business for the year. Grady Wilson was named vice- 
president and sales manager of both the stationery and 
printing divisions.—JHR 

nomadic, 
TRUCK AND POSTCARDS HELP GATHER SALES 

Unique and effective is a truck used by traveling 
salesmen of the Walsh Bros., Typewriter Company, 
Phoenix, Ariz. Equipped with attractive window dis- 
plays and a letter box, the truck is a showroom and 
office on wheels. 

On going into a small town the company representa- 
tive parks his vehicle in front of the leading theater, 





Truck Used by Walsh Bros., Phoenix, Ariz., for Deliver- 


ies and Advertising Purposes.—Note letter box for in- 

quiries which are later followed up by salesmen. L. to R.: 

Richard J. Walsh, company manager, and G. G. Rolls, 

Royal Typewriter Company representative in Los Angeles, 
Calif. 


hotel or dance hall. The window display is brightly 
illuminated and above the letter box slot is a sign 
inviting those interested in typewriters to deposit their 
names and addresses. The following day these in- 
quiries are personally followed up. 

The truck is attractively painted and is of the panel 
body type. On each side of the vehicle is a built-in 
window in which two Royal typewriters are on display. 

Before the salesman goes into his territory the post- 
cards are sent out in large numbers notifying pros- 
pects that the salesman will be in a certain hotel on a 
certain date and is ready to be of whatever service is 
desired. In this manner the entire town is covered.— 
BART 

siccnittilieetine 
UNITED DICTATING OPENS CINCINNATI BRANCH 

The United Dictating Machine Service Company, Co- 
lumbus, Ohio, last month opened a branch office at 626 
Broadway, Cincinnati, Ohio. 

The Cincinnati office will be operated under the 
supervision of John M. Cline and in addition to special- 
izing exclusively in service on dictating machines, will 
carry a complete stock of rebuilt equipment both, Edi- 
phone and Dictaphone. 

In conjunction with dictating machines and their 
service the company is sole distributor of Standard 
Knit-Lined Records in central and southern Ohio. The 
firm is also a member of the National Association of 
Dictating Machine Companies of which Mr. Cline is 
vice president. 


99 














| | 
_ Announcing — 


SPRING BACK 
STURGIS 


POSTURE CHAIRS 


New—Different 
— Comfortable 
— Up - to - date 





















FEATURES 


Spring Back Adjustable by 
hand to any size individual. 


Seat _ Height and Spring 
Tension of back easily and 
quickly adjustable by hand. 


Seat and Back Upholstered 
in genuine leather over re- 
silient, comfortable rubber- 
ized hair pads. 


* All Metal Base with pol- 
ished scuff plates 


® Hard Rubber Casters 





No, 925-A 


Sturgis Posture 
Chair 









The No. 950-B has the same 
adjustable features as No. 
925-A. It is a less expensive 
chair because seat and back 
we upholstered in genuine 
leather over curled hair pads 

No Rubberized Cushion. 
tase of No. 950-B is of 14, 
No. 950-B JD. Tubing. 
Sturgis Posture Chair ¢ 







seat is available 


Note Type “A” 
on No. 950 and type “B” 
seat is available on No. 925 
when specified. 


Sell Tue srurcis Line AND Prosper 


1 model for every need 
write for particulars 











—_ Posture Chair Co. 


STURGIS, MICHIGAN 
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STATIONERY RACKS 


Oak, Mahogany and Walnut Finishes 


No. 20 
Letter 
Size 





No. 22 
Legal 


Size 





LEGAL BLANK CABINET 


No. 200 





nN display and get your share 


£ 4h, 
this business. 


IMPERIAL METHODS CO. 


Forest Perk, Illinois 

GERARD D, WHITE 
100 Worth St. 
New York City 


Western Representative 
C. J. Schubert, Jr. 
307 E. Third St., Los Angeles 
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PACIFIC NORTHWEST NEWS NOTES 
The Gillam-Bird Stationery Company, with a fine 
store at 1417 Fifth avenue, Seattle, has leased larger 
business quarters at 1112 Fourth avenue into which 
the firm will shortly move. 


t . * 


Pal Clark, well-known stationer of Walla Walla, 
Wash., is opening a typewriter agency in the Monterey 
region of California to serve the three growing coun- 
ties south of San Francisco. Mr. Clark, who is also 
taking Mrs. Clark to Monterey for her health, is leav- 
ing the Walla Walla store in charge of Charles Felch, 
formerly of Eugene, Ore. Mr. Clark has long been 
identified with the stationery industry and has been 
director of The National Stationers Association, presi- 
dent of the Walla Walla Chamber of Commerce, the 
Advertising Club and the Northwest Stationer’s Asso- 
ciation. Despite his active business life he is a noted 
archaeologist and has been on numerous expeditions 
on the trail of Indian and fossil lore. 


* * * 


Upturn in business is strikingly reflected at both of 
the Lowman & Hanford stationery stores in Seattle. 
These two large retail outlets for all kinds of office 
supplies and general stationery were extensively mod- 
ernized through a large financial outlay and results 
for the past year were recently tallied. T. M. Pelly, 
president of the firm, said there had been a twelve per 
cent increase in business during 1935 with a twenty- 
four per cent improvement in collections in the same 
year. 

” 7 ” 

E. H. Braden, Spokane Paper & Stationery Company, 
Spokane, has been elected president of the Spokane 
Merchants Association for 1936.—CML 

nities 


FAKE POLICEMAN ROBS MRS. MORGAN 

Mrs. Margaret S. Morgan, cashier of the L. C. Smith 
& Corona Typewriters, Inc., office at Newark, N. J., 
early last month suffered severe injuries when she was 
badly beaten and robbed by a man who kidnapped her 
after posing as a police officer. 

Mrs. Morgan, who lives at 50 North Munn avenue, 
East Orange, was seated in an automobile outside of 
the Newark Post Office, waiting for Leslie L. Allen, 
manager of the Smith-Corona branch, when the bandit 
approached her. Announcing that he was from “Police 
Headquarters” the man entered the automobile and, 
forcing Mrs. Morgan to sit in the car with him, drove 
away. 

Mrs. Morgan was badly beaten about the head and 
face when she attempted to save her pocketbook which 
contained $35.00 in cash and articles valued at $12.00. 
She was forced, however, to part with her belongings 
and money and the bandit then threw her from the 
moving car at High and Academy streets and sped 
away. The abandoned automobile was found several 
hours later by Newark police. 

_ 
DoMORE TRAINING SCHOOL IS SUCCESS 

Including courses on all phases of seating service, the 
first class of the DoMore Chair Company’s training 
school for dealers’ salesmen was held in the general 
office of the firm at Elkhart, Ind., the week of January 
6. 

Included in the first group of “pupils” were Claude 
Myers, president, and Frank Thompson, of the DoMore 
seating division, Myers Office Furniture Company, 
Kansas City, Mo.; L. V. Cassilly, Office Equipment Com- 
pany, Louisville, Ky.; J. A. Gibson and Robert Lee, 
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COU 
Y MAgMINES + 


THE “EIGHTY” COMPLETING THE PORTABLE LINE OF 
Portable adding listing model with full standard 
eight column keyboard...stream-lined design, (\ COLUMN 
visible dials, automatic clear signal. we &) 


cory Mn 
THE “EIGHTY-FIVE” \O VISIBLE DIALS © 


. , , , STANDARD KEYBOARD 
Same as model eighty but including direct sub- ADDING LISTING MACHINES 


traction ...a complete all purpose machine at [| 
a slight increase in price. fone oe to Q5 Le acs 


THE MUS) VALUABLE ADDING MACHINE UPPOURTUNITY AVAILABLE TU DEALERS JTOUDAT 
Write for details 
ALLEN CALCULATORS, INC., 24 East 40th Street, New York City 


Please mail particulars on Models “80” and “85” and full Allen Line. 


Name 





Address 
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View of One Department For the Manufacture of 
“Special” Ribbons and Carbons. 


ca . a 
D C C7 W ay Photo Courlesy of Pennsylvania Railroad 


“Specials” in sheets and rolls are going through the Columbia Factory at top speed all the time 
sheets and rolls of many different lengths, widths and coatings for all sorts of unusual uses 
carbons and ribbons. 

Departments staffed by highly-experienced workers and served by extensive, specially designed 
equipment can supply practically every type of “Specials.” 

Every progressive stationer has among his customers many firms requiring specially-made 
carbons and ribbons. Investigate your territory! In this type of business there is a very sub- 
stantial profit plus a splendid opportunity to do customers a real service which they will be 
quick to appreciate. You may not only obtain “Specials” from Columbia quickly, but you may 
also be assured that their quality and wear are above comparison. 

With Columbia-made “Specials,” as well as standard-type ribbons and 


carbons, THERE IS A DIFFERENCE! 


COLUMBIA RIBBON & CARBON MFG. CO... INC. 
Main Office and Factory—Glen Cove, L. I.. N. Y. 





Export Department, 303-315 East 45th Street, New York City 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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Newell B. Newton Company, Toledo, Ohio, and B. R. 
Yochum, Harry L. Morgan Company, Columbus, Ohio. 

The course of instruction was under the direction of 
Fred Turner, educational director of the Posture Re- 
search Corporation and DoMore. During the course 
other members of the home office personnel delivered 
addresses on the aspects of the company’s plans and 
products. Among these were W. S. Ferris, president; 
J. C. Vigren, advertising and sales promotion manager; 
F. D. Fields, secretary; G. D. Wood and H. B. Williams, 
general manager. Fred Chapman, Ohio supervisor, dis- 
played the DoMore anatomical film and delivered an 
address on the views exhibited. 

These classes will be held for one week each month 
during the whole of 1936. 


oF 


CORRY-JAMESTOWN HAS NEW CATALOGUE 
Created primarily as a guide for salesman and dealer, 
a new and elaborate catalogue has recently been pub- 
lished by the Corry-Jamestown Manufacturing Com- 
pany, Corry, Penna. 


Described as the finest piece ever turned out by the | 


company the new book is of special interest to sales- 





New Corry-Jamestown Catalogue 


men and dealers who are not experts in filing equip- 
ment yet wish to be in a position to easily and instantly 
determine the type, size and quality of merchandise 
in which a customer or prospect may be interested. 
A unique indexing is incorporated in the book so that 
reference can be quickly made. 

The catalogue is made up of ten sections of which 
nine completely cover stock equipment and one is de- 
voted to special built-to-order work. It is a combina- 
tion catalogue book and sales manual. It is equipped 
with a limp cover and attractive cover design. 

According to officials of the company the distribu- 
tion of the book is to be followed immediately by an 
extensive advertising campaign to assist the dealer in 
selling “Steel Age” products. In this will be described 
the unique construction features of some lines and the 
wide expansion of others. 


<> —__ 


TYPEWRITER STOLEN FROM COLLEGE 


It is reported that a Remington Typewriter, Model 9, 
No. F 10721 has been stolen from Hartwick College, 


Oneonta, N. Y. If trace of this machine is found com- 
munication with L. W. Miller of Oneonta is requested. 
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See What Dealers SAY 


Baltimore, Md. **The Monarch Adder has put more 
ready profits in our business ... tell the world 
about it.”” Fresno, Cal. **This little machine has 
proved a phenomenal success . . . a very important 
part of our business.”” Winchester, Va. **We think 
the Monarch is the last word in adding machines.” 
Viami, Fla. **We consider the Monarch one of our 
leaders and a winner.” Wentzville, Mo. ‘In the 
short time we have been handling them have sold 
25. . . service practically nil.’ St. Louis, Mo. “Be- 
gun as a side line, Monarchs are now a major item 
with us.”” Towa City, lowa. **Our requisition No. 
1134 for more machines speaks for itself.” 

These are a few of the voluntary expressions sent us by enthu- 
siastic dealers. They tell the Monarch Portable Adding Ma- 
chine story better than we can. 


Mail this coupon TODAY! 




















AMERICAN WRITING MACHINE CO. 
374 BROADWAY, NEW YORK,N.Y. 
Weceserccccecsesese 


Please send at once all dealer information about the Monarch Portable 
Adding Machine. 
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you Know you 
can Guarantee! 


Dorson Jr. is unconditionally guaranteed. 
No matter how roughly it is used or how 
carelessly it is handled, Dorson Jr. will 
always give uninterrupted accurate service. 
It is built to withstand the severest of shocks. 


Only experts of long experience in designing 
and building timing instruments could de- 
velop such a serviceable unit. 

Dorson Jr. also embodies features not 
found in any other time stamp. Beautiful 
modern design-—-chromium plated case 


patented ink stand rest-—-hand set dater 
and other exclusive improvements make Dor- 
son Jr. the outstanding time stamp value 
on the market today yet they are priced no 
higher. If you are not already handling Dor- 
son Jr. place your order today. To display 
them is to sell them. 


DORSON TIME INSTRUMENTS CO. 
605 W. WASHINGTON ST. CHICAGO, ILL. 


The following distributors carry Dorson Jr. in stock 
The 
362 


Consolidated Stamp 
Mfg. Co. 
47 Church St., 
New York, N. Y. 


Louis Melind Co.., 
W. Chicago Ave., 
Chicago, and 
593 Market St., 
San Francisco 
The Superior Type Co.. 
3940 Ravenswood Ave.. 
Chicago, Il. 


DORSON JUR. 


The Eagle Stamp Works. 
162 N. Franklin St.. 
Chicago, TH. 
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WINTER FURNITURE SHOW BRINGS 
INCREASED THRONG 

The winter furniture exhibitions at the American 
Furniture Mart and the Merchandise Mart, Chicago, 
opened last month with record crowds in attendance 
at both locations. 

Although the exhibits consisted mainly of house and 
home furniture showings, several of the exhibitors in- 
cluded various pieces of office furniture in their show- 
rooms. Among those showing in the Furniture Mart 
were: 

The Howell Company, Geneva, Ill.—An attractive 
and interesting exhibition of outdoor and garden fur- 
niture was easily the highlight of this showing. Added 
effect to the general ensemble was given by a carpet 
of imitation grass which set off the various table, chair 
and umbrella sets. Numerous types and styles of home 
furniture completed the picture. William McCredie, 
secretary and treasurer of the company, was in charge. 

Imperial Desk Company, Evansville, Ind.—A line of 
modernistic and beautiful home desks was the feature 
of this exhibit. This line included kneehole desks, 
table desks, chairs and bookcases. Large crowds 
viewed this showing which was in charge of R. C. Ham- 
ilton, secretary of the company. 

Jasper Seating Company, Jasper, Ind.—This firm 
presented a diversified line of home desks, tables, book- 
cases of walnut and fancy woods. All of the exhibits 
were of modern pattern with many new and attractive 
features. W. J. Gossman, manager of the company, 
was in attendance. 

Louisville Chair & Furniture Company, Louisville, 
Ky.—A display of home furniture featured the exhibit 
of this company. The exhibition included the most 
modern patterns of excellent equipment for the house. 
The exhibit was in charge of Milton P. Conrad. 

Murphy Chair Company, Owensboro, Ky.—A new line 
of posture chairs, many patterned with upholstered 
backs in attractive and vari-colored leather, was the 
principal feature here. Another good line was that of 
executive chairs, both swivel and fixed, made of oak 
and cleverly decorated. This show was in charge of 
Gleeson Murphy, vice-president of the company. 

Tell City Chair Company, Tell City, Ind.—This dis- 
play consisted of a fine assortment of windsor chairs, 
rockers, ladder back chairs, wood seat chairs, cane seat 
chairs and porch rockers. J. H. O’Toole was in charge. 

St. Johns Table Company, Cadillac, Mich.—An ex- 
ceptionally large crowd flocked to this exhibit to view 
the complete lines of dinette suites in period and pro- 
motional styles and the living room tables in all styles 
and of all types. H. M. Petrie was in charge. 


Exhibitors at the Merchandise Mart included the fol- 
lowing: 

Wabash Cabinet Company, Wabash, Inc.—Modern 
house desks, daintily decorated and of attractive de- 
sign was the feature of this showing. The large show- 
room was divided into a number of miniature house 
rooms by the presence of artistically-arranged suites 
including desks, chairs, tables, bookcases and lamps. 
E. V. Hughes was in charge. 

High Point Bending & Chair Company, Siler City, 
N. C.—Another clever and attractive array of house- 
hold furniture of the best kind, artistically decorated 
and arranged in a becoming manner. Clarence Brown 
was in charge. 

Mutschler Bros. Company, Nappanee, Ind.—High- 
grade household furniture was the keynote of this dis- 
play. Placed in a setting of artistic decorations and 
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CARTERSIN 


“FINEST for FOUNTAIN PENS” 
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Form No. 25291 is a buff card for recording a com- 
plete year of earnings and taxes. Form No. 25292, 
salmon in color, combines a personal history card 
and a summary of yearly totals of earnings and 
taxes. 


WE Ox\ord 


SOCIAL SECURITY FORMS 
and PAYROLL RECORD KIT 


No need to tell you of the big market for social security forms. Now your many cus- 
tomers and prospects who logically prefer them can have form cards for keeping social security 
records. 

Here are two new Oxford 5” x 8” form cards that fill the bill— prepared in accordance with 
State and Federal treasury regulations just issued, and designed to work with existing payroll 
or time books. As these records are of the utmost importance and must be kept for many years, 
they are made of high quality rag content stock. 

The biggest market is the thousands of smaller concerns with less than 50 employees. These 
concerns want a simple economical system, yet one that is complete. 

We have it in our No. 586 Social Security Payroll Record Kit, consisting of a sturdy 5” x 8” 
File Pak containing 50 cards each of the two forms, with instructions for their use. These are 
packed in display boxes of 6 kits, and we supply free a two-color window sticker to help you 
merchandise this item. 

Payroll Kits list in Zone 1 at $1.50 each, the cards alone at $1.30 per C. and $10.00 per M, 
with prices for zones 2 and 3 slightly higher. With the cards you can sell 5” x 8” cabinets or 
trays, and the necessary Oxford Guides for indexing by name, number, department or other 
classification. 











Enter your order for Kits and cards now. We will make immediate shipment. 


OXFORD FILING SUPPLY CO. 


340-A Morgan Avenue Brooklyn, N. Y. 
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lavish lights this show was visited by a large number 
of buyers. William Mueller was in charge. 

Majestic Lounge Company, Inc., New York City.— 
This show featured a new line of all-leather uphol- 
stered lounges and chairs for office and home which 
brought high praise from the many who viewed it. 
The furniture was upholstered in rich leather of vari- 
ous grades and colors and the lounge and chair com- 
binations were unusually attractive. According to Wil- 
liam Berkowitz, president of the company, who was in 
charge, the showrooms will be occupied permanently, 
the firm having taken a three-year lease. The show- 
rooms will be open to buyers at all times. 

Sikes Company, Inc., Buffalo, N. ¥Y.—This firm built 
its exhibit around its four handsome lines of Colonial 
desk office furniture. The suites are the Hamilton, 
the Jefferson, the Valley Forge and the Century. A 
large quantity of home furniture was also on exhibi- 
tion. H. W. Koehn, president, was in charge. 

- 
STURGIS ISSUES NEW SALES MANUAL 
AND CATALOGUE 

Embodying a new feature for the guidance of sales- 
men, a combination sales manual and catalogue has re- 
cently been issued by the Sturgis Posture Chair Com- 
pany, Sturgis, Mich. 

The book contains twenty-two pages and a wealth of 
illustrations of the Sturgis many lines of Posture chairs 
as well as its all-metal stands for typewriters and other 
office machines. 

Its new feature, however, is the presentation of a 
short sales talk at the end of each page in the cata- 
logue. These are interesting items concerning the abil- 
ity of posture chairs to correct improper sitting with 
its attendant injurious effects upon the human body 
and vital organs. 

tiiaimaiain 
MAJESTIC LOUNGE APPOINTS TWO TRAVELERS 

Following its program of nation-wide expansion the 
Majestic Lounge Company, Inc., New York City, last 
month appointed two salesmen to cover two of its most 
important territories. 

According to William Berkowitz, president of the 
company, the two newcomers to the sales staff ranks 
are L. H. McDaniel, Fort Worth, Texas, who will take 
over the southeast territory, and Charles Stieglitz, of 
Chicago, whose territory will include all of Ohio and 
Michigan as well as the cities of Pittsburgh and Buf- 
falo. 

Both Mr. McDaniel and Mr. Stieglitz are well known 
to the trade having been connected with the office 
furniture industry for a number of years. 

UEF FORT SMITH BRANCH TAKES 
LARGER QUARTERS 

The Fort Smith, Ark., branch of the Underwood 
Elliott Fisher Company, last month moved into larger 
quarters in the Kenney building, 20 South Sixth street. 

At the same time it was announced that O. B. Wil- 
liamson, formerly sales agent for the company, was to 
become manager of the branch office, following its re- 
moval from a former location at 8-A South Sixth street. 
In addition to typewriters, the branch office also dis- 
tributes the company’s lines of accounting and adding 
machines. 

= 
BANK PRODUCTS TAKES NEW QUARTERS 

The Bank Products Company, New York, recently 
moved from 135 Park avenue to new and extensive 
quarters at 174 Fifth avenue. 
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ANALYTICAL 
CONTROL 


DICTATOR 
DUPLICATING 


INK 


@ Raw materials are all subject 
to laboratory analysis and 
their high quality is con- 
stantly controlled in that 
they must conform to the 
high standards established. 


@ Scientifically formulated and 
ground in accordance with 
tested methods. 


@ Result— Guaranteed Uni- 
form high quality. 





FRED B. CANODE-— Manufacturer of dupli- 
cating and special inks for a period of over 40 years. 











Samples and prices of our three qualities 
will be sent upon request. 





INK SPECIALTIES CO. 


519-21 So. Laflin Street, Chicago, Illinois 
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Show Him 


ACCO 








Quite naturally, you're as much 


concerned with what your cus- 
tomer receives for his money as 
he is. You know, too, that he 
merchandise. 


If he’s 


wants quality 
Demonstrate quality! 
about to purchase an 


punch—show him an Acco. 


FASTENERS—BINDERS 
FOLDERS—CLAMPS—CLIPS 


ACCO PRODUCTS, Inc. 


LONG ISLAND CITY, N. Y. 
TORONTO, CANADA — LONDON, ENGLAND 
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(New Machines and Devices—Continued from page 41) 


is easy to fill and the device is always ready for imme- 
diate use. It is simple in design and its long wearing 
qualities are enhanced by the rust resisting nature of 
the metal parts. 
Ss 
OXFORD SOCIAL SECURITY FORMS 

The Oxford Social Security Payroll Record Kit, illus- 
trated here, provides a complete, simple and economical 
system for keeping Social Security records on card 
forms. This kit is especially designed for use where 
the number of employes is less than fifty. The forms 
used in the kit, however, are splendidly adapted for 
the requirements of large organizations. 

The cards were designed in accordance with regula- 
tions recently issued by the New York state and Federal 
Treasury and follow the recommendations of recog- 
nized experts. 

There are two forms used in this system. One is for 
employe payroll record and the other for the personal 
history of the employe. The forms are furnished in 
contrasting colors, pink and salmon. They are five by 
eight inches and of a high quality rag content stock 
which makes them capable of standing up under hard 
use and suitable as a permanent record in accordance 
with requirements. 

The Kit itself is a well constructed box type red fibre 
envelope made in the same style as the Oxford File 
Paks, an item familiar to many stationers. The kit 








Oxford Payroll Record Kit 


will hold fifty of each form. Larger organizations can 
use the forms in five by eight trays or filing cabinets. 
The Oxford Filing Supply Company, 340 Morgan ave- 
nue, Brooklyn, N. Y., will send samples on request. 
PRUITT ANNOUNCES NEW MACHINE STAND 
A new rolling all-metal office machine stand which 
is priced at $3.95 was recently placed on the market by 
Pruitt, Inc., 172 North La Salle street, Chicago. 
The new stand, made entirely of steel, is equipped 
with a sliding paper shelf which disappears when not 


in use. The stand is on rollers and has an olive-green 
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for selling 
features! 





Depression years have made buyers of office equipment more 
critical. They insist on looking “under the paint” for construc- 
tion features that mean long life, efficiency and economy. Ap- 
pearance is still important but is no longer the major sales 
feature. 

For selling today’s buyer the INVINCIBLE line supplies the 
dealer with plenty of sales ammunition. An examination of our 
latest catalog will quickly prove that to you. 

The fact that more and more dealers are turning to the IN- 
VINCIBLE line is no mere accident. Sales are what count! 


Send for Latest Catalog 


Full of modern sales ideas. Illustrates and describes many “under the paint” 
features in the INVINCIBLE line. Send the coupon below. 


“GO AHEAD WITH INVINCIBLE!” 


INVINCIBLE METAL FURNITURE CO. 


Factory and Executive Offices, Manitowoc, Wis. 
NEW YORK CHICAGO LOS ANGELES 
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CONCEALED SAFES . . . LETTER 
TRAYS ... WASTE BASKETS... ETC. 








Over 3,000 Dealers Sl Regs 
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Regal 1936 therchandising 
is ready 
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Kh. 
75 Vanick Street, New York, i. Y. 
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finish. Officials of the company pointed out that be- 
cause of the compactness and the attractiveness of the 








Pruitt Office Stand 


stand, it is an item which should sell just as rapidly 
for use in the home, as well as the office. Further de- 
tails of the new stand may be obtained by writing to 
Pruitt, Inc. 

e 


NEW ENGLAND TRAVELERS NOTES 


Very soon will be celebrated the first birthday of the 
New England Travelers Club News, the little club 
organ which has made its mark as a thing of value 
and personal appeal. The editor of the News has re- 
ceived scores of complimentary letters on the journal, 
engendering a resolve to work the harder to make the 
N.E.T. Club News a greater help to dealer, manu- 
facturer and club member. 

* 7 - 

The annual election of officers was held on January 
3 in the Boston Chamber of Commerce and the fol- 
lowing were elected to office: John E. Brooks, presi- 
dent; James R. Armington, first vice president in 
charge of the “News”; Frank N. Fisher, second vice 
president in charge of committees; William B. Taylor, 
secretary-auditor; Harry R. Bennett, treasurer-cus- 
todian. 

The new executive committee for one year is com- 
posed of James O. Hobart, Frank J. Horie, Joseph T. 
McLaughlin and Lee C. Paddock. Those elected to the 
executive committee for two years are Richard G. Bo- 
haker, Melville Wheeler and Cortland J. Worth. 

+ - ® 

John Brooks, who has won the entire membership’s 
gratitude for his unfailing work on behalf of the club, 
sent the following message to the membership: “I am 
proud to be placed at the head of the Travelers Club or- 
ganization for another year. I have never had the op- 
portunity of working with a bunch of fellows who could 
take it, as well as give it out, as they can. Their co- 
operation has been a wonderful thing to see, and any 
credit for a successful past year must go to them for 
their unselfish and prompt backing-up of all requests. 
I want to say again that I am proud to be named the 
head of this organization and of the grandest group of 
men it has ever been my pleasure to know.” 

+ . > 

One of the biggest events in the history of the or- 

ganization was the annual mid-winter frolic of the 
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SINGLE 
DRAWER UNITS 


“FLOATING ROLLER BEARING” 


The NEW PEERLESS one-drawer 


file is offered for use where the ne- 


cessity for filing space is small. 







FLOATING ROLLER BEARINGS 
SIDE LOCKING FOLLOWER BLOCK 
DRAWER REINFORCEMENT 

AND RUNNER OF 14 GAUGE ANGLE PLATE 


SOLID BRONZE LABEL HOLDER AND HARDWARE 


is 


DEEP 


Floating roller bearing and fric- 
tionless glides make this file even 
when heavily loaded operate with 
the maximum of ease. 


A FAST SELLER for home use, 
small stores, garage, farms, sales- 
men, students, etc. 


Each unit is provided with devices 
on top and bottom so that when de- 
sired two or more files can be fas- 
tened together into a solid stack. 


List Prices for Zone One 


S-18—Letter Size 


Green 
$ 7.00 


S-18L—Letter Size with lock 10.00 


S-20—Legal Size 


8.00 


S-20L—Legal Size with lock 11.00 
Subject so Regular Dealer Discount 


PEERLESS STEEL 
EQUIPMENT CO. 


UNRUH & HASBROOK STS., PHILADELPHIA 


PHILADELPHIA 
LOS ANGELES 


OFFICES 


NEW YORK 
BALTIMORE 


Mahogany 
Oak or 


Walnut 
$11.25 
14.25 
12.25 
15.25 


BOSTON 
CHICAGO 














Records of 
hundreds of in- 
stallations of Standard 
New Process Duplicators 
show savings as high as 65°¢. Some 
are single machines in small offices and 

factories. Others comprise batteries of 8, 10, 12 or 
more, in giant corporations. And whatever the applica- 
tion — for forms, intricate systems, or general duplicat- 
ing — the savings of this new method are inevitable. 


Copies Direct From The Original 
Standard’s New Process method eliminates costly, time- 
consuming operations between typing the original mas- 
ter and making copies. It gives you direct action. Ban- 
ishes gelatin, stencils, ink and type. Masters may be 
filed and used again. The scope of many established 
“systems” may be extended, and efficient systems estab- 
lished, not possible with previous methods. 


—————-How Users Save Money———_—_ 
@® General Motors Export Co., New York 


Eliminates carbon manifolding and possibility of error in order- 
invoice work. Produces better copies in accurate registration. 
Savings in time and money warranted purchase of additional 
machines. 


@ R. C. A. Victor Co., Camden, N. J. 

Standard New Process Duplicators in various departments save 
many thousands of dollars annually in time, labor, and operating 
costs. Have also improved operating efficiency, speeded production 
work, and reduced possibility of errors. 


@ American Forging & Socket Co., Pontiac, Mich. 


Previously typed two masters one for original order and one for 
completed job, with final labor, material and rate revision figures. 
By re-using original “master,” re-typing and re-checking are 
eliminated, quality of copies improved, speed increased 30%. 


MAIL COUPON TODAY! 

















Duplicating Machines Division, Standard Mailing Machines Co., 


Revere Boulevard, Everett, Mass. 


Please send me more complete information how the New Process 
Duplicator reduces form costs up to 65%. 
Name Title 
Company 
Address 
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Rhode Island Stationers Association held January 8 
in the Empire Room of the Crown hotel, Providence, 
_ & 

. o + 

Ken Page, Columbia Ribbon & Carbon Company, 
eloped on December 20 with Margaret McGarey, Brook- 
line, to Nashua, N. H., where they were married. When 
Ken arrived home he learned that his sister thought 
the idea a good one as she had eloped with Dick Dixon, 
son of the president of the Columbia Ribbon & Carbon 
Company to Harrison, N. Y., where the wedding took 
place. 

6 * . 

Guests at the Rhode Island Stationers Frolic are still 
talking about the beautiful gifts each of the guests re- 
ceived. These consisted of an attractive metal cigarette 
box from the Scovill Manufacturing Company and a 
fine 1936 diary from the Standard Diary Company. 

+ os af 

Dick Bohaker, who does a good job for Oakville, has 
recently been given a new office in Boston by the Sco- 
vill Manufacturing Company at 80 Federal street. 

* * * 

Garry Dell, formerly Connecticut representative for 
the F. S. Webster Company, has taken over the Acco 
lines for New England and New York state on a full- 
time basis. At the same time Garry’s brother, Paul, 
has taken over the Connecticut territory for Webster 
Company, so it is still in the family. 

e * “ 

Paul S. Bauer, son of Ralph Bauer, Lynn, recently 
made a test flight from Boston to Washington in five 
hours and twenty-five minutes, flying blind. The cock- 
pit of the plane was hooded and Mr. Bauer flew solely 
by compass and instrument dials. 

Harry Copeland, eastern divisional salesmanager for 
the Wilson-Jones Company, has just returned from a 
cruise in southern waters. 

7” * * 

Members of the club who are interested in amateur 
theatricals are asked to get in touch with John Brooks 
immediately. 

The above news items were gleaned from the N. E. T. 
Club News, official organ of the New England Travelers 
Club. 

——) es 
WILLIAMS INSTRUCTS EXPORT CLASSES 

On February 10 and March 23 the Chicago Associa- 
tion of Credit Men, Foreign Credit Division, will con- 
duct educational courses for the benefit of those in- 
terested in export work. 

The classes in practical exporting, for which more 
than 100 students have enrolled, are conducted by an 
instructor who has had many years of actual experi- 
ence with Chicago exporting houses. At a class held 
on December 2, Arthur Williams, export manager of 
the Woodstock Typewriter Company, was instructor 
on the subject of export documentary work. 

Mr. Williams will also conduct the coming classes 
on “Organizing World Territories for Export Market- 
ing,” and “Export Correspondence.” 

EES. ee 
OXFORD FILING PRESENTS SHOW 

The Oxford Filing Supply Company presented a busi- 
ness show of its filing systems, index cards, storage 
files, file folders and filing specialties during the week 
of January 13 in the Stock Exchange building, St. Louis, 
Mo. The displays were open to the public between noon 
and 5:30 o’clock.—HB 
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HERE’S THE NEw 


Buyers’ Guide! 


After 18 months of preparation, the BUYERS’ GUIDE ror tue OFFICE has been put in the 
hands of the Shaw-Walker dealer organization. The GUIDE is without doubt the most outstanding 
sales-making catalog ever produced in the ofhce equipment industry. 


DEALERS SAY 


“It’s Wonderful,”’ 
says Zaiser’s 
“We have just received the new BUYERS 

GUIDE and think it is a wonderful piece of 
catalog work This catalog will undoubt- 
edly produce plenty of busiress both for us 
ind for yourselves.” 

Zaiser’s Specialty Co., Des Moines 


**Best we have seen,”’ 
wires Gill 
‘Without a doubt it is the best catalog we 
have ever seen of any line stop = 


A. W. Gill Printing & Stationery Co., 
Mobile, Alabama 


Are Elated 


“We have received our copies of the 
BUYERS’ GUIDE and are much elated 
This GUIDE should help materially in getting 
the story across to the customer ~ 

E. L. Freeman Co., Providence, R. I 
, ’* 
“‘It’s Great... 

“Just received our first copy It’s 

great _ 


Russell Stationery Co., Amarillo, Texas 


‘“*Enthusiasm of customers 
overwhelming’”’ 


“The enthusiasm of everyone here at the 
othce and of those customers in whose hands 
we have placed them, has been so overwhelm- 
ing that we cculd not hesitate longer to drop 
you a line praising this BUYERS’ GUIDE as 
the greatest publication of its kind ever put 
in the public’s hands.” 


W. A. Helms, Inc., Cleveland, O 





The Shaw-Walker BUYERS’ GUIDE marks a new era for covers of one book--The BUYERS’ GUIDE ror tue OFFICE, 
Shaw-Walker representatives and their customers It is going to help every salesman to tell the story of 8,000 

No longer will a salesman have to carry around an assort- “Built Like a Skyscraper” products to the buyers in his ter- 
ment of catalogs, brochures, circulars and price lists, weighing ritory more completely and convincingly—and with more 
six or seven pounds, in order to have the whole Shaw-Walker profit to himself and to his customers—than has ever before 
story under his arm been possible. 

No longer will the customer have to try to keep track of a If you are located in a territory where Shaw-Walker is not 
dozen assorted leaflets. All the information needed to buy exclusively represented, please write for your BUYERS’ 
any Shaw-Walker item he wants, he will find between the GUIDE immediately 


“Built Like a 
Skyscraper” 





GHAW-WALKER 


MUSKEGON, MICHIGAN 
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(Patent Peng:ng) 


A Better Paper Fastener 


EASIER TO USE—EASIER TO SELL 
















\" ] A finger pressure slides the lock-bar top to 4 SlideLok Fasteners open and close much 
one side, releasing both prongs simultane- more quickly, reducing usual filing time at 
ously. least a half. 


2 Though the lock-bar releases easily, it binds 
both prongs securely—avoids accidental 
opening. 

g Se face of SlideLok Fastener closes so 
no parts are exposed to catch or tear other § SlideLok prices enable you to supply these 
papers. advantages without added cost to the user. 


§ File clerks like the absence of loops or 
catches that usually require thumb-nail urge 
to open. 





Samples and prices are ready for you. Write today. 


JosEPHSON MaANuFACTURING Corp. *Hit} Youth Steet 








Stationers = Ribbon & Carbon Dealers 


PROTECTION FOR YoU 


UR sales policy is EXCLUSIVELY WHOLESALE—always 

has been. Our line is STRICTLY A DEALER’S LINE— 

Inked ribbons—Carbon papers—Roll carbons—Honest Values— 

Uniform Goods—developed through years of experience in meeting 
and solving Ribbon and Carbon problems. 


: Successful dealers throughout the world give us their confidence and 
Null patronage. They KNOW our STRICTLY WHOLESALE policy 


Re wh? 
“nos atéh merits their confidence and have found it insures their PROTEC- 
“The Complete Line” TION. 


Originators and Sole Manufacturers of Cleangrip and Whitedge 
Efficiency Typewriter Carbon. 





RIGHT PRICES--RIGHT GOODS—AND 
PROTECTION FOR THE DEALER. 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
561 GRAND AVE. BROOKLYN, N.Y. 
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WEDDINGS 


BILLS-AMES 
On the evening of New Year's day, 1936, Sally Eliza- 
beth Ames, youngest daughter of Arthur A. Ames, pres- 
ident of the Ames Supply Company, Chicago, was mar- 
ried to Mr. Charles Thornton Bills. Mr. Bills is con- 








Mr. and Mrs. Bills 
nected with Swift & Company, Chicago. Mr. and Mrs. 
Bills are making their home in La Grange, the Chicago 
suburb in which the Ames family has made its home 
for many years. 


iad 
DIXON-PAGE 

Announcement was made of the marriage of H. F. E. 
Dixon of the engineering department of the Columbia 
Ribbon & Carbon Manufacturing Company, Inc., Glen 
Cove, L. IL, N. Y. and Miss Dorothy Page of Douglas 
Manor, L. I., on December 25, 1935. The groom is the 
son of H. A. Dixon, one of the founders and present 
officers of the Columbia company. 

While the couple had been engaged for some time 
they had given no hint of their intention to marry im- 
mediately and the announcement on Christmas Day 
came as a surprise to their families and friends. 

Immediately after the wedding Mr. and Mrs. Dixon 
departed for a three weeks’ honeymoon in Florida. 


> 
OLM-McLEOD 


Ralph J. Olm, manager of the Olm Company, Min- | 


neapolis, and Miss Naida Marcella McLeod of the same 
city were married December 24, 1935. The ceremony 
took place at the home of the groom’s parents, Mr. and 
Mrs. O. J. Olm. 


The newlyweds will continue to reside in Minneapolis. 


> - 
ALLEN-RICHARDSON 


Friends of Ivan Allen, Jr., with the Ivan Allen-Mar- | 


shall Company, will be interested to learn of his mar- 

riage on January 1 to Miss Louise Richardson, of 

Atlanta, the ceremony taking place at high noon at the 

First Presbyterian Church. Mr. Allen has been asso- 

ciated with his father in business since his graduation 

from the Georgia School of Technology two years ago. 
-JHR 


OL’ 








POC Stone 


RICHARD LEE MUSGRAVE 
Mr. and Mrs. Jess Musgrave are the proud parents of 
a son, Richard Lee, born at St. Louis on January 10. 
Mr. Musgrave is the St. Louis representative for the 
W. A. Sheaffer Pen Company, Fort Madison, Iowa. 
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YOU ARE 
LOOKING FOR 


e QUALITY e 
e VARIETY e 
eSERVICEe 


THE 
ANSWER 
IS 


OLUMBIA 


Made by 
Columbia Steel Equipment Co. 
PHILADELPHIA 


Office and Show Room 


LINCOLN-LIBERTY BUILDING 
Broad and Chestnut Streets 
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FOR YOUR 
FEBRUARY 
SALES 


The First 10-Inch 
Globe 


Most Convenient Sized, All- 
Purpose Globe Ever Offered 


- Weedagememte NEW MAP, with up-to-the-min- 
4 ute geographical changes. The ONLY popular 
priced globe to show actual mountain ranges. 


P101—10” 


This new P101-10" globe has everything: All 
principal radio stations and call letters—over 5000 
ocean currents 
full gradu- 


place names—steamship routes 
in white—latest authorized spellings 
ated meridian—well designed unbreakable metal 
Rich, warm, harmonizing SUN PROOF 


Washable, scratch-proof finish. 


base. 
colors. 
This model is certain to be your best 
seller this year because it offers the greatest 
value in globes and its price is in line with 


what your customers will pay. 


W rile for our catalog and dealer's net price list. 


REPLOGLE GLOBES, INC. 


168 No. Clinton St. Chicago, Ill. 


Vew York Representative and Display Rooms—- Herman Kashins 


25 Fifth Ave., New York 
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SHEPPARD ISSUED PAYROLL 
ACCOUNTING BOOKLET 
A new booklet is being prepared by The C. E. Shep- 
pard Company, Long Island City, N. Y., on the subject 
of payroll accounting under the Federal Social Security 
program and State Unemployment Compensation laws. 





Sheppard's Payroll 
Accounting Booklet 





A careful study of the federal and state laws and re- 
quirements has resulted in the design of a complete set 
of forms to permit the proper calculation of federal and 
state taxes payable by employers and employes and to 
facilitate the development of such information as will 
be required to permit the preparation of the necessary 
federal and state reports. 

These forms have been carefully prepared to permit 
selection of forms that will accurately take care of the 
requirements of each employer and to meet the needs 
of each line of business. 

Dealers may secure a copy of the booklet by writing 
to The C. E. Sheppard Company, Long Island City, N. Y. 

> 


PEERLESS STEEL EQUIPMENT COMPANY 
IN LOS ANGELES SALESROOMS 

The western branch of the Peerless Steel Equipment 
Company, Philadelphia, which for some time has been 
located at 1431 Santa Fe avenue, Los Angeles, has 
moved to new and more spacious quarters at 1429 South 
Los Angeles street. 

T. M. (Ted) Hughes, western representative of the 
company, reports that the increased sale of Peerless 
products during the last four years has made larger 
warehouse and display facilities necessary. 

Mr. Hughes introduced the Peerless line to the Pacific 
coast trade four years ago and in that time has won 
many friends and a wide acceptance for his line. 
Featured in the service sponsored by Mr. Hughes are 
dealer sales promotion, submission prospectus and sub- 
mission drawings and layouts. 

Mr. Hughes has been identified with the office equip- 
ment field for thirty years. Starting his career in the 


industry with the Library Bureau in San Francisco in 
1906, he later became Los Angeles manager for the 
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ENGINEERS surveying hundreds of miles across 
country sometimes finish with their levels almost ac- 
is commendable performance but 
are terms that 


sometimes” and t accurate 


hould not appear in the vocabulary of the manufac 
turer of any printing device. © Niagara has removed 
these words from the stencil method of office printing 


N licator is a precision instrument 


Each Niagara Dur 
Day after day, and in quantity production, the 
Niagara achieves hair-line registration by automatic 


feed. @ This precision is not a matter of chance. .. it 


AKL 1 





yy Gee ACCURACY 





AF4 Electric 
with Slip-Sheeter 


is definitely, structurally controlled. Automatically, 
every Niagara function from feeding to stacking be- 
comes a smooth, simple operation. ® Niagara dealers 
repeatedly tell us that every one of the complete line 
of Niagara models they demonstrate invariably 
handles the most exacting stencil jobs more smoothly, 
more impressively than their customers believed pos- 
sible. That's a highly important factor worth remem 
bering. ® We shall gladly respond to your inquiries, 
and give you detailed information regarding all 


Niagara products. 


NIAGARA 


DUPLICATOR CO. 


5815 THIRD STREET ° 


SAN FRANCISCO e 


U. S. A. © CABLE *NIADO” 
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The range of grades offered by Imperial covers 
every office furniture requirement — from stand- 
ard low-price square-leg and turned-leg desks to 
fine suites for executive offices. The Imperial 
Desk Selling Kit is the key to better office fur- 
niture profits. Write for a copy if you do not have 
it. The brochure on Imperial Home Desks and 
Bookcases will be enclosed if it is not in your files. 





HERE'S A BIG DESK VALUE— 


IMPERIAL 
No. 2200 SERIES 


. BIG IN 
SELLING FEATURES 
















. BIG IN 4 


PROFIT RETURNS 

















——— Your cus- 
tomers will re- 


spond {quickly to the 
great eye appeal and 
striking value in the No. 
2200 Series ... Good 
proportions, sturdy 
turned legs, figured Wal- 
nut drawer front overlays and heavy cast brass 
knobs make the No. 2200 Series a big desk value 
for the money .. . A new folder on the No. 2200 
Series will be released shortly to Imperial dealers; 
a copy will gladly be sent to all others upon re- 
quest. 












No. 2261 Flat Top 
Desk 60" x 34" x 
30‘. high. Made of 
Com bination 
Walnut. One of 
eight pieces’ in 
the complete 
series. 



















IMPERIAL DESK COMPANY 


EVANSVILLE, INDIANA 





















Fit to Serve with the 
Finest Equipment - - 


“Little Dandy’’ Steel 
Typewriter Stands 





Cold rolled, stiffened steel, fabricated into a “Little 
Dandy” typewriter stand assures dependable service. 
Design and finish are of the standard that satisfies people 
accustomed to quality equipment. There is no better 
equipment available and it is not good business to ex- 
periment with that of lower price. Many dealers have 
tested our claims and can testify to their soundness. 
To those who have not yet considered handling UHL 
equipment, we recommend our products for convenience, 
safety, appearance, and sound, life-long dependability. 
No, 671-TS 

Our catalogue describes and depicts the entire UHL line: 
**Postur-Chair’’ designed «scientifically to conserve strength and 
lessen fatigue. 


70-70 Typewriter Desk—an efficiency desk for stenographers and 
typists. Requires less space—reduces lost motion. 


Economy Typewriter Stand-——-offering dependable, life-long service 
at especially low cost. 

Cafeteria Tables and Chairs, Filing Tables and Stools, Vault 
Trucks, ete. 


THE Toledo Metal Furniture Company 
1592 Hastings Street Toledo, Ohio, U.S.A. 








No. 671-Lsx 
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same company. Then he pioneered the stock goods 
steel equipment for The General Fireproofing Company 
west of Denver and was branch manager for this con- 
cern in San Francisco. More recently he was manager 
of The Berger Manufacturing Company branches in 
Los Angeles, St. Louis and New York City. 
WISCONSIN TWIN CITY COMPANY PLANS 


BIG EXPANSION PROGRAM 


As the first move in a proposed expansion program 
which the company believes is warranted by increasing 
business, the Twin City Typewriter & Supply Company, 
Marinette, Wis., has recently purchased a three-story 
brick building into which it will move within the next 
few weeks. 

The company has been in business for the past eight 
years, during which it has worked up an excellent rec- 
ord as an office supply house. 

Miss Helen Nyland of the Twin City firm says that 
the new location is three doors away from the com- 
pany’s present site at 1613 Main street. The new build- 
ing has a twenty-nine foot frontage, is 130 feet deep 
and is equipped with two large show windows. 

The Twin City Typewriter & Supply Company is 
agent for the Royal Typewriter Company, Victor Add- 
ing Machine Company, Ohmer Cash Register Company, 
Diebold Safe & Lock Company, the Shaw-Walker Com- 
pany and many others. In the new location the com- 
pany plans on adding several other departments one of 
which will be devoted exclusively to the Mimeograph. 

cecilia 
ROYAL PLANS VOICE CONTROL 


LESSONS FOR SALESMEN 


Salesmen of the St. Louis branch of the Royal Type- 
writer Company, Inc., this month will begin taking 
lessons on voice control and enunciation. 

In explaining the value of instructive talks on voice, 
Loftin E. White, branch manager, said there is nothing 
more encouraging in sales work than a good voice. He 
declared that a salesman with a pleasant voice is cer- 
tain to make a good impression. 

“If there is anything a business man insists upon it is 
to talk to a business man,” Mr. White said. “A man 
who completely understands the business he represents. 
Who can present his thoughts in clear-cut English.” 

The five elements of a sale—pre-approach, approach, 
presentation, closing and service after a sale—were dis- 
cussed at the January meeting. Lessons in business 
English will be taken up next month, it was reported.— 
HB 
COLUMBIA CARBON & RIBBON PLANT 


SUFFERS SMALL DAMAGE IN FIRE 


Fire of unknown origin on January 7 threatened to | 


sweep the plant of the Columbia Ribbon & Carbon 
Manufacturing Company, Glen Cove, L.I. Quick action 
by employes and the local fire department as well as an 
automatic sprinkler system soon brought the fire under 
control. 

The damage was confined almost entirely to the 
gelatin roll department, where the blaze was discovered 
by employes early in the afternoon. No damage was 
done to the building itself and comparatively little to 
the machinery. The chief loss was in water damage 
to supplies and completed merchandise. 


Production in the gelatin roll department was halted | 


for only twenty-four hours. An emergency crew com- 


pleting clean-up operations to such good effect that | 


the department was running full force the next day. 
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VAIL’ 


Control of Production 
Insures Products of 
Highest Quality 


TO PRODUCE paper fasteners that give 
outstanding service requires a high degree 
of manufacturing skill, up-to-date equip- 
ment and an exact knowledge of the 
quality of materials that go into them. 
Vail’s modern plants are models of effi- 
ciency. This explains the superiority of 
the Vail line, available to you at no in- 
crease in cost. A trial order will prove 


its advantages to you. 


Paper Clips 
Pins 
Brass Fasteners 
Staples 
Thumb Tacks 


Write for illustrated price list 


covering our complete line 


VAIL MANUFACTURING CO. 
1752-58 E. 75th St. Chicago, Il. 


““MAIL IT TO VAIL’’ 
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Check 


REASONS 
FOR 
PEERLESS POPULARITY 
(and you'll never sell 
‘off brands” again) e 





Why sell “off” brand, unknown makes of typewriter 
keys when you can have prompt customer acceptance 
by offering the popularity, the reputation, the features 
of Peerless Keys 

In a business with as many items as the stationery 


store “duds” are costly. You must carry the wanted 


brands, the items that customers know and have used, 
the lines that sell fast and bring profits. 

Study the big reasons for Peerless popularity among 
both dealers and users and you'll find that Peerless is 
the one typewriter key line that you need to make 


money Here's the check list: 


1. Better—more favorable customer acceptance than 
new, off-brand unknown products. Peerless Keys have 


over 20 years of proved quality back of them 


9 Only Peerless Keys possess the patented “Security” 
feature which prevents the rubber key top from coming 
out of its metal base or twisting or slipping. 


3 PEERLESS KEYS are unreservedly guaranteed. The 
* super-quality, highly resilient rubber of which they are 
against hardening for FIVE 


made is warranted 


YEARS 
4, PEERLESS manufactures the only complete line sold 
* through dealers. There are rubber keys in all colors 
for typewriters, adding, billing, computing and register 
machines; also a full line of knobs, twirler rings, rubber 
cushion feet, typewriter pads and other allied items. 


5 PEERLESS is continually referring consumer inquiries 
to the dealer 


EXTRA! { brand new dealer help that sells keys 
quicker than anything before devised. Send for it! And 
ask for full details of the Peerless proposition 


PEERLESS 


— a . 
KEY (€O.. Ine. 


Manufacturers of the Only Complete Line of 
Rubber Keys Sold Through Dealer: 


General Office & Factory 
101 Mulberry St. 
N. Y. City: 176 Fulton St. 


Newark, N. J. 
Chicago: 19 So. Wells St, 
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ISSUE NEW BOOKLET ON TEXTOLITE LINE 

The Plastics department of the General Electric 
Company, West Lynn, Mass., has issued an attractive 
booklet which contains descriptions and illustrations 
of some thirty molded Textolite products such as ash 
trays, jewel boxes, memorandum pads, cigarette boxes 
as well as easels and display racks. 

These Textolite products are durable, washable, non- 
inflammable, odorless and of artistic and graceful de- 
sign. Many of the numbers are available in several 
colors such as ivory, tomato red, lettuce green and 
black. 

Copies of the booklet (No. GEL-530) are available 
to dealers on request. 

aE ees 
FLETCHER DEVELOPS FIBROIN DEALER LIST 

Fred Fletcher, who for the past six years has repre- 
sented the Fibroin Stencil Corporation in the New Eng- 
land states, recently announced that he has estab- 
lished a list of 250 Fibroin dealers in his territory. 

Mr. Fletcher was formerly purchasing agent and gen- 














Fred Fletcher 


eral manager of the Office Appliance Company, Boston, 
and first became acquainted with Fibroin products 
while in that capacity. He declared that a recently- 
completed trip through the New England territory indi- 
cates increasing business ahead. 
a ae 

MINNEAPOLIS STATIONER’S FINE CATALOGUE 

The Miller-Davis Company, Minneapolis, Minn., has 
issued a new catalogue of 266 pages, which is the first 
new retail stationery catalogue to reach us in recent 
years. This book is flat, opening through the use of 
spiral wire binding. The catalogue is decked in a blue 
cover printed in black and gold. A wide variety of 
standard merchandise is displayed in this catalogue, 
including a multitude of items found in every first class 
commercial stationery store. The Miller-Davis Com- 
pany is to be congratulated on its new effort to develop 
business through the medium of a comprehensive cata- 
logue, well classified. 


—_—__—g>——_—_ 

TRANGHESE JOINS GUARANTEE TYPEWRITER 

Frank J. Tranghese has bought an interest in the 
Guarantee Typewriter Exchange, 66 Vernon street, 
Springfield, Mass., and will act as sales manager for 
that business. He has been connected twelve years as 
service man for Remington-Rand, Inc. 

The Guarantee Typewriter Exchange was established 
by Arthur E. Cohn, who had been previously with 
Sackett’s Typewriter exchange. The Guarantee Type- 
writer Exchange deals in new portables, used and re- 
built typewriters of all makes, does general typewriter 
repairing and handles a full line of typewriter supplies. 
It also has a varied line of office machines, and handles 
duplicating machine supplies. 
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Sure, people buy where they know 
they get real value. That's why the 
dealers who sell 


MASTER GRADE 


1.0 srenis seit this incomporeble rebuilt U N D EK R Wo OD «. 























typewriter. 

. Spee geeee ar are the leading dealers in their towns. 
2. Eye Ease Keyboard. 
3. Crackle Finish nonglare front plate. Fe 9 
4. Individual key action control. There just is no comparable rebuilt 
5. New style feet and cylinder knobs. 
6. Complete new cork and rubber feed typewriter value. 

roll assembly. 
7. Genuine Underwood parts. 
. THE WHOLESALE TYPEWRITER CO. 
9. Guarantee Bond sealed to each ma- 

chine. FACTORY AND GENERAL OFFICES: 155 SIXTH AVE.. NEW YORK, U.S.A. 
10. ——. official factory rebuilt Under- CABLE: SALETYPE 

wood. 


Pay Roll Taxes created by Federal and State Laws necessitates a revision of Pay 
Roll Records by practically every employer. We have prepared and carry in 
stock a series of forms—twenty-one in all—which will permit selection to meet 
the needs of various types of pay rolls—for hand or machine posting. 


—For 10 Employees” No. SS010~ Price Complete $6.80 — For 25 Employees No. SS025—Price Complete $9.55— 


25 Personnel Record Sheets Form $8522. 50 Personnel Record Sheets Form 88522. 

50 Individual Employment and Earning Form 
SS509A. 

50 Pay Roll Sheets Form SS510A. 

, pe F aasi: 6 Pay Roll Recap Sheets, Form SS513A. 

6 Pay Roll Recap Sheets Form SS513A. 1 Canvas Prong Binder size 64%4x10%, 114’ Cap. 

1 Canvas Prong Binder size 64x10%, 1’ Cap. No. No. VT0126. 
VTO126. 2 Sets A to Z Canvas Tabbed Indexes, 12 divisions. 


25 Individual Employment and Earning Form 
SS509A. 
25 Pay Roll Sheets Form SS510A. 


1 Spring Back Sheet Holder, size 14x12, Canvas, 1 Spring Back Sheet Holder, size 14x12, Canvas, 
No. HX140. No. HX140. 




















The two outfits shown above indicate the range—there are similar outfits arranged for as many as 
200 employees —outfits can be made up for any number of employees. 


Send for New Booklet 


Our new booklet, now on the press, completely describes and illustrates the different records 
and outlines the correct accounting procedure. The booklet will be sent free on request. A 
sample set of the forms— 2] in all—will be mailed on receipt of 0c to defray preparation and postage 
which amount will be credited against first stock order. Imprinted circulars and other sales 


1elps availab THE C. E. SHEPPARD CO. 


1401-1429 Leong Island City 
Twenty-first St. New York 
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A Clubby number , | an 
y ransforms an awkward limited space 
fashioned as only in an office or reception room into a 


2 ‘ cozy retreat. A striking example of 
Majestic Caen « eek MAJESTIC craftsmanship in fashion- 
ing fine leather furniture. Smart, 

comfortable, luxurious and durable as 
only leather can be . . . . Confining 
our efforts exclusively to leather furni- 
ture has distinct advantages for deale®s. 


MAJESTIC 


LOUNGE COMPANY 
INCORPORATED 











New York Showroom and Offices 
6 West 18th St., New York, N. Y. 


Chicago Showroom 
1616 Merchandise Mart 


Factory at Bridgeport, Conn. 


REPRESENTATIVES 


MIDWEST M_V. Follin, 220 Fairbanks Road, Riverside I 

SOUTH ). D. Mann, Montrose Blvd. Apts., Houston, Tex 
H. D. Blake, Box 64, Rachel, W. Va 

PACIFIC COAST L. B. Downing, 50 Hawthorne St., Sa 
Franc is« 

SOUTHEAST L. H. MeDaniel, 2515 Jennings Ave For 
Worth, Texas 


OHIO i MICHIGAN, PITTSBURGH and BUFFALA 
Charles Stieglitz, 1151 Eddy St ‘ 


No. 300 LOVE SEAT. Sofa and Chair to Match 











Where SECURITY of Binding is 


of Paramount Importance ‘ 


Especially for 











lawyers, archi- 
tects, engineers, bank- 
ers, public officials, etc., 
where valuable papers remain 
valuable only when completely in- 
fact. 


]) two sizes: No. 1, 50 sheet capacity, $ 5.00 
No. 2, 100 sheet capacity, 15.00 


Edw. L. Sibley Mfg. Co. Inc. 


Bennington Vermont 
Since 1886 


“Nothing but our own creations” 
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(Meetings and Dinners—Continued from page 66) 
completed. Dinner will be served at 6 o’clock follow- 
ing which a program of entertainment will be given. 

Those to be installed are: 

Charles T. Spaulding, Spaulding Stationery Company, 
president; M. T. Weingaertner, Egyptian Stationery 
Company, Belleville, Ill, vice president; L. Walter 
Ruedy, S. G. Adams Company, treasurer; E. J. Mitchell, 
Levison & Blythe Manufacturing Company, secretary, 
and William Schmiederer, Buxton & Skinner Printing 
& Stationery Company, member of executive commit- 
tee. 

et 
CANADA C & R COMPANY HOLDS ANNUAL 
MEETING 


The Canada Carbon & Ribbon Company, Ltd., of 
Toronto, held its annual meeting last month. The 
affair was attended by A. B. Holmes, first vice-presi- 
dent and general manager of the Columbia Carbon & 
Ribbon Manufacturing Company, Glen Cove, L. I., who 
was one of the founders and is now a vice-president 
and director of the Canadian firm. 

During the session several reports were read indicat- 
ing substantial increases in business for 1935 over 1934 
and predicting even better results for the present year. 

Following the annual meeting of directors and stock- 
holders held in Toronto an adjourned meeting of the 
directors took place at the Hotel Pennsylvania, New 
York City. During their stay in New York the directors 
were the guests of the Columbia Ribbon & Carbon 
Manufacturing Company. The principal object of the 
joint conference was a discussion of the mutual busi- 
ness betterment of both companies. 

eile 
ACCO ANNUAL SALES MEETING 

The annual sales meeting of the Acco Products Inc., 
Long Island City, N. Y., was held at the New Yorker 
Hotel, January 6 and 7. George B. McGlade, new gen- 
eral sales manager, presided. 

Reports of the activities of the past year showed sub- 


stantial progress and an encouraging general business | 


outlook for the coming year. Many new and stimulat- 
ing sales plans were presented. 

Members of the sales organization in attendance 
were “Jerry” White, metropolitan New York represent- 
ative, Garry Dell, New England territory, “Bill” Wint- 
rich, covering the middle west and “Bill” Boyd, Robert 
Gooley, Charles Hyatt, “Jim” Cooper, Jr., Peter Mas- 
terson and J. Kip Edwards. 

~~ 
CLEVELAND DEALERS ANTICIPATE GOOD 
BUSINESS IN ’36 


Members of the Cleveland Typewriter and Adding 
Machine Dealers Association returned to the consider- 
ation of trade problems at their January meeting after 
the gala holiday program which displaced all other 
matters at the December gathering. Both affairs were 
held at the Allerton Hotel. 

The meeting last month was devoted to the discus- 
sion of rentals and the outlook for the new year. Al- 
though recognizing the fact that they face serious cut 
price competition from various directions, the outlook 
for the new year was agreed to be promising.—AED 

—<>—-—___— 
SKINNER ADDS ANNEX TO STORE 


Coincident with taking on a complete line of office 
supplies in addition to its modern printing plant, the 
firm of Luther Skinner, Montgomery, Ala., has recently 
completed the building of an annex to its establish- 
ment.—_GHW 
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WITH A STOP SIGN AT 
THE END OF THE ROLL 


DS 


@ There’s no waste of 
tape or time in opening 
‘'‘Spotseald’’ Adding 
Machine Rolls... Grasp 
a corner — tear on the 
line ... that’s all! A 
couple of inches of tape 
—a couple of seconds 
of time... it’s done. 


And there’s no excuse 
for printing totals on a 
bare platen, either! For 
three whole feet from 
the end of each roll there 
runs a red stop signal 
...ared band on each 
edge that says ‘‘Have 
another roll handy.” 


‘*Spotseald’’ Adding 
Machine Rolls are made 
in three grades and in 
all standard sizes. Write 
for complete informa- 
tion and prices. 


SEALED ON A SPOT 
TEARS ON A DOTTED LINE 





— 


ROCKWELL-BARNE 


1511 West 38th Street 


CHI 
























Taper Tip’s a new eraser 
An unusual error chaser: 
Tops your pencil—stops it rolling, 


Wedge-shape sides and end controlling 


HERE'S the newest Weldon Roberts 


Lraser to 


correct mistakes in any 
| anguage We call it Taper Tip and 
you Il call it “swell” the minute you see 
and try one 
TAPER TIP brings to your customers who ue 
erasers—-and that means all your customers—a 
knob type pencil eraser of the soft consistency they 
have always wanted. Taper Tip is designed to 
wear down evenly and retain its sharp, spade-like 
end. The square shoulder keeps the pencil from 
rolling off desks and drawing tables 
Your customers will go for Taper Tip 
and you can supply them at a hand- 
some profit from either of two packings 
the one gross box No. 368B or the 
half-gross mounted on a sales-making 


self-selling card, No. 368C 


Write for sample s and prices or send in a trial 
wder for Taper Tip nou it s sure to be one of the 
Che nost popular Weldon Roterts Erasers 


WELDON ROBERTS RUBBER CO. 


a imerica’s Eraser Specialists 
Newark New Jersey 


Lorract mirskLalcer ur any language 
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STEMPEL NOW HEADS CARPENTER COMPANY 


Walt Stempel, well-known in the stationery field 
throughout the middle west, last month was appointed 
manager of the Carpenter Paper Company, Lincoln, 
Nebraska. The new appointment was by way of being 
a promotion, Mr. Stempel having started with the Car- 











Walt Stempel 


penter Company over a year ago at which time he was 
appointed superintendent of the coarse paper and sta- 
tionery departments. Mr. Stempel, who is a former 
president of Mid-West Travelers Club, received many 
messages of congratulations on his new appointment 
from friends all over the country. 

Coincident with the appointment of Mr. Stempel, 
officials of the Carpenter Company reported that the 
firm will move into its new building early this month. 

eae 


AIGNER APPOINTS TWO NEW SALESMEN 


The G. J. Aigner Company, 503 South Jefferson street, 
Chicago, last month appointed two new representatives 
in the field, according to Elmer Krumwiede, sales pro- 
motion manager of the firm. 

The new salesmen are L. H. McDaniel and G. A. 
Heflin, both of whom have a wealth of experience in the 
office equipment field. 

Mr. McDaniel will take over the entire line of the 
Aigner Company in the states of Mississippi, Alabama, 
Georgia, Florida, North and South Carolina and Ten- 
nessee. In Oklahoma, Texas, (‘without El Paso) 
Arkansas and Louisiana, he will handle only the loose 
leaf part of the Aigner line. 

Mr. Heflin, who takes over the Western territory 
will travel in Montana, Idaho, Wyoming, Colorado, 
Utah, New Mexico, and the city of El Paso, Texas. 

seein 

SMITH-CORONA OPENS BIRMINGHAM BRANCH 


L. C. Smith & Corona Typewriters Inc., last month 
announced the opening of a new branch office at Bir- 
mingham, Ala., to be managed by A. M. Weems. The 
extensive territory, formerly under the Atlanta branch, 
has been divided into two parts with the western sec- 
tion assigned to Birmingham. The remainder of the 
territory classified as the eastern section will remain 
under the jurisdiction of the Atlanta branch. 


—<—— 
STEINMETZ RETURNS FROM XMAS TRIP 


Mr. and Mrs. Gordon Steinmetz recently returned to 
Kansas City after spending the Christmas and New 
Year holidays with their relatives in St. Paul and Min- 
neapolis. Mr. Steinmetz represents the Sanford Manu- 
facturing Company in the mid-west. 
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OUR POLICY 


Past Present ae Ee 


Distribution of our Product through Recognized Legitimate Dealers. 
Dealer Protection. 

Continued Improvement of our Product. 

Cooperation with Local and National Trade Associations. 

Refusal to Quote or Sell to Chain Stores. 

Non-consignment of Merchandise. 


On account of the Nature of our Product, Thousands of Orders are 
sent Direct to us. These are Forwarded to the Nearest Dealers 
in the Territory from which they are Received. 

Continued Effort with Other Manufacturers to Stabilize Prices and 
Bring the Calendar Industry to a More Profitable Standard for 
the Dealers. 














EVER READY CALENDAR MFG. CO. 
Manufacturer of All Types of Desk Pads | 
160 Maple Street Jersey City, New Jersey | 


























One of these TRANSFILES 


TRADE MARK 


has a place wherever rec- 
ords are stored or filed 4 


Economy, durability, accessibility and good appear- 
ance are essentials in corrugated storage files. But to 
some of your customers economy is the vital require- 
ment. Others insist on good appearance as well. Still 
others demand drawer operation comparable to the 


regular steel files. 


That's why TRANSFILES are made in 3 styles — 
DeLuxe, Leader and Regular. 


TRANSFILE dealers give their customers exactly 
what they want. Naturally they have an advantage. 


GUIDE SYSTEM AND SUPPLY CO. 
335 Canal St. New York, N. Y. 





THERE IS A TRANSFILE FOR EVERY PURSE AND PURPOSE 











OFFICE APPLIANCES 


126 






Experience 
that Counts 


SIXTY years of desk making has 
this definite implication — Jasper 
Desk Co. desks have given consist- 
ent satisfaction. That is because of 
expert construction, designs are 
kept up to date and only best qual- 
ity materials are used. And yet 




















The above design ts 
also available in ma- 
hogany (No. 917) 
and wainut (No. 
1017). 





















NO. 817 


A popular number. 
Full quartered on. 
Five lengths—48 

72 inches; 32 and . 


New - ork —- 












——_ inch idth height tive: W. H Brown. 
10" inches: ‘shipping Jasper Desk Co. desks are reason- 6708 Glenweod Ave. 

j g 
=" ably priced. “a. 





Oar catalog presents a wide range of styles. We'll gladly send a copy. 


_ JASPER DESK COMPANY, JASPER, IND. 


A NEW Transfer File 


of Steeland Wood . . . in the Price 
Class of Corrugated Cardboard 























No. 128-T 





HERE'S COMPACTNESS 
STYLE AND QUALITY +! : ctl 


PENDING 





THREE gusseted inner pockets on each side 
and an outside zipper pocket. Two dis- 


Here at last is the ideal transfer file that fills the long wanted 


appearing handles. Talon hookless fasteners demand for a practical, efficient, low cost filing of records. 
throughout. Leather gusset on three sides. bee ~ Fe men o ee ae 9 and —_ 
‘ , ; - - oard, fabricated to give y of service, yet are very ne 

Made of W alrus top grain cowhide with and = ange 4 in rag yee ———— i easy and positive, 

> , —_— . _ Ae oe . ' l a ee permitting them to stacked ceiling high. The framework 
re atly turned edg 8. Size 16 by I] 2 Ine hes. supports the drawer so that it will always slide as readily as 
Black and brown. (Style No. 125-T the those of your personal file. 
same, but made of Sea Shark top grain cow- A test will convince you of the superiority of Add-A-Unit 
} : _ ef } k ' “Px files. Before ordering your transfer files, investigate these fine, 
ice ’ wit N Inside Por ets of same leather as low priced files. 
outside of case.) An excellent representative 
of DoppCraft superior designing and quality. : ‘i 

PE . — Made in All Popular Sizes 


Write for our catalog showing the complete line 
of DoppCraft leather goods. 
Hedges Mfg. Company 


Charles Doppelt & Co. 
412 Orleans St. Chicago, Ill. 2700 Wentworth Ave. Chicago, Ill. 
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DEATH TAKES MARY E. ORR 

Death brought an end to an enviable and splendid 
career in the business world when Miss Mary E. Orr, 
confidential secretary to John A. Zellers, vice president 
of Remington Rand, Inc., died following a heart attack, 
Friday, January 24. 

Miss Orr, who was sixty-nine years of age and had 
been employed by Remington Rand since 1889, was 
stricken in her home at 555 Edgecomb avenue, New 
York City. 

Miss Orr began her career as a stenographer when 
she successfully sought employment with the Reming- 
ton Typewriter Company. At that time she had won a 
number of awards for her speed and skill as a typist 
and was the first of a long run of world speed cham- 
pions. 

The young stenographer did not long remain in that 
position. Her ability as a business woman was soon 
noted and her rise in the industrial world began. 

Within a short time she was appointed a confidential 
secretary to the executive officers of the company. 

Miss Orr reached the peak of her career when, after 
serving as confidential secretary through three suc- 
cessive administrations, she was appointed acting 
treasurer and director of the company—the first 
woman to be elected to such an office. 

More honors were heaped upon Miss Orr when, in 
1923, she was nominated by the Remington Company 
for election to the American Committee of Women to 
visit devastated France. She won the “Good Will” elec- 
tion and the following year wrote many interesting let- 
ters and articles on her visit to the areas devastated 
following the German army retreat in 1918. 

Funeral services were held from the Harlem Presby- 
terian church on Monday, January 27. 

> 


WHOLESALE STATIONERS SET THREE-DAY 
MEETING DATE 

The Wholesale Stationers Association, New York, will 
hold its 1936 annual meeting in Detroit, May 25, 26 and 
27, according to a statement issued by the organiza- 
tion’s Board of Control. 

The meeting, which is the twenty-sixth annual affair, 
will hold its sessions in the Statler hotel wherein 
elaborate preparations are under way for the benefit of 
the delegates. 

Utilizing Detroit’s many opportunities for educational 
and recreational enjoyment, a splendid series of enter- 
tainment features will be provided for the visitors. 

wwii 
WABASH BOOKLETS EXPLAIN “NATURAL SYSTEM” 
FILING 

The Wabash Cabinet Company has just issued two 
attractive booklets, one of which fully explains and 
illustrates the new Natural System of indexing, while 
the other contains a number of photostatic copies of 
letters of users of the system. These letters support the 
company’s claim that there has never been a filing 
problem that Natural System could not solve. 

Copies of the booklet may be obtained by writing the 
Wabash Cabinet Company, Wabash, Ind. 

> 
COLUMBIA RIBBON SALES INCREASE 

The annual stockholders meeting of the Columbia 
Ribbon & Carbon Manufacturing Company, Inc., was 
held at the factory at Glen Cove, L. IL. N. Y., on Jan- 
uary 28. In his report, President A. B. Holmes revealed 
that a substantial increase in sales had been made in 
1935 over 1934. In looking ahead to the coming year 
prospects for increases were even better, he said. 
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30 YEARS 
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The Calendars That Have 
Stood The Test Of Time 





The PERFORMANCE of a line, not prophecy is what 
makes it a leader. The record of Defiance Desk 
Calendars with the nation’s most prominent whole- 
salers, who have been distributing Defiance calendars 
for years, speaks for itself. Today, Defiance offers 
you the oldest and most complete line on the market, 
embodying those two qualities which have always 
been synonymous with the name Defiance—“Quality” 
and “Service.” Dealer sales helps available on request. 
Standardize on the genuine—the calendars in the Blue 
Boxes and assure yourself of a continuous calendar 
business at regular profit, for 1937! 


Study These DEFIANCE “Points of Superiority” 


* A COMPLETE LINE: 
Perfection Daily Reminder, Gem, Jumbo Gem, Perfection, 
Deskaid, Daydex. 

* STEEL BASES: 
Finished in black, olive green or mahogany enamel; 
brushed brass, nickel or statuary bronze plate. Arches 
tip backward and forward to simplify mounting the pad; 
rubber plugs prevent scratching. 

* PADS: 
Lithographed on snow white bond paper, string-tied. 
Edges attractively mottied in biack. 

* TOP COVERS and BOXES: 


in the well-known Defiance biue color scheme. 





DEFIANCE 


SALES CORPORATION 





72 SPRING STREET, NEW YORK 
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No. 9 


Tablet arm chair. 
Plain or quartered oak 
with hard maple or 
quartered oak arm, re- 
inforced by two 2-inch 
steel braces. Full sad- 
dled seat. 17% inch 
fromt, 154% inch back, 
16% inches deep. Dou- 
ble spiral dowel 





throughout. All edges 
fully rounded. 32 in- 
ches high. Shipping 


weight 24 pounds. Lac- 
quer, medium brown. 
light or dark oak finish. 





See Our Exhibit of 





CORRECT POSTURE 
SCHOOL CHAIRS 


National School Supplies and 
Equipment Association Con- 
vention. Tenth floor of the 
Palmer House. Chicago. on 


FEBRUARY 17-20 


Mr. Koerner. Mr. Litchfield and Mr. Brown 
in charge 


JASPER CHAIR CO. SCHOOL CHAIRS are scien- 
tifically constructed for seat'ng comfort and lasting 
service. The use of first-quality materials and 
unique metal corner bracing give exceptional strength 
and fine appearance. Many designs available. Send 
for catalog. 








Jasper Chair Co.. 
Jasper. Ind. 


No & 


Teacher's chair. 
Plain or quartered 
oak. Made under 
same 
as chair No. 9, shown 
but without 
arm and book box. 


specifications 


above. 





















APPLIANCES 


OFFICE 


ROTARIAN BUSINESS EXPOSITION 


A large and diversified exhibit of office furniture, 
supplies and equipment marked the third annual busi- 
ness exposition of the Rotary Club of Chicago, held 
January 22, 23 and 24, in the Sherman hotel. 

Among the firms exhibiting in the show which occu- 
pied the entire mezzanine floor of the hotel, were the 
following: 

Horder’s, Inc., Wilson-Jones loose leaf, Liberty boxes, 
Victor visible filing equipment and Stebco leather 
products. C. H. Carlson was in charge. 

Autopoint Company, automatic pencils, desk pads 
and other products. Clarence A. Cahill was in charge. 

Addressograph Company, an excellent display of 
office machines. J. Bass Ward was in charge. 

Multigraph Company, varied office machines on dis- 
play. Frank M. Broughton was in charge. 


Edwin C. Barnes Company, Ediphones. John D. 


| Pahlman was in charge. 


Art Metal Construction Company, Post-Index visible 


| equipment, filing cabinets and desks. Ray D. Cooper 


was in charge. 
Burroughs Adding Machine Corporation, adding and 


| other business machines and typewriters. Charles F. 


Putnam and Rex Rathbun were in charge. 


Tallman, Robbins Company, executive files. Percy 
T. Tallman was in charge. 
Nelson-Eismann Company, ribbons and carbons. 


William Eismann was in charge. 


Hedman Manufacturing Company, check protectors 
and check signing machines. Herbert P. Hedman was 
in charge. 

Sanford Manufacturing Company. All of the well- 
known Sanford lines of inks, glues, pastes and stamp 
pads were on display in charge of W. W. S. Carpenter. 

Mosler Safe Company. A line of safes ranging in size 
from the smallest to large office models. Charles A. 
Donnell was in charge. 

H. L. Ruggles & Company, display of printing in a 
number of forms. 

—— 


HOTCHKISS INCREASES SALES STAFF 


The Hotchkiss Sales Corporation, Norwalk, Conn., 
last month announced the appointment of three new 


| salesmen to its staff. Those appointed are: 


R. L. Smith, of San Francisco, whose territory will 
include California, Arizona and Nevada; A. V. Gillin, 


| who will travel Oregon, Washington, Idaho and Mon- 


tana, and Paul E. Christiansen, who will represent the 
Hotchkiss Corporation in Colorado, Utah, Wyoming 
and New Mexico. 

The Hotchkiss Corporation maintains a complete line 
of stapling machines and staples at 900 Battery street, 
San Francisco, under the direction of L. E. Engle. 


sascha 
GRAPHIC ISSUES NEW PRICE LIST 


The Graphic Duplicator Company, New York City, 
has just completed and will shortly issue an extensive 
illustrated price list on duplicating machines and sup- 
plies for both the gelatine and stencil duplicating proc- 
ess. The new list, which was published as a means of 
enabling dealers to secure any and all duplicating items 
from one house, will be an immediate reference guide 
to the dealer in that it not only gives the list prices, 
but also contains educational information and its ap- 
plication on the various items. Copies of the new book 
may be obtained by writing to the company at 148 
Lafayette street, New York City. 
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a 
Qh ne 9000 grade designates a new group of 
office furniture with a new standard of value. 
Its exceptional quality and moderate cost opens 
up many additional opportunities for the retailer. 


Genuine walnut top, panels and drawer fronts 
. . high grade overlay veneer . . . 5-ply top, 144 
inches thick with moulded edge, and 3-ply panels 
are features of this group. Paneled drawer fronts, 
3-ply walnut drawer bottoms, drawers dovetailed 
at all corners, interiors stained and finished. 
High grade Yale locks, all-metal locking device. 
ee eer New exclusive ornamental drawer pull with studs 
pattern available of brass or chrome to match locks—and bail fin- 

ished to match walnut or mahogany exterior in 





brass or chrome 


ANEW Gunn GROUP 9c cecum 


also phone cabinet, letter tray, costumer, waste 
basket and bookcase to match. Descriptive 


folder on request. 


Advances the 
QUALITY OF THRIFT “© ™" Ca 


in office furniture GRAND RAPIDS, MICHIGAN 


ORA 
P RO NT *TaLES | 
You don’t need to be a magi- 


cian to sell PRONTOS . . 


Make a survey of your customers’ habits of storing 
records. You'll be surprised at the percentage of good 
concerns who still tie their records up in bundles for 








storing. 
They are easily convinced of the value of keeping 
these records clean, orderly and accessible. They 





know they ought to be. 
A demonstration of the PRONTO method sells 


them on the spot. 
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POPULAR You don't have to be a magician to sell PRONTOS 


SIZES but you do have to find out who needs them. 


PRONTO FILE CORP. Why not try this idea. 
636 BROADWAY, NEW YORK, N. Y. 
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PIONEERS 


Kata 






The leading stationers in the 
country have always recognized 


the name of Trudie 


The outstanding features in the 
Loose Leaf industry today —the 
latest developments are all the 
results of years of constant 
efforts on the part of this com- 

pany 


The Solid One Piece Leather Cover. 
The Single Trigger. 
The Featherweight. 
WIRE-O Binding. 


These and many others revolu- 
tionized the RING BOOK IN- 
DUSTRY 


“HUSTLE WITH TRUSSELL" 




















TRUSSELL MANUFACTURING CO. 
Poughkeepsie, N. Y 












OFFICE APPLIANCES 


Every busi- 
ness is better 
established if 
, its records are 
properly 
guarded. 


SCHWAB 
SAFES 


protect 
against fire 
and theft. 


Too many busi- 
ness men are go- 
ing along without 
sufficient protec- 
tion for their 
records and valu- 
ables. By mak- 
ing just a brief 
statement of the 
dangers threat- 
ening and the 
small cost of pro- 
tection, you can 
+ develop enough 
interest to induce 
many profitable 
sales. The 
Schwab sales 
plan tells how. 


The Schwab 
Safe Company 
LAFAYETTE, INDIANA 








No. 1842-¢ 


. 2642-c. Inside dimen- 
sions 175, x 41% x 18', 
inches. A Schwab com- 
mercial safe; will pro- 
tect its contents against 
1700 degrees F. tempera- 
ture during the period of 
one hour. 





w wn so ON 


INTERNATIONAL 


TN CB eet FT BS 


G06000060609 








A SPECIALTY ITEM 


THAT HAS TWO IMPORTANT 
FEATURES — REPEAT 


AND A GOOD PROFIT 


ORDERS 











Munson Suppry Co., 348 Hudson St., New York City 


Name... .. 
Address 
City... 





Please send information about the New Key 
—New Package and Counter Display to 


State 

















Will be found economical for the reason 


they possess DURABILITY resulting in 


maximum wear and longer life. 


This is just one of the reasons why the 
Dealer should carry the BUCKI LINE. 


Other reasons lie in the Buckeye Merchandis- 





ing Plan which will be explained upon re- 


quest. 


™ Buckeye Ribbon & Carbon Co. 


1458-1468 East 55th Se. Cleveland, Ohio 


A copy of the Buckeye Booklet awaits your request. 
Dealers have found it indispensable. _ 
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DEPENDABLE SECURES PARTITION CONTRACT 

The Dependable Office Furniture Company, New York 
City, last month was awarded another contract by the 
City of New York for the installation of office parti- 
tions, according to J. L. Mantell, head of the firm. 

Marking the third contract awarded the company in 
recent months, the job is estimated to require the 
services of ten workers and will take approximately 
six weeks to complete. 

In addition to partition work, the Dependable Office 
Furniture Company specializes in other branches of 











J. L. Mantell 


the industry and carries a complete line of office furni- 
ture, adding machines, typewriters, metal shelving, 
safe cabinets and visible filing cabinets. 

Mr. Mantell, in pointing out that both he and his 
associate, Y. Manookian, look forward to an excellent 
season, said: 

“In the city of New York alone over 90,000 new leases 
have been signed by firms and individuals for lofts, 
stores and offices. Such widespread activity cannot 
fail to bring more and better business to the office 
equipment dealer.” 


a 


AKRON HOUSE HAS QUARTER CENTURY 
ANNIVERSARY 

The Fred L. Kolb Company, 90 East Mill street, 
Akron, Ohio, celebrated its twenty-fifth anniversary 
several weeks ago. This business was started in 1910, 
operating a small printing plant and working on small 
capital. Fred Kolb, the founder, guided his business 
through the pitfalls of several depressions—large and 
small, and has continued his printing and office supply 
and furniture business through the years. The present 
location is within a block of the original place of busi- 
ness, and is known as the “Downtown Printer of 
Akron.” Several years ago Mr. Kolb recognized that 
the modern trend in office equipment was to steel, and 
became the exclusive agent for the Art Metal Con- 
struction Company. 

In addition to a well-selected line of office supplies 
this business handles many nationally known brands, 
including Waterman fountain pens, Boorum & Pease 
blank books and loose leaf systems, Carter’s inks and 
mucilage and B. L. Marble office chairs. 

Mr. Kolb’s aim is to continue another era as one of 
the reliable commercial stationery and furniture 
houses in Akron. His sons, J. Robert and Paul F., are 
associated with the business. 
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With the ik Neva-Clog line 








of stapling machines you have 
distinct sales advantages. 


PLIER Pee 


The Plier Type machine has a field peculiarly its own. 
Its principal advantage:—Take the machine to the 
work. It may be in the forest putting tags on X'mas 
trees or closing lime or cement bags or sealing bread 
or grocery packages. It slips into the pocket or desk 
drawer—lays flat—out of the way when not needed. 
For production work it is rugged, durable, efficient. 







$-100 
Stapling Plier 
Price $4.50 







Ejector Bar 










5-30 
Stapling 
Plier 


Ejector 
Bar 


The Desk Type stapler has 
better known advantages. eS 
Usually used at 

at a perma- 
nent location, 
for lighter work 
such as corre- 
spondence, thin 
tags, mimeo- 
graphed bulle- 
tins, etc. 


Model D-30 Desk 
Stapling Machine 
$3.00 












Model D-40 Desk 
Stapling Machine 
$4.00 


These four machines will fill 90% of your volume orders. 
Write for further details, 


NEVACLOG PRODUCTS, Inc. 


BRIDGEPORT. CONN. 
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-" Yells 
The STORY! 


M, 


Will it be neat and clear cut? Or will it be in- 
accurate and unconvincing? 


There's nothing nicer on all sorts of records and 
papers than clear-cut, easy-to-read rubber stamp 
impressions that give the desired information at 
a glance. Much better, these, than impressions 
that are blurred, smudged and difficult to de- 
cipher. 


The stamp pads you sell will decide this question. 
But you can decide the question of stamp pads. 


Eliminate all risk of inefficient performance and 
premature wear by stocking FULTON PADS ex- 
clusively. Knowing how to treat stamp pad sur- 
faces properly to impregnate them with ink, and 
to keep them fresh and moist comes only with 
long experience. In stamp pads, specialization 
counts. 


There is a FULTON PAD for every requirement 
—self-inking pads that can be fe upon 
to retain their moisture; pads, such as DRI-KWIK, 
to give quick-drying, non-smudging stamp impres- 
sions. And a comprehensive grouping of other 
types for special as well as regular requirements. 


Why not get better acquainted with the Fulton 
line—made by America's outstanding specialists 


in stamp pad manufacture? Write for interest- 
ing details. 


FULTON 


SPECIALTY CO. 


ELIZABETH, N. J. 
Sales Office: 200 Fifth Avenue, New York City 








OFFICE APPLIANCES 


PARSONS UNDERGOES OPERATION 


John Parsons, northwest representative for the Wil- 
son-Jones Company, who was forced to undergo a seri- 
ous operation early last month, has recovered and is 
back on the road again. 

Mr. Parsons was stricken ill while in Minneapolis and 
was rushed to the Fairview hospital where the opera- 
tion was performed Saturday, January 4. Recovery was 
rapid and Mr. Parsons is once again visiting his cus- 
tomers in his territory. 





Here’s How the Office Specialties Company Does Business In 
a Big Way In North Dakota.—Reading from left to right and 
from top to bottom the various trucks and salesmen are as 
follows: Maurice O’Connor, Dickinson; Claude _ Tritschler, 
Monit; Arthur F. Shipley, Grand Forks; Dick Jones, Fergus 
Falls; Truck used at Fargo; Truck used at Bismarck; Harry 
Wisdon, Jamestown, Robert Gaffaney, Fargo. 


— 


NEW TRAFFIC DICTIONARY PUBLISHED 

Containing a compendium of domestic and foreign 
trade and shipping terms, phrases and abbreviations, a 
new traffic dictionary for the guidance of industrial 
leaders has recently been issued by the Shipping Serv- 
ice Organization, New York City. 

The book, which is of pocket size, contains 224 pages 
bound in an attractive maroon cover. Its contents are 
listed alphabetically in the manner of an ordinary 
Standard dictionary. It is also completely crossed- 
referenced. 

The traffic directory was written by C. S. Nelson and 
George T. Stufflebeam. It sells for $1.25. 


—__—~<@>— 


ADVANCE GALLUP AND MARDER 

L. J. Gallup has been promoted from the sales de- 
partment of the Underwood Elliott Fisher Company at 
Tulsa, Okla., to the assistant managership of the com- 
pany’s Oklahoma City office at 220 West First Street. 

Harry Marder, whom Mr. Gallup replaces, was re- 
cently transferred to New York City as assistant sales 
manager of the company’s typewriter division -EVH 
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Remember this Ad Last Year...? 


Today-400 DEALERS 


Rejoice thai } 
FIBROIN STENCILS 


Among the many brands on the market last year, FIBROIN Inde- 
structible Stencils were outstanding in quality and performance. 
They won merited recognition for uniformity in color, weight and 
ability to produce stencil printing pleasing to all users. 


New dealers are joining FIBROIN constantly and are adding their 
share to our continually growing sales volume. Once you have tested 
the FIBROIN, you will know their high quality and fine perform- 
= and will appreciate the many sales advantages of selling 
them. 





Write to us immediately for samples and full information on 
prices. New revised discounts offer :ou greater profits. 


The FIBROIN Line is complete a includes: FIBROIN DU- 
PLICATORS, STENCILS, INKS. CORRECTION FLUID, STYL- 
US PENS, HEKTOGRAPHS, ALL SIZES, HEKTOGRAPH RE- 
FILL COMPOSITION, HEKTOGRAPH INKS, HEKTOGRAPH 
RIBBONS and CARBON, and A HUNDRED OTHER DUPLI- 
CATING ACCESSORIES. 

A LARGE AND COMPLETE STOCK MAINTAINED AT AND 
DISTRIBUTED FROM BOSTON, CHICAGO, DALLAS, 
LOS ANGELES, SAN FRANCISCO, JACKSONVILLE. 

4 SHIPPING POINT NEAR YOU. SAVE ON EXPRESS 
AND FREIGHT 


Fibroin Stencil Corporation 


Factory 
306 West Adams Street Jacksonville, Florida 











Shipping 
System Discounts 
Factory to the 
M [ 4 
ve Stationery 
and 
Trade 
Merchandise 
Tags 


429-447 Moyer Street PHILADELPHIA, PA. 





A complete stock of all sizes, grades and colors of blank shipping 
tags carried at al! times. 

Exceptional service on printed tags—printed in one or two 
colors, one or both sides, numbered, perforated, special patches 


or cut-outs. 





Manufactured and Sold Exclusively to the Trade by 


NATIONAL FIBERSTOK ENVELOPE CoO. 
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We again present the outstanding 
value of the year: The New 900 


SCTIES, 


Including a four drawer executive 
type, measuring 34 x 60, this series 
presents a real buy in all standard 
sizes of flat tops, typewriters and 


No. 913 table. You can prove the mer- | n a lana 
chandising advantages quickly by 
ordering one or more for your dis- D es k 8 oO. 


play rooms. Don’t miss this oppor- 
tunity to inerease your profits. Jasper « » Indiana 




















Ja— CORO = —_ | 


“We'll standardize 


on these cards” 





NEW INDIANA fine OFFICE CHAIRS 


HE reaction to business cards done on Wiggins 
Scored Card Stock and carried in a Wiggins Compact Binder, is one of 
quality regardless of what they cost. No matter if they be elaborately 
engraved or humbly printed, the feeling is that they could not possibly 
have been done better for the money. 

Quite naturally any executive who receives one of these cards thinks of 
their application to his own firm. Very likely he will tell his secretary 
to ask the stationer about them on her next visit. 


Through communication with any paper merchant listed here, or with 
us, you will receive samples and full details for filing of the cards that 
tear from tabs with perfect edges. 


The JOHN B. WIGGINS COMPANY, 1162 Fullerton Avenue, Chicago 


No. C-301 





Designed for popular demand 


(Originators of Scored Cards) 


New Indiana Office Chairs ec > 80 i ig ¥v e New York City: Richard C. Loesch Co St. Lowls: Tobey Fine Papers, In 
f : t ‘k 7 h can - . ~r = — olum Pitteburgh: The Chatfleld & Woods Co Grand Rapids: Carpenter Paper Co 
rom a compact stock. 1oice of sold walnut, quar- Detroit: Seaman-Patrick Paper Co Houston: L. 8S. Bosworth Co.. In 


tered oak or birch. We also make jury chairs, teach- 

ers’ and students’ chairs, stools, and a beautiful line 

upholstered in genuine leather. Shipped with In- WI G G | N S 
BOOK FORM CARDS 
COMPACT BINDERS 


diana Desks in pool cars if desired. Send for catalog. 
rye ang 


New Indiana Chair Co. Jasper, Indiana 
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CHICAGO FIRMS COOPERATE IN NEW 
DISPLAY ROOM 
Peter Paul Mechanical Service and the firm of Ga- 
briel Lipman are cooperating in tne maintenance of a 
new ground-floor show room and mechanical service 
department at 430 South Dearborn street, Chicago. 
Opening of the new quarters was held on January 21. 
The Peter Paul business, conducted by G. E. Harris, 
O. W. O’Hara, and L. K. Walter, was formerly located at 
436 South Dearborn street. The new space is about 


four times as large and has been remodeled to provide | 


a distinctive display room and a day light work shop 
for the repair and servicing of all kinds of office ma- 
chines. 

The display room has a pleasant aspect, with walnut 
panels edged by horizontal strips in Persian red and 
vertical strips in silver. 
are finished in an attractive egg-shell color. 

In the display room are modern fixtures, including 
chrome-plated steel display tables and easy chairs. A 
balcony, reserved for the business office, extends over 
the back part of the display room. 


In addition to office machines Peter Paul Mechanical | 


Service is extending its activities to include the mer- 


chandising of mechanical equipment, office furniture | 


and office supplies. Catalogues from manufacturers of 
these lines are requested. 

As previously indicated, the firm of Gabriel Lipman, 
whose affairs are now guided by Mrs. Elsa Lipman, is 
co-operating with the Peter Paul organization in the 
matter of display and mechanical service. Mrs. Lip- 
man is devoting her attention particularly to office 
machine supplies, such as ribbons, carbons, typewriter 
paper, etc., and filing equipment and supplies, including 
steel filing cases and corrugated board transfer cases. 
She is still maintaining her established business at 440 
South Dearborn street, from which location she is dis- 
tributing duplicating machines and the Optionagraph, 
a duplicating device used particularly by insurance 
companies. 

This cooperative movement is of obvious benefit to 


both firms concerned. This display room is genuinely 


attractive and undoubtedly will prove to be a profitable 


venture. 
o 


SENGBUSCH ISSUES MORE DISPLAY CARDS 

A further supply of the counter display card No. 101 
was recently issued by the Sengbusch Self-Closing 
Inkstand Company, of Milwaukee, at the request of 
dealers all over the country. 

The card which was featured in the Sengbusch Com- 
pany publicity program several weeks ago describes 
several types of self-closing inkstands manufactured 
by the firm. 

In addition to the colorful window and counter dis- 
play, the Sengbusch Company has also arranged for 
the printing of an attractive blotter which bears the 
dealer’s imprint. Further details of these two adver- 
tising pieces may be obtained by writing to the firm at 
216 Sengbusch building, Milwaukee. 

——$— ~<——_—_—_ 

GERMAN BOOK ON RHYTHMIC TYPEWRITING 

Deutsche Kurzschrift (German Shorthand) a 
monthly publication of the German Stenographers, 
Kulmbach, Germany, makes reference to a book on 
rhythmic typewriting, by Karl Lang. This is a treatise 
of sixty-four pages, selling for two Reichmarks; an 
edition including practice material is available at 
fifteen Reichmarks. 


The ceiling and upper walls | 
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As Seen in 
COLLIERS WEEKLY 





1c DAY TRIAL 
STAPLER 
own staples 


5000 in one loading 

Can’t jam or clog 
sers are replacing _ 
h Bates Stapling — 
{fastening papers. 


isement with 
t send thie odes Manufac: 
Street, New ¥Or™ 


bering Machines, Indexes, 


maser  hesary og File Fasteners, @* 


BATES 


Makes its 


ousands of u 
ods wit 
method o 


Tens of th 
fashioned meth 
quickest, cheapest 


FOR FREE TRIAL jus 


° 
usiness letterhead ¢ 


your b Company, 32 Vesey 


curing 


— 7 





— 


Beginning with the issue of February 8th you 
will be seeing this Bates Stapler advertising 
frequently in Colliers— and so will millions 
of oe Colliers is bought by about two 
and a half millions each week; and you 
know how often several people read one copy. 


This is your advertising for we refer the 
inquiries to Bates dealers. It is a further ex- 
tension of the Bates plan to build up steady 
repeat business for Bates dealers. 


Remember, Bates is the dealers’ stapler. It 
is not canvassed; the original profit, and the 
repeat profit on refills keep ringing your cash 
register. 


Bates 


QUALITY PRODUCTS 


THE BATES MFG. CO., Orange, N.J. + New York Office: 30 Vesey St. 


Makers of Bates Numbering Machines, Bates Indexes, Bates 
File Fasteners, Bates Eyeleters, Mun-Kee Stamp Pads, etc. 
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Hew Many of Your 
Customers Buy Your 


CARBON PAPER? 








The average stationer sells carbon paper only to about 5° of his | 
customers. Where do you stand? Check up—and if you find you 
are losing the carbon business of most of your trade, find out the 
reason. 


Ten to one it’s because your outside salesmen need more help to 
overcome direct selling competition 
about carbon paper, they need more information at their finger- 
tips to sell carbons. to answer questions intelligently, to specify 
accurately They IMPERIAL CARBON PAPER 
MERCHANDISER. 

Give them the IMPERIAL MERCHANDISER and they'll 
bring home the bacon. Here, in handy, pocket size form, is a 
simplified portfolio of carbon paper with facts, figures and 
samples. It's easy to use, easy to understand, and will prove to 


need 


They need to know more 





you and to your salesmen that selling IMPERIAL CARBON 
PAPER is easy and profitable 

Send for an IMPERIAL MERCHANDISER, test the IM- 
PERIAL line for quality and price and start to put your carbon 
business on a real money making basis. 














IMPERIAL MANUFACTURING CO. 


The Manufacturer with the Dealer’s Viewpoint 


Owned and Operated by Peerless Key Co., Inc. 





General Office & Factory: 
401 Mulberry St., Newark, N. J. 
N. Y. City: 176 Fulton St. Chicago: 19 So. Wells St. 


The IMPERIAL 
MERCHANDISER) 


Carbon 
Paper 
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VICTOR TAKES LARGER L. A. QUARTERS 
Preparatory to continued increases in business con- 
fidently expected for the Spring and Summer, the 
Victor Adding Machine Company branch in Los An- 
geles has taken new quarters at 1148 South Hill street. 
The new establishment, according to William Tonkin, 





Above is The Los Angeles Branch of the Victor Adding Machine 
Company with William Tonkin, West Coast Representative 


Standing Outside.—Lower is interior of the establishment with 
a happy group enjoying a Christmas party staged for them by 
Mr. Tonkin. 

West Coast manager, affords five times the amount of 

space formerly available at the old location. 

In speaking of substantial increases in business dur- 
ring 1935, partially due to government orders, Mr. 
Tonkin said, “The thing that makes us very happy 
was the splendid increase in commercial business.” 

In the latter part of 1935, Mr. Tonkin made a trip 
through Utah, Idaho, Oregon and Washington and 
found “everybody looking forward to 1936 as a year 
of increased business and profits.” 

conantiaiiiinsiaes 
MACHINES STOLEN FROM YOUNG WINDOW 

A midnight robbery of a show window of the Young 
Office Equipment Company, 210 West Adams street, 
Chicago, was committed January 18. After the glass 
was smashed, two new portable typewriters were taken 
—an Underwood Noiseless portable No. 736471 and a 
Royal portable junior model, No. J 28512. 

Elmer Young, head of the company, stated that plate 
glass insurance had not been put in force at the time of 
the robbery, but that coverage is now complete. The 
Young organization formally opened the new and ex- 
tensive quarters they now occupy only last November 9. 

An elaborate burglar alarm system embodying the 
most modern type of equipment is now being installed. 
Alarm systems have for some time been a part of the 
equipment of all the Young company’s trucks. 

<>< 
PRUITT ISSUES “MACHINE AGE” BOOKLET 

A novel and interesting booklet, which shows the 
actual worth of typewriters, adding machines and other 
office machines, has just been published by Pruitt, Inc.., 
172 North La Salle street, Chicago. Priced at $1.00 and 
issued only to dealers, the booklet shows the age of 
all makes of typewriters and provides information on 
the proper cash allowance on all types of office 
machines. 
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WITH NEW PATENT STRING DEVICE 


h/aisdel/ 


iL ¢oO. 


PHILADELPHIA, U. S. A. 


IAKE IT 
POINT 





151-T BLUE 


161-T RED 
AND 16 OTHER 
BRILLIANT 
COLORS 

















AY 


\ 














HECTOGRAPH REFILLS 


There is a good profit opportunity 
for you in Graphic Hectograph Re- 
fills for the thousands of Hecto- 
graphs in need of refills to restore 
their usefulness. Furnished in 
smart, lithographed cans the refills 
are dissolved by heating, poured 
into the Hectograph tray and left 
to solidify. Made by Graphic is 
assurance of the best. Try this 
profit producing number. 


GRAPHIC DUPLICATOR CO. 


148 Lafayette St. New York, N.Y. 
CHICAGO BOSTON CLEVELAND 


Manufacturers of a complete line of 
iuplicating machines and supplies 
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Made by 


WORLD'S BIGGEST 
TABLE FACTORY! 


That’s Why St. Johns Can Offer You Such 
An Amazing Profit- Building Combination 
of Super-Quality and Reasonable Prices! 

ITH the facilities of the 
















world’s biggest table The Tabi 

factory, we can give you a St. Johns © Shown Is: 

line of tables with extra No. a Table 

quality built into every northern Grey Ey 

piece, and still offer a price £2, Finish, Top % noid. 

range that means extra quick 7x36, 2ixan! ware, 6 omc. 
' 7x48, : 

turnover, and better profits! x D 224 30x72 Sh2” 

Choice of standard office - a. 


colors, golden mahogany or 
walnut; range of sizes from 
24x36 to 34x72. Dovetailed 
drawers with 3-ply bottoms 
in all tables. 


St. Johns Table Co. 
CADILLAC, MICHIGAN 














CARBONS 
AND 
RIBBONS 





Quality products that assure con- 
sistent, topnotch performance 
through the eles in col- 
orful, eye-taking containers that 
make introduction and getting in 
service so much easier. Feature 
this line! Codo carbons and rib- 
bons are guaranteed for five years 
— deterioration in . 
ee have been accepted exclu- 
ively in fapetoode ° 
paar of hi 
results. We hal be glad to help 
you solve your ribbon and carbon 
problem. 


Codo Mfg. Corp. 


Coraopolis, Penna. 
New York Chicago 


—— ee 
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For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringin 

out new metals embodying latest developments aoa 
improvements, this service is exceptionally valuable 
in its field. 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co., Inc. 
6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representative: 
S. & D. Loose Leaf Co., 427 N. Sen Pedro St., Los Angeles, Calif. 














BETTER . . . because the Tubular Edge gives 
it additional STRENGTH . . . because it offers 
many exclusive advantages . . . the. Tubular 
Edge of AICO GRIP TABBING forms a finger 
grip . . . makes it easier to imsert titles. . . . 
Inserts do not slide nor slip out . . . and the 
tubular construction resists wear. . . . 

All these selling advantages make it more profit- 
able for stationers. Write us for full details on 
the popular AICO GRIP TUBULAR EDGE 
TABBING. 


AIGNER: C 
bull j = - 


8 S2 Sa Se 
UuLSIr i 


<td V4.0). FLEEING 


an, wey A EE ie 
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For Quantity Sales It’s 


HOTCHKISS 6A 


ERE’S the little brother of 
the big Hotchkiss winner 
5A. It’s Model 6A and it’s the right size at the right 
price for mass sales. 
Model 6A has that exclusive Hotchkiss feature of 
using, without any change of parts, any “‘standard” 
size staples with !4” legs and '” crown from .019 
gauge up to and including the 2C staples—and it will 
drive them all without clogging. 
Hotchkiss Model 6A is waiting your call—get your 
order in early and be one of the first to cash in on its 
sure popularity. List price $3.50. 


THE HOTCHKISS SALES CO. 
NORWALK CONNECTICUT 


E X T R A { Hotchkiss 
Model 6A becomes a prac- 
tical tacking machine just 
by folding back the base. 
Holds 105 staples. 














— 
You can't beat the 
WARSHAW 


combination of price and quality—not in 
Filing Supplies. . . . Warshaw folders are 
made from a higher grade stock, round 
cornered, carefully scored in all standard 
sizes. Cut 1-2, 1-3, 1-5 or 2-5.... 
Remarkable value at the price. You can 
make real money with them in 1936. 
Send for samples. 


WARSHAW MFG. CO., Inc. | 


1 Main Street Brooklyn, N. Y. | 


ALSO 
GUIDES 


CARDS 


PROTEX 
STICKONS 


MENDING 
TAPE 


TABS 
+ 
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CROWLEY IS UEF BRANCH MANAGER 
D. J. Crowley, former assistant branch manager 
the Underwood Elliott Fisher Company’s office 
Minneapolis, has been promoted to the position 
branch manager at St. Paul, Minn. 
Mr. Crowley started his business career in 1913 


of 
at 
of 


in 





D. J. Crowley 


the office equipment field. Prior to his new appoint- 
ment he was a member of the company’s “All Star” 
salesmen. ‘ 


a 


EVANSVILLE TRADE WELL REPRESENTED 
IN CIVIC ORGANIZATIONS 

The Retail Merchants Bureau, Evansville, Ind., has 
selected A. S. Butterfield, Smith & Butterfield Com- 
pany, to represent it as a member on the local Chamber 
of Commerce. W. A. Woods, president of the bureau, 
has also named Mr. Butterfield a member of the 
bureau’s legislative committee. 

Other members of the local trade who are taking 
an active part in the affairs of the merchant’s asso- 
ciation are Leo Wittgen, also of Smith & Butterfield, 
who serves on the farm committee, W. J. Schlensker, 
the Letter Shop, and F. W. Guthrie, Guthrie’s, Inc., 
who are on the membership committee.—WBC 


ss 


NEW OFFICERS OF SQUARE CLUB BEGIN DUTIES 

Following their election in December, the newly ap- 
pointed officers of the Stationers Square Club of New 
York last month took over their offices and began their 
duties on behalf of the organization. 

Those elected were: 

Harry Yager, David Kahn, Inc., president; Ben Jo- 
sephson, Josephson Manufacturing Corporation, first 
vice president; Arthur Gottlieb, L. Gottlieb & Sons, 
second vice president; George Nicklaus, National Blank 
Book Company, treasurer; Shepard Broad, attorney, 
financial secretary, and Henry W. Bowman, American 
Pencil Company, secretary. 


a 


PRUITT IS APPOINTED BANK DIRECTOR 
Otto Pruitt, president of Pruitt, Inc., 
La Salle street, Chicago, last month was elected direc- 
tor of the Madison Crawford National Bank, the largest 
bank to re-open in the city of Chicago. 


172 North | 


| 
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The better the carbon copies— 
the more stable the business 


CEN-TR-KOTED 
CARBON 
PAPER 


together with the perfected 
Cen-tr-koted backing sheet 
assure permanent records of 
vital business transactions 


Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.” It will 
be sent to you free on 
request and will give 
you many informa- 
tive facts on Carbon 
Paper. 





An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure slep toward greater profits. 
Write for our dealer Proposition 
booklet. 


GRAND PRIZE 
CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O'Connor, Paes. 


Head Office and Factory: 1451 Harrison St., San Francisco 
Chicago: 608 So. Dearborn St. 
Portland, Ore. 





Los Angeles Denver 
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BUYERS CAN'T RESIST 


QUIET, EASY-ROLLING FAULTLESS CASTERS 


Once a buyer has experienced the 
effortless rolling and swivelling 
port of a Faultless Office Chair 
aster, he can't be satisfied with 
his old- style, squealing ‘‘floor- 
gougers."’ That's why a demon- 
stration of Faultless Casters seldom 
fails to make a sale. Alert dealers 
are finding that a few days’ trial 
installation of a single set fre- 
quently produces an order for the 
re-equipment of the entire office. 
The popularity of Faultless Casters 
is easy to understand when you 
consider their Double Ball Bear- 
ing raceways, permanent lubrica- 
tion, dust-proof construction and 
choice of treads for plain or car- 
peted floors. Write today for the 
complete Faultless Catalog 


FAULTLESS CASTER 
CORPORATION 
Dept. OA-2, Evansville, Indiana 


4 Offices in Principal Cities 
len Factory: Statford, Ontario 


FAULTLESS 
DESK CUPS 
and GLIDES 


Faulitiess Fur- 
niture Cups are 
made ye 
pleasing shade 
of brown, 
: oundor 
aqeese shapes 
of rust-proof, 
non -breakable 
Rockite af- 
fording perfect 
rotection for 
oors and floor 
coverings 


FaultlessCush- 
ion Chair 
Glides are 
made of hard- 
ened steel with 
rubber insula- 
tion. Center 
pin is flexible 
so the glide fits 
closely to chair 
leg, braced by 
inner frame 
construction, 

finished in Ox- 
idized Copper. 





Faultless Office 
Chair Caster above is 
No. 2779 with 2 
Rockite wheel. Note 
Double Ball Bearings 
and low overall 
height. 














OFFICE APPLIANCES 


BANKERS BOX SALES ON INCREASE 

Forging ahead of its 1935 record which included a 
twenty per cent increase over the previous year, the 
Bankers Box Company, Chicago, is on the way toward 
establishing a new record for 1936, according to reports 
issued last month. 

According to H. L. Fellowes, president of the Bankers 
Box Company, manufacturers of the Liberty line of 











Loading a Freight Car With Liberty Storage Boxes for Ship- 
ment to Dennison & Sons, Long Island City, N. Y., for 
January 10, 1936. 


storage boxes, the steady increase in business was 
brought about by a consistent plan of advertising and 
cooperation with dealers. 

“The Bankers Box Company regards dealer coopera- 
tion as a sort of business religion,” Mr. Fellowes de- 
clared. “The policy for success is less to sell to dealers 
than to sell through them. This company makes the 
ultimate consumer the objective of all promotional ef- 
forts. A unity of program between dealer and manu- 
facturer assures profit for both.” 

++ ———_——- - 
LACEY JOINS STAFF OF 
AIGNER AND QUALITY PARK 

James T. Lacey, veteran traveler in the Mid-West 
states recently joined the sales staffs of the J. G. Aigner 
| Company and the Quality Park Envelope Company and 
will take over a territory including the outlying dis- 
tricts of Chicago. 

Mr. Lacey, known to his hundreds of friends in the 
industry as “Jim,” takes over his new territory with a 
wealth of experience gained in more than twenty years 
of selling in the loose leaf field to which he added in 
recent months valuable experience in managing a retail 
store. 

For a score of years Mr. Lacey represeated the Shaw 
Blank Book Company in the middle-west. When that 
concern merged into the Wilson-Jones Company he 
spent three years with that firm. During 1935 he man- 
aged the Winnetka Stationers, a retail store at Win- 
netka, Ill., leaving there to take up his present con- 
nections. 

Mr. Lacey has always figured prominently in affairs 
of the trade and was identified with all of the trav- 
elers clubs in the territories in which he traveled. He 
served as an officer of the Northwest Travelers Club 
and is known among his friends as the “Dean of the 
Travelers.” 

Se 
UNIQUE PROFIT CHARTS STILL AVAILABLE 

The American Writing Machine Company, 374 Broad- 
way, New York, N. Y., last month announced that there 
are still available a number of the firm’s unique profit 
charts by which, at a glance, dealers may calculate 
the gross profit on the selling price of any article by 
reference to the cost of the merchandise. A full de- 
scription, together with an illustration of this chart 
was contained on page 34 of the August, 1935, issue of 
Office Appliances. 
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Lamp 
shown is 
No. 512 


Various 
finishes and 
designs may 
be had in 
this line 


of indirect 
office and 


desk lamps 





Eye ease and efficiency increased fifty per cent 
over the regular old fashioned desk light. In- 
direct lighting has been proven by lighting engi- 
neers to eliminate eye strain by giving complete 
diffusion without glare. 


May we send you our booklet showing our com- 
y ‘ . y : £ 
plete line, with best dealer discounts. 


THE CALVERT LAMP CO. 


300 EAST FEDERAL ST., BALTIMORE, MD. 

















Lasting, Satisfaction 
Provided by Good Leather 


Quality pays. Especially is this so with upholstering leather. 
Eagle-Ottawa leathers may be relied upon by office furniture 
dealers who base their service on quality goods. Specify it on 


every occasion. 


We will gladly send you samples and neces- 
sary information about grades and finishes. 


EAGLE-OTTAWA LEATHER CO. 
GRAND HAVEN MICHIGAN 


Salesrooms: 
New York, 2 Park Avenue San Francisco, 569 Howard St. 
Chicago, 912 W. Washington Bivd. Los — 1012 Broadway Place 
St. Louis, 1602 Locust St. Portland, 1238 N.W. Glisan St. 
High Point, N. C., P. 0. Box 386 
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FREE PENNANT PLAN 


Boosts Dealers’ Sales 


FROM COAST TO COAST 


re the original “‘natural’’ pencil deal! You give away 
4 aset of 10 pennants of famous colleges, neatly packed 
in glassine bag, with every AUTOPOINT or REALITE 
pencil you sell. You can offer your customers 
their choice of 7 pennant assortments. 

Try it! Your sales will boom! A col- 
lege pennant collection like this is a 
year-’round lure to every youngster in 
America—and to most of their elders. 
The kids are buying Autopoints or 
Realites themselves and they’re doing 
a job of home selling to parents—rel- 
atives — friends, in order to get all 
seven sets of ts. 

This is not “‘seasonable merchandising”’ 
—it’s good all year around. Get on the band 
wagon now—order these pennants and the 
brilliant seven-color college-scene display 
that stands out like a Christmas Tree in 
your window. Send for them direct or through 
your jobber now! You can guarantee your- 
self a liberal profit with this effective 
merchandising plan. Act! 

AUTOPOINT COMPANY 
1801 Foster Ave. Dept. OA-2,Chicago, lil. 








THE MOST OUTSTANDING 


BOND PAPER DEVELOPED IN 
THE TWENTIETH CENTURY 





EATON’S CORRASABLE BOND is an EXCLU- 
SIVE EATON PAPER with AMAZING ERASING 
QUALITIES. 


Typewritten errors can be erased easily with an ordi- 
nary pencil eraser. 


No evidence of erasure—no rubbing holes in the pa- 
per —no unsightly corrections — economical, saving 
stenographer’s time and paper ordinarily wasted. 

A demonstration means a sale—a sale a repeat order. 


Samples and prices furnished dealers om request. 


EATON PAPER CORPORATION 


BERKSHIRE TYPEWRITER PAPER DEPT. 


PITTSFIELD, MASSACHUSETTS 












































OF ADDING our \ 


MACHINE | 
ROLLS..... ' 


With the turn of the year. LYNN 
introduces the new “ARISTO- 
CRAT™ line adding machine and 
cash register rolls . . . the highest 
quality obtainable . . . the best that 
ean be made ... cut to accurate 
measurements .. . correct thick- 
ness ...ample strength .. . clean- 
textured . . . and still not expensive. 
Practically every trace of lint has 


10} 






been eliminated, and a dozen other ,~ 

powerful sales points are featured /[ 

to insure customer satisfaction and 

repeat sales. YOU SELL MORE ee 

when you sell LYNN. % 

We have also begun pro- 1. Absolutely Lintless 

Cuvee 0 ma aanet 2. ; orrect tensile Strength 8 x 
rolls an exceptional *- 'msures Clean, positive Im- +> 
value for the money pression f t 
Write for fuil informa t. Tightly wound for uniform \ v 
tion, Free Samples and feed j 


prices today! 


. Does not absorb excessive ink 
. Full measure Guaranteed 
- Rolls end marked 2 ft. from en? 


PAPER PRODUCTS 


MANUFACTURING CO 


2000 Howard Street 
DETROIT, MICHIGAN 





> TAPLERS 
FASTENERS 
TACKERS 

TCHERS 
BINDERS 
STAPLES 


MARKWELL 
AGENCY 

is your GUARANTEE of 100% of the 

REPEAT STAPLE business 


for every 


Stapler you sell—at a legitimate profit! 


- 


nvited 


CO., 


Inqu ries from Select Dealers 


MARKWELL MFG. 


HUT N STREET 
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GraffcoMAPTACKS are wetland favor- 


ably known wherever office supplies are sold. 
The uniform spherical metal heads with their 
brilliant colors, and the unique tray box packing. 
have long made them favorites everywhere. 
The display packing illustrated here holds 25 
cellophane-front packets of Maptacks, each 
packet holding 20 tacks. Colors assorted for 
quickest turnover. An ideal counter and window 
display. Increases over-the-counter sales. 
DISPLAY CARTON HOLDS 


5 packets Red t packets Dk. Blue 2 packets Black 
2 packets White 3 packets Yellow t packets Baby Blue 
5 packets Dk. Green 





a 
Graffco 
Deaier 

Aid 

















George B. Graff Company, Cambridge, Mass. 














TWO 
POPULAR 


Aad 


NUMBERS 


Like all ASCO products these two numbers fill very 
definite demands. ASCO Steel Letter Trays with their 
unique posts for building up, are attractive and service- 
able. Tidy-Desk is the ideal work classifier which in- 
creases the efficiency of every desk worker. Adjustable 
partitions in 2 heights. Comes in two sizes . . . The 
Asco catalog is a 
hand book every 
buyer ought to use 
regularly. Use it 
for profit. 


ART STEEL CO. 


Incorporated 
300 East 145th Street 


NEW YORK, 
N.Y. 








TIDY-DESK 
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BRIGHAM MADE WAHL COMPANY DIRECTOR 

L. W. Brigham, for the past five years secretary of 
the Wahl Company, Chicago, has been elected to the 
Board of directors of that organization and also to the 
office of treasurer. Mr. Brigham will continue to serve 
as secretary. His election to his new offices occurred at 
the board of directors meeting on January 23. 


~~ 











This window 

was viewed by thousands of pedestrians in the downtown dis- 

trict of Los Angeles when the Schwabacher-Frey Company, sta- 

tionery and office equipment house, decided to feature the line 

of Carter’s inks and adhesives. The window won unstinted com- 

ment for its attractiveness and ability to produce an interesting 
example of mass display. 


Fine Carter’s Products Display in Los Angeles. 


tithe 
UEF JACKSON BRANCH MOVES 

The Jackson, Miss., branch of the Underwood Elliott 
Fisher Company, last month moved into its new home 
at 420 East Capitol street, according to Branch Man- 
ager W. E. Stone. Mr. Stone explained that the move 
was made necessary by the rapid growth of the type- 
writer and adding machine sales divisions which calls 
for considerably more floor space.—CG 


> 


GEORGE E. VINTON BRAVES THE COLD 

George E. Vinton, central district manager for The 
Macey Company, Grand Rapids, made a trip through 
his territory in January, calling on dealers. His route 
included Omaha, Des Moines, Minneapolis and possibly 
other cities. Mr. Vinton’s trip took him through a bit- 
ter cold spell which struck the midwestern states in 
late January. 

_— 
DoMORE ENTERTAINS VISITORS 

Lon Storey, manager of the Wilson Stationery & 
Printing Company, DoMore dealer in Houston, Texas, 
was a business visitor at the general offices of the Do- 
More Chair Company, Elkhart, Ind., on January 6 and 
7. W. H. Shortlidge, DoMore manager in Pittsburgh, 
also spent several days in Elkhart during the same 
week. 


a 


DODGE JOINS CEL-U-DEX STAFF 
E. F. Dodge, Jr., has been appointed the Ohio and 
Wisconsin representative of the Cel-U-Dex Corpora- 
tion, Brooklyn, N. Y., according to officials of the com- 
pany. Mr. Dodge, who will work out of Detroit, will 
carry the firm’s brands of Cel-U-Dex tabs, Ind-X-All 
sets and Div-I-Dex units. 























SPEED-O-PRINT 


The WORLD’S FINEST 


Low Priced Full Size 


ROTARY 
Stencil 


DUPLICATORS 


Consider these features: 


1. Less working parts than any other duplicator 
on the market. 











2. Size of sheet: From postcard to legal size form. 
3. Perfect registration. 

t. Raising or lowering of print. 

5. Stripper. 

6. Inside inking. 

7. Adjustable to thickness of stock. 

8. Speed of automatic feed, 5000 per hour. 

9. Speed of regular model, 1000 per hour. 
10. Prints to the very top of posteard or sheet. 
ll. Fully guaranteed. 

















AUTOMATIC 
SPEED-O-PRINT 


"_ ae b. Chicago 

















$9950 HAND FEED 
f. o. b. Chicago SPEED-O-PRINT 


Dealers: Write for prices and samples of 
work. Speed-O-Print is one of the fastest 
selling lines of duplicators on the market 
today. 


SPEED-O-PRINT CORPORATION 
| 180 W. Washington St., Chicago, Hl. 























20 E. L. 


These models, while harmonious 

with any modernistic office, 
: can also be used with the 
Finer Furniture of Any Design, 


204 E. L 


MILWAUKEE CHAIR COMPANY 


MILWAUKEE, WISCONSIN 
MAKERS OF FINE CHAIRS FOR OVER HALF A CENTURY 














OFFICE APPLIANCES 


MacFARLAND U.E.F. SCRANTON MANAGER 


Harry B. MacFarland has been made manager of the 
Scranton, Penna., branch of the Underwoed Elliott 


Fisher Company. Mr. MacFarland has been identified 





H. B. MacFarland 


with the organization for twenty years. He formerly 
served in the company’s branches in Washington, D. C., 
and Baltimore. Prior to his recent appointment he was 
assistant branch manager of the accounting machine 
division in Philadelphia. 


————=$>_____ 
GENERAL PENCIL ISSUES NEW PRICE LIST 


Embracing full details of its lines of lead pencils, 
leads, penholders, rubber bands, erasers and inks, the 
General Pencil Company, Jersey City, N. J., last month 
issued a new catalogue and price list. The booklet is 
printed on green glossy paper and has twelve pages. 
Each item is listed by number with a full description 
and list price per gross and trade price per gross. 


—— 
MORGAN’S AT MIDDLETOWN INCORPORATES 


The stationery and book business of E. W. Morgan, 
at 333 Main street, Middletown, Conn., has been incor- 
porated. The new company is Morgan’s, Inc., with 
capitalization of $10,000; following are the officers: E. 
W. Morgan, president and treasurer; Mrs. Barbara 
Pease Morgan, secretary and assistant treasurer; John 
Morgan, vice president. This change in the corporate 
setup was determined when Mr. Morgan undertook 
additional duties with Doubleday-Doran, New York 
publisher, and with the Garden City Publishing Com- 
pany. 

Morgan’s, Inc., succeeds the Cranston Company, lo- 
cated close to the present store site for some years. 


0 
GLOBE COMPANY EXTENDS PLANT 

The Globe Envelope Company recently added 2500 
square feet of floor space to its plant at Fifth streét 
and Virginia avenue, Oklahoma City. At the same time, 
the firm doubled its equipment, creating a capacity of 
600,000 envelopes a day. 

Although the company specializes in custom-made 
envelopes from a line of 200 papers, stationery was 
added in 1932 which now includes fifty lines of boxed 


| and cellophane wrapped papers. The firm is headed 


by L. H. Mann and employs a staff of sixty persons. 
—EVH 
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CROWN 


Typewriter Ribbons and Carbon Papers 





Whether a consumer, a dealer or a dis- 
tributor, the Crown line should meet your 
every requirement. Its wide variety of 
weights and finishes of carbon and the ex- 
cellence of the fabric and inks, which readily 
adapt themselves to the various typewriter 
ribbon needs, enable you to provide and 
maintain satisfactory service. 


Write today for full details covering our 
profit-yielding proposition. 


The Crown Ribbon & Carbon Mfg. Co. 


782-790 St. Paul St. ROCHESTER, N. Y. 
Good Impressions for More Than a Quarter Century 














FAWN 
BRAND 


Stencils of Character 


You can’t afford to gamble with the good will 
of your customers—not when it comes to 
stencils. Enterprising dealers know this. 
That is why so many of them are concentrat- 
ing their efforts on the dependable FAWN 
BRAND. 

You can depend on FAWN BRAND Stencils 
to make good. They have the sturdiness for 
long runs yet they are sensitive enough to re- 
produce the finer stylus work. They always 
produce uniform, clean cut copies. 
Non-cellulose, unaffected by climate, in blue 
or white, FAWN Stencils will help you off to 
a good start in 1936. Try them. 


FAWN BRAND sstencils, 
inks and duplicating ma- 
chine supplies will please all 
your customers. You can 
get results with them 


FAWN BRANDS, 
LTD., 
One West Mth St., 
NEW YORK, N. Y. 
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plus all-quality merchandise should mean 
something to you, Mr. Dealer, because this 
combination creates new-high sales volume 
and profits. That is why Pas-T-Lastik has 
concentrated upon its quality and its pack- 
ages. And, that is why you should investi- 
gate Pas-T-Lastik before placing your next 
paste order. It’s different! “*It sticks better 
and isn’t sticky.”’ It’s cleaner! And, recom- 
mended for pasting and mending paper, 
cloth, metal, wood, glass, leather, etc. It is 
ready to work for you. Let us tell you how. 


THE SHATTUCK COMPANY 
426 Fourth Ave., PITTSBURGH, PENNA 








Yes, send details and free sample to 


i i i i i i hi hi hi hi hi hi Mi hi i hi hi hi Mi hi i hi di i hi hi hi hi hi hi i hi i hi i i hi hi hi i i i i a he hh hi i he i i 
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bstertivek 


the ONLY 
GUARANTEED PEN 


... and here is our 
Uneonditional 
GUARANTEE 


If you find one imperfect pen, or if you 
find less than the specified quantity, in 
any box of Esterbrook Pens, you may re- 
turn the unused pens and receive a new 
box of pens of the same symbol number 
absolutely free. 


ESTERBROOK STEEL PEN MFG. CO. 
Camden, N. J., U.S. A. 





improved 
Triner No. 9-T 
meets postal 
tolerance of 
ONLY FIVE 
GRAINS 





Increased 
Markets Capacity 


9 oz. x ly oz. 


Never before were the post-office requirements so exact- 
ing. With a tolerance of only five grains now permitted 
many business concerns are wasting money in over-post- 
age because ordinary scales cannot indicate a five-grain 
variation and thousands of scales now in use are inade- 
quate. Your market for Triners is thereby greatly in- 


creased. 


Triner refinements make this close-weighing accuracy 
possible. Permanent balance, special alloyed steel pivots, 
perfect alignment and operation of moving parts, to- 
gether with sturdy, high-grade construction, insure de- 
—— and lasting service. Capacities nine ounces to 
our pounds in various models, with computing charts 
on those of one pound and over. 


Send for detailed description and prices 


TRINER SCALE & MFG. CO. 


2714 W. Zist Street Chicago, Hlineis 
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THE 


RROE-NO 
COPY HOLDER 


DEALER 
OPPORTUNITY! 









Cash in on the vital 
need for this equipment 
in modern business. 








Show your custom- 
ers the health-dan- 
ger, the cost of **side 
reading,” not only 
in stenography but 
in billing, reports, 
statistical and pay- 
roll tasks. ERROR- 
NO means more work easier —without costly errors! 
Special models for calculators and accounting ma- 
chines. And, there is no substitute for ERROR-NO 
rigidity, dependability, and one-line-at-a-time, 
single——correct—vision——point principle! 
IMPORTANT: W.P.A. and similar projects offer a 
particular opportunity but you must act QUICK! 
Write immediately for details—-special prices and 
discounts. 


THE DAWN MFG. CORP. 
181 St. Paul Street Rochester, N. Y. 


Note: The Dawn Mf«. Corp. is a subsidiary of the Hall-Welter 
Co., Inc., who manufacture the famous SPEEDRITE check- 
writer and the new inexpensive CHEXSIGNO signer. 


























DEPENDABLE VALUES... 





No, 1151-F 


Alma Desks and Tables are built for good stores 
that give a full measure of value regardless of 
price 

A full variety of patterns in oak, walnut and 
mahogany finishes, all in the low price range. 





ALMA DESK COMPANY 


High Point, N. C. 
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REMINGTON RAND STAGES PRIZE CONTEST 

Including a large number of cash prizes, as well as 
typewriter desks and other useful articles, a radio 
contest was opened last month by Remington Rand, 
Inc., of Buffalo, N. Y. 

The contest was based on the writing of letters of not 
more than fifty words on the subject: “Why I want a 
Remington Noiseless Portable Typewriter.” Included 
in the rules was the stipulation that contestants, be- 
sides giving their names and addresses must state 
whether they own, rent, or operate a typewriter. They 
were also required to give the name of the make and 
model number in the event they possessed a machine. 
The contest which ended January 10, included one 
thousand prizes divided as follows: first prize, $1,000; 
second prize $500.00; third prize, $250; five prizes of 
$100.00 each, fifty prizes of $10.00 each and one hundred 
fifty prizes of $5.00 each 

In addition, a special group of prizes was announced 
for entrants who now own, rent, or operate a type- 
writer. This group consists of two hundred Reming- 
ton Portable typewriter desks and 592 boxes of type- 
writer ribbons and carbon paper, valued at $3.00 each. 

Judges in the contest will be Edwin C. Hill, famous 
news commentator; the advertising manager of 
“Time,” the weekly newsmagazine; and a committee 
selected by Remington Rand, Inc. 

It is reported that thus far, the mail response has 
been very heavy. 

tie 

GRAFF USES UNIQUE SIGNAL ADVERTISING 

A novel method of calling the trade’s attention to its 
line of Cellugraf Signals was recently adopted by the 
George B. Graff Company, Cambridge, Mass. The ad- 
vertisement is a three by four inch folder on the cover 
of which is a drawing of a stork carrying a bundle in 
flight. Above and below the bird is the wording: “An- 
nouncing the arrival of ’ while inside is a baby’s 
cradle with a red Cellugraf Signal No. 81 reposing 
therein. 

On the third page, usually devoted to physical de- 
tails of a new human’s arrival, is printed “Name, Width, 
Colors and Style.” Opposite these descriptive words 
and in the order given is written the following: “Cel- 
lugraf Signal No. 81; three-sixteenth inches; six; 
transparent.” 

The message ends with a reminder to dealers to ob- 
tain further details by writing the George B. Graff 
Company at 54 Washburn avenue, Cambridge, Mass. 

—__>—_—— 
THE TYPEWRITER SHOPPE MOVES 

The Typewriter Shoppe, Youngstown, Ohio, has 
moved to a corner location at 104 Wick avenue. Two 
large display windows afford fine opportunities for win- 
dow merchandising. This business had been located at 
41 North Pheips street. 

C. J. Faber, Inc., authorized Mimeograph distributor 














at Youngstown, including Mahoning county, has his 


office at the Wick avenue address. 
—_—_—_—__ 
ILLNESS DELAYS HOBART’S ACTIVITIES 
Jim Hobart, popular New England representative of 
the Eberhard Faber Pencil Company, was forced last 
month to take a leave of absence from his duties and 


stay in bed at his home, 63 Arlington road, Winchester, | 


Mass., by a siege of illness. It is to be hoped that Mr. 
Hobart’s bout with sickness is over as this issue of Office 
Appliances goes to press and that he is the victor. 
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Patented in U. 8. and 
Foreign Countries 


> SPEEDLUAY 
== /L8 pasrand” 


The most unusual 





Paper Fastener ever 
Devised! 


A modern fastener for modern business 
methods... 


QUICK .. SIMPLE. . EFFICIENT 


Unusual advanced features of 
SPEEDWAY File Fastener .. . 


® Cannot catch! 
pletely covered! 


The prongs are com- 


® Springs back with its own leverage! 
® Offers secure binding! 
® Permanent or temporary fastening! 


® Neat... efficient! 


Two Sizes: 
No. | for one-inch depth 
No. 2 for two-inch depth 


Packed: 
50 complete sets to a convenient display 


box. 10 boxes to the carton. 


List Price: / 
$14.50 per 1,000 sets No. |! | 
$16.50 per 1,000 sets No. 2 


Write for more information to 








Parrot Speed Fastener Corp. 
37-18 Nerthern Boulevard 
Long Island City, New York | 
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IN ADDITION to our Respirator Cushion 
and Bickett Cushion Pads we announce 
two NEW seat cushions, described and 
illustrated below. 


BI-FRONT 


Saddle Type Cushion 





18 inches wide, 17 inches deep, 1 inch thick. Price, $3.50 


Covered with Mohair, Velour, Felt,'Pantasote Leatherette. 
Bottom side felt covered. Small cell, dense, latex crepe 
sponge rubber of proper resiliency to afford utmost comfort. 
Bi-front construction allows cushion to properly conform 
to form-fit or saddle shape chair seat. An improved type of 
cushion possessing advantages not found in any other 
style of seat cushion : 


BICCO Type 400 


Chair Cushion 





Latex crepe sponge rubber. Top and sides covered with Felt, Velour 
Mohair. 1 inch Thick 
Price, $3.00 $2.75 $2.50 
Size 18x17 inches 17x15'% inches 16x14), inches 


L. M. Bickett Company 


WATERTOWN, WISCONSIN, U. S. A. 











OFFICE APPLIANCES 


GRAND & TOY ISSUES WARNING 
ON “GEORGE P. GRAND” 


Grand & Toy, Ltd., stationery, printing and office 
supply house, Toronto, Canada, recently broadcast a 
warning to dealers to be on the lookout for a man 
allegedly representing himself as a member of the 
Grand & Toy firm. 

According to P. F. Grand, an official of the company, 
word has been received that a man giving the name of 
George P. Grand has recently called upon several sta- 
tionery supply houses representing himself as being 
connected with the Grand & Toy establishment. In 
commenting upon the matter, Mr. Grand said: 

“This man is entirely unknown to us and further, we 
have never heard of anybody by the name of George 
P. Grand.” 

— 


NEW YEAR IS TRANSFER TIME 


The Office Supply Company, 515 East Capitol street, 
Jackson, Miss., made the New Year the occasion of an 
effective campaign on steel transfer cases. The prod- 
ucts of The Shaw-Walker Company and a complete line 
of office furniture are carried.—CG 
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Bowling Green, Ky.—-Marshall Love & Company have moved to 940 
State street, in the Sumpter building. This business was located formerly 
at 414 Tenth street 

Lawrence, Mass.-_John R. Hosking has taken over the stationery business 
conducted formerly by Ephraim Kellett, 391 Essex street He has added 
office supplies to the lines already stocked 

Long Island City, L. 1., N. ¥.—Gerry Dell has joined the sales staff of 
Acco Products, Inc., covering New England and upper New York state 

Los Angeles, Calif.—cC. J. Schubert, Jr., of the Western Wholesale Sta 
tioners, Ltd., after a seven months’ trip covering the West, reports much 
improved business condition among the stationery trade 

St. Augustine, Fla.—-The Langston Office Supply Company, Inc., has 
been chartered to deal in office supplies; capital stock, 120 shares $25 par 
value ; directors, F. J. Langston, I. M. Langston and J. A. Langston 

San Diego, Calif.—Now that the California Pacific International Exposi- 
tion has started on its second year, reopening Jan. 15, a statement has been 
made of the amount of stationery and office furnishings purchased during 
the first year is of interest. Summarized, they list 150,000 sheets of sta 
tionery, 1,250,000 sheets of mimeograph paper, 300,000 envelopes, 15,000 
pencils, 12,000 file folders, 60,000 index cards, 500 typewriter ribbons, 
72,000 stencils, 125 pounds Mimeograph ink. In the Press Building, Radio 
Studio, and House of Hospitality, over 275 pieces of custom made furniture 
were placed for office use, 100 pieces for the director’s board room. The 
administration office alone required 1,100 desks, chairs, ete.; and twenty 
five large filing cabinets. The office force increased from six to 5,000 

San Francisco, Calif.—-0. L. Lundberg has joined the commercial sta 
tionery department of A. Carlisle & Co., Upham & Rutledge, Inc Mr 
Lundberg has been with the Chieftain Stationery Company of Los Angeles 

San Francisco, Calif...G. R. Norton, manager of the Eaton Paper Cor- 
poration’s Pacific coast branch, 770 Mission street, reports that they had 
a very satisfactory holiday business and that the 1935 sales in this terri 
tory were fifteen per cent above those of the previous year. 

San Francisco, Calif.__Bert IP’. Jackson, 143 Second street, is again rep 
resenting the Saugerties Manufacturing Company, Saugerties, N. Y., cover 
ing the territory from Denver west. The Saugerties Company is producer 
of the “‘Sterling’’ line of blank books 

San Francisco, Calif. 0. H. Davison, manufacturers’ representative 
74 New Montgomery street, is now visiting the eastern factories, and ex 
pected back by the end of January The ‘‘Neva-Clog’’ and the products 
of The Fulton Specialty Company are his heaviest lines. 

San Francisco, Calif.—Chariles R. Barry Company, 430 Brannan street 
announces that The Victor Safe & Equipment Company is now operating 
under the California Fair Trade Act in the marketing of its ‘‘Mak-Ur-Own 
All-transparent index Tabs. They are the Western representatives 

San Francisco, Calif.__Ralph D. Buckley, western representative for the 
Automatic Pencil Sharpener Company, is arranging for a trip through the 
Rocky Mountain territory the latter part of February Sidney E. Collins, 
president of the company, while in California in December, signed up the 
company under the California Fair Trade Act 

San Francisco, Calif.—-A. Carlisle & Co., Upham & Rutledge, Inc., 135 
Post street, have taken the agency for San Francisco for the Niagara dup! 
cator, produced at 5815 Third street, San Francisco. Edwin E. Hughes has 
taken charge of the duplicator department. They have stocked a complet 
line of duplicator supplies; and have established a service department, 
where factory trained employees will furnish free cleaning and machine 
adjustments for customers 

San Francisco, Calif.—Effective January 1, R. L. Smith is covering the 
states of California, Arizona and Nevada for the Hotchkiss Sales Com 
pany, Norwalk, Conn., with headquarters at 900 Battery street. At the 
same address L. E. Engle is in charge of all stock service and repairs 
A. F. Gillen, with headquarters in Portland, is making the states of Oregon 
Washington, Idaho and Montana. Paul E. Christensen, with headquarters 
in Denver, is covering the states of Colorado, Utah, Wyoming and New 
Mexico 
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A Posture CHAIR 


that LOOKS GOOD 
and is COMFORTABLE 


A posture typewriter chair 
that executives welcome be- 


cause it allows the greatest 
efficiency and comfort to operators, 
without making any sacrifice in its ap- 
peerance. Now equipped with ball- 
bearing swivel iron at no extra cost 

@ tested design of finest craftsmanship 
and materials. That this “Boling” Chair 
is retained in the popular price class is 
@ tribute to our 40 years of chair build 
ing, plus the finest of modern equip 
ment Write for catalog on Boling 
Office Chairs 

























No. 8204— 
Quartered Oak 
No. 8214— 
Pecan, Walnut 
No. 8224— 
Pecan, Mahogany 
No. 8234— 
Steel Green Oak 











A-S-I Popular’ Storage 


A-8-E “Popular” Ward Cabinet 


robe Cabinet A-S-E “Popular Com- 


bination Cabinet 


DO YOU KNOW ABOUT THE NEW 
PRICES, SIZES AND DISCOUNTS 
ON THE A-S-E CABINET LINE? 


The A-S-E “Popular” cabinet line has been increased 
prices are geared to get you business—the discount 
method makes pricing easy for you to figure. 

Get behind this cabinet line now. Dealers in all parts 
of the country are doing business with A-S-E cabinets, 
and other A-S-E steel equipment, including: Lockers, 
Shelving, Filing Equipment, Typewriter Stands, ete. 
They have the features, the design, the appearance and 
the value to make them the buy of the market. Send to- 
day for catalog 175, and discount sheet. Take advantage 
of this opportunity today. 


ALL-STEEL-EQUIP COMPANY 


Incorporated 
602 John St., Aurora, Ill. 
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PAPER 


TWIRLI 


DRILL 





see 


Series No. s00 Twine -Price $6.25 
Does jobs that a punch can’t do 


Drills a clean, neat hole through 4% 
inch of paper at a time. A great con- 
venience in binding and filing. Han- 
dies many papers too thick for a 
punch.Saves time, trouble and money. 
Three models and interchangeable 
drill heads provide sizes and adjust- 
ments for every office need. Hand- 
somely finished in olive green with 
nickel trimmings. Individually boxed, 


3 Sizes 


at prices from 
$2.50 to $10.75 
Catalog on request. 


MITCHELL BINDER COMPANY 
Hagerstown, Md. 
























“KILIAN” 


Metal Omer Furniture Industry 
(OU. B. Patent 1.769.688. Canadian Patent 834.059. Other patents pending) 

All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in an 
desired sha (No soft stampings used whatsoever. 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
unground bearings. Samples made to your specifi- 
cations. 


Kilian Manufacturing Corporation 


167 North Franklin Street Syracuse, New York 
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No. F 1660 





JACKSON DESKS 
are QUALITY BUILT 
CLEAR THROUGH 


BUILT LIKE A STONE WALL 





JASPER OFFICE FURNITURE CO. 
JASPER, INDIANA 


WESTERN REPRESENTATIVE 
Raynes Davis, P. O. Box 1273, Los Angele« 




















BRIGHT IDEAS 


IN LEATHER FURNITURE 


Characteristic of all BRIGHT crea- 
tions is that evidence of finesse only 
true craftsmen obtain. Here the 
buyer of leather office furniture 
finds an expression of originality so 
desired. 


Every BRIGHT number is a real 


No. 30-C Re- 
volving chair 
to match. 


value—dquality attractively priced. Solid Walnut 

Every dealer can make more money yy 35 
; " ; 

selling them. You try it! Depth 30° 


BRIGHT CHAIR CO. Inc., 
127-133 BLEECKER ST. 
NEW YORK, N. Y. 


Our profusely illus- 
trated catalog will 
be sent to every in- 
quiring office furni- 
ture dealer. Write 
for it now. Your 
first order will con- 
vince you. 
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Bentson 


700 


Quality at Moderate Cost 


You can sell Bentson 700 filing cabi- 
nets in any medium grade competi- 
tion with full assurance of satisfactory 
service, appearance and durability. 
Case and top are high quality furni- 
ture steel amply reinforced, resulting 
in a rigid cabinet of neat appearance. 
Full progressive suspension slide is of 
heavy gauge furniture steel. Many 
drawer insert arrangements are avail- 
able. Made also in two drawer 
height, letter and legal sizes. 





Bentson 700 is one of several popuiar 
grades made in our factory. For office 
equipment dealers operating in highly com- 
petitive territories, it offers exceptional sales 
and service value. Full details and prices 
on request. 


THE BENTSON MFG. CO. 


AURORA, ILLINOIS 
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For More 
and Better Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


— 





The journal contains 
thoughts that many identi- 
fied with office equipment 
can use to advantage. It is 
a common meeting place for 
the exchange of worth-while 
information. 


If you want more and bet- 
ter business, you can profit 
by a subscription to Office 
Appliances. Domestic rates 
are $2.00 a year, two years 
for $3.00; Canada, $2.50 and 
$4.00; Foreign, $3.00 and 
$5.00. 
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The Office Appliance Company 
417 S. Dearborn Street 
Chicago, Ill. 
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TYPEWRITERS 


Birmingham, Ala.—The L. C. Smith & Corona Typewriters, 
opened a branch here, managed by A. M. Weems. 

Buffalo, N. Y.—Typewriter Service has been registered with the county 
clerk by Francis J. Killeen, 327 Washington street 

Caspar, Wyoming.—B. W. Byron has opened a typewriter repair service 
in the Zuttermeister building, rendering service on typewriters, adding ma- 
chines, calculating machines, cash registers and other office machines He 
had been engaged the past nine years in similar work here 

Chicago, I1l.—A display window of the Young Office Equipment Com 
pany, 210 West Adams street, was broken early January 20, and two type 
writers stolen 

Dallas, Texas.—-The Ames Supply 
branch office at 206 Lane street 

Fort Smith, Ark.—-The Underwood Elliott Fisher 
to 20 South Sixth street, in the Kenney building 

Jackson, Mich.—The local branch of the Underwood Elliott 
pany has been moved to 420 East Capitol street 





Inc. has 


Company, Chicago, has opened a 


Company has moved 


Fisher Com 


Little Rock, Ark.—-The Shiver Typewriter Company has moved to the 
Donaghey building. 

Louisville, Ky.—-The Leet Typewriter Company has celebrated its 
twenty-fifth anniversary 

Nashville, Tenn.—L. M. Barcy has been appointed manager here of 
the typewriter division of Rem Rand, Inc. He had been assigned to the 
Michigan territory previously 

New Orleans, La..-The Ames Supply Company, Chicago, has estab- 


lished a branch office at 617 Commercial p!‘ace 
New York, N. Y.—-Harry Marder has been appointed, assistant manager 
of the Underwood Elliott Fisher Company typewriter division here 
Oklahoma City, Okla.—.J. L. Gallup, formerly with the Underwood EI- 


liott Fisher Company at Tulsa, Okla., has been promoted to the local of- 
fice as assistant manager 
Riverside, Calif. Tiernan’s’’ has succeeded the well known firm of 


Tiernan & Sanders. Mr. Sanders has undertaken an office machine business 


at Huntington Park 
Youngstown, Ohio._-The Typewriter Shoppe, formerly at 41 North Phelps 
street, has moved to 104 Wick avenue 





—_— 


ADDING MACHINES 


New York, N. Y. 
in adding and calculating machines 
ind 1,000 shares common; Franchot 
60 East Forty-second street 


ST 








The Costmeter Corporation has been chartered to deal 
capital stock, 1,000 shares preferred, 
and Warren, charter representative, 


| 
| 
| 
| 
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QREEN-EDGE ore ast mane” 


T “THE STRONGEST MADE”’ 
““DESIGNED TO 
STAND THE GAFF’’ 


Laboratory Tested 
to Withstand a 
Pressure of Over 
2,000 Lbs. Insures 


REAL 
PROTECTION TO 
TRANSFERRED 
RECORDS 


















DEMONSTRATION SAMPLE 
“YOURS FOR THE ASKING" 


Small and compact—easy to carry 
Inside label carries complete sales 
story, prices and special informa- 
tion. for one today and com- 
plete details on this superior Stor- 
age File 


C. L. BARKLEY & CO. 


Manufacturers-Filing Supplies 
517 S. Jefferson St., CHICAGO 








OTHER MACHINES 


Chicago, I!1.-The Marber Company, 20 East Jackson Boulevard, has 
been chartered to deal in pencil sharpeners, mechanical devices and spe- 
cialties ; capital stock, 250 shares par value; incorporators—-Ben M. Lidov, 
Joseph Chavkin and W. E. Arrington ; D’Ancona, Pflaum & Kohlsaat, char- 
ter representative, 33 North La Salle street 

Cincinnati, Ohio.—A branch office of the United Dictating Machine Serv 
ice Company, Columbus, has been opened at 626 Broadway. John M. Cline 
is in charge 

Indianapolis, Ind.—Ditto, Inc., a West Virginia corporation, has been 
admitted to do business in Indiana, manufacturing and selling duplicating 
machines, materials and supplies 

San Francisco, Calif.—A. Carlisle & Company, Upham & Rutledge, Inc., 
has taken the agency for the Niagara duplicator. The new department is 
in charge of Edwin E. Hughes 

Vancouver, B. C.—Brooks-Coning & Company, formerly at 558 Seymour 
street, has moved to 619 Seymour street 

San Francisco, Calif.—A. I. Obstfeld has completed a five weeks’ trip 
over Pacific Coast territory in the interest of the Markwell Manufacturing 
Company, Inc., New York, N. ¥ 











NG BEViects 


Chicago, !1.—Burning Brands Company, Inc., 1400 West Fulton street, 
has been chartered to deal in branding irons, implements, etc.; capital 
stock, 1,000 shares par value preferred ; Brewer, Smith and Farrell, charter 
representatives, 1558 Continental Illinois Bank building 


PENS AND PENCILS 


San Francisco, Calif.—-It is announced that the Eagle Pencil Company 
of New York City will shortly open a branch office in San Francisco with 
H. G. Konnersman .in charge Mr. Konnersman will also visit the trade 
in Northern California, Oregon, Washington, Idaho and Montana He has 
been for five years past traveling the territory from Denver West for the 
Blaisdell Pencil Company His work is supplementary to that of George 
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Reindel and Claude Moore. Mr. Reindell will continue to contact all his 
regular accounts in the territory he has been covering Mr. Moore will 
cover Southern California, Arizona, New Mexico, Colorado, Utah, Nevada 


and El Paso in Texas 


—___. 
Japanese Fountain Pens in Egypt 
The United States Department of Commerce reports that Japanese foun- 


tain pens have appeared in large volume in the Egyptian market. The 
pens are sold largely by street venders at prices ranging from ten to 
fifty cents. The higher priced pens are said to have fourteen karat nibs 


The low prices at which these Japanese pens are being sold has affected 
seriously the sale of medium priced fountain pens of American and British 
manufacture, which range between $1.50 and $2.50. The Japanese product 
has not affected the sale of high priced fountain pens appreciably 



































A NEW Source of Profit 


— 
Speed-Mo 
TYPE BRUSH 
and CLEANER 


(Patented) 


* 


The new and better way to 
keep type clean, on type- 
writers, adding machines, 
or other devices. It cleans 
quickly and _ thoroughly, 
without spattering, or soil- 
ing fingers. 

Glass reservoir-handle 
feeds cleaning fluid to foun- 
tain brush; flow controlled 
by finger on valve button. 
Automatic valve prevents 
waste and evaporation. 
Brush tip and reservoir re- 
placeable. 

Speed-Mo Cleaner has a pleasant odor; is non-inflammable. 
Quick action; instant drying; no wiping. 

Packed in handsome self-display 
Cleaner refill. 











c with 





c 


For quick action on this smart new item, 
write us at once for details. Retails at $1.50 complete. 


RIVET-O MFG. CO. 


37 Jason St. Orange, Mass. 























Announcing 


our purchase of the business of the 
Viscol Company on 








| @ product and trademark which need 
| no introduction wherever Erasers and 
| Cleaners are used. 


| A complete stock is ready for shipment. 


The Rosenthal Company 
45 EAST 17th STREET NEW YORK, N. Y. 
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Beckley, W. Va.—Cole & May has been chartered to deal in office equip 
ment and supplies; capital stock, $5,000; incorporators—George L. Cole, 
Harry R. May, Ellen 8S. May and Elizabeth B. Cole 

Chicago, ti!..-The American Office Furniture Mart, Inc., 78 West Lake 
street, has been chartered to deal in office furniture; capital stock, 100 
shares par value; incorporators, Harry E., Lawrence J. and L. Sidney 
Lavine ; Ralph B. Brody, charter representative 

Cincinnati, Ohio.—Thomas Conneely has been appointed by The Globe 
Wernicke Co. as fleld representative in Arkansas, Oklahoma and Texas 

Eureka, Calif.-The Office Equipment Company, formerly on E street 
has moved to 410 Fourth street This business is conducted by H. E 
Wheeler. In addition to office machines the company handles desks and 
filing cabinets 

Los Angeles, Calif..The western branch of the Peerless Steel Equip 
ment Company has moved to 1429 South Los Angeles street The former 
location was 1431 Santa Fe avenue. T. M. Hughes, who has been a part 
of the metal office furniture fleld thirty years, is in charge 

Boston, Mass.—-The indexing department of Remington Rand, Inc., ha 
moved to 118 Federal street, Boston, after more than thirty years it 
Cambridge The change is merely that of moving across the Charles river 

Chicago, il.--The Standard Visible File Company, Inc., 8 South Dear 
born street, has been chartered to deal in card record and reference equip 
ment; capital stock, 100 shares no par value; incorporators—Richard B 
Singer, Ludwig D. Singer and Irma M. Singer Jay Harrison Brow 
charter representative, 29 South La Salle street 

Newark, N. J.—N. A. Pedersen, Inc., has been chartered to deal lr 
office equipment; capital stock, $100,000; Norman A. Pedersen, charter 
representative 

New York, N. ¥Y.—The Corry-Jamestown Manufacturing Corporation ha 
moved its Manhattan branch from 377 Fourth avenue to 134 Grand street 

Vancouver, B. C.—An official declaration has been filed of the name of 
the business conducted by L. Dawson as the B. C. Office Equipment Con 
pany, 611 West Pender street 

Eureka, Calif.—H. E. Wheeler has now moved his Office Equipment 
Company into a fine new store at 410 Fourth street He stocks a complets 
line of office machines and supplies, including several well-known makes 
of typewriters, adding machines, desks, and filing cabinets He is also 
sponsoring a letter duplicating department for mimeographing and multi 
graphing of all kinds. A modern electrically operated duplicating machine 
and picture-scope machine has been installed in charge of a trained 
operator 











a 
Documenting Canadian Shipments 


Commerce Reports] The extension by Canada to the United States fron 
January 1, 1936, of intermediate or special rates of duty granted to any 
foreign country, will necessitate the furnishing of new forms of Canadian 
invoices for shipments from the United States to Canada. The new forn 
“‘M-A”’ applies to goods sold by the exporter prior to shipment, and 
Form ‘‘N-A’’ to goods shipped on consignment without sale by the ex 
porter. A certificate of origin is required in order to insure the entrance 
of the goods under most-favored-nation rates. This certificate forms a 
part of the printed invoice 

Although the new forms may not actually be required for goods entering 
on January 1, exporters should secure supplies of the new forms and us¢ 
them as soon as possible so as to avoid any delay in clearing the goods 
through Canadian customs. Further details can be secured by American 
exporters on application to any district office of the Bureau of Foreign and 
Domestic Commerce, or from the Washington Office of the division of 
foreign tariffs 
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Bank ar Othe 
safety 
deposit ' 


61 vaults and ar 


Countric N \ Value Va 


\ustria 
Belgium l 
Denmark 18 
Finland 27 
France Sit 
Germany 

(reece 

Hlungary 

Iceland 

Irish Free State 

Netherlands 15 
Norway i 152 


Spain 132 


Sweden ee ll 
Switzerland 

United Kingdor 134 6,607 
Canada 10 l 7 
British Honduras 

Costa Rica 

Guatemala 


612 
Sheet -Metal meta Sheet -met 
«kers and shelving fil 
rage and wa sses, not ibinet 
abinets . l t 
Countric N Value Value N Valu N Va 





Australia i" 14 1 12 
British Oceania ] l 

New Zealand 1 

British East Africa 58 { 10 > 
Union of South Africa 14 ‘ 269 6.518 

Other British South Africa 57 14 191 

Egypt , 1! , 4R0) 

Morocco . 

Canary Island ? ” 


Total 507 $4,439 $1.15 1.24 $40,468 €2 GX 
Shipments t 
Hawali I 3 § 162 
Puerto Ric 4 264 114 227 4,069 
Virgin Islands l 19 
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Style 
No. 24B 





A New and Im- 
proved Sherman- 
Manson Tubular 
Steel Stand with 
adjustable ma- 
chine rests in 
place of the usu- 
al solid top. 


Can be equip 

with raised or 
flush, inter- 
changeable right 
and left side 


shelves. 


Fits 
Any [ypewriter 


or Hand Operated Adding or Calculating Machine 


{ Write for further particulars and prices } Jasper Seating Co. 


SHERMAN-MANSON MEG. CO. CHICAGO: L. H. coat oe YORK: 


621-31 S. KOLMAR AVE., 529 S. Wabash Ave. Office Furniture Warehouse 
CHICAGO Telephone WEBster 3217 573 Broadway 


STATIONERS / 1/75 voulr 


Glad to send catalog 














LINE.. EXCLUS/VELY/ 


STEEL STRONG’ PRODUCTS ARE SOLD 
THROUGH DEALERS ONLY... ie 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 


No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . . . 
secure . . . with the guaranty of Members of The 
Nat’! Ass’n of Stationers. 


Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 


Currency Cabinets, etc. ... and each product 
has been developed to the highest efficiency. BRING 


Write for liberal discounts and sales helps. 
THE C. L. DOWNEY CO., Cincinnati, Ohio INCREASED 


: ° SALES! 
STEEL-STRONG PRODUCTS 





















They are the Pioneer non-cellulose dry stencil. 

They are equally good for Stylus or Typing work. 

Each stencil will give 15,000 or more perfect impressions. 
Their uniformity is guaranteed to you by our years of 
manufacturing experience, our world-wide distribution, 
and our financial responsibility. 







Write today for samples and our 
Cooperative Sales Plan. 


Manutactured by 


FRANKEL CARBON & RIBBON 


MFG. CO. 
Denver, U. S. A. 


“| COUNTER 





Bill STRAPS 












THE C.L.DOWNEY CO. cincinnati.o 
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STENCILS QUEEN 
—“ DRY 

STENCIL 








We want this stencil 
““to talk for itself’’ 
—send for Your Samples. 


WE ALSO MANUFACTURE 
Duplicator Inks Inked Ribbons 


Cloth Pads Carbon Papers 
Correction Fluid 


QUEEN RIBBON & CARBON CO. 


INC. 
Brooklyn,'N. Y. 


360 Furman St., 


IS LABORATORY BUILT 








Before GENERAL’S Inks were 
produced commercially, somples 
of each type, together with 
competitive inks, were given 
the most exhaustive tests by 
the N. Y. Testing Laboratories 
(the oldest and largest un- 
biased testing laboratories in 
this country). The results of 
these tests conclusively proved 
GENERAL'S superiority, in every 
respect, over all other inks 
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And today, the four popular 
sizes of GENERAL’S Inks are 
definitely proving their superi 


ority in SALES throughout the 

country. Everywhere, the d GENERAL PENCIL COMPANY 
and i increasin for these 

finest of writing fle JERSEY CITY © NEW JERSEY 


finest of writing fluids 


Send for Details 
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IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 





NEW YORK STOCK 





CAL CAMERON 
140 MAIDEN LANE 
NEW YORK, N. Y. 




















300 


NEW ITEMS 
IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. 


Usually this information is given before the 
items appear on the market and always in 
advance of most sources of such news. It is 
not uncommon for a dealer to tell us that 
some of his best selling lines have been secured 
from seeing the things in Office Appliances. 
Many readers say this section in itself is 
worth the subscription cost, not to mention 
all the other features. 


If you want to keep in touch with the activi- 
ties of the office equipment industry, there is 
no better way to do it than by entering a sub- 
scription to Office Appliances. The rates are 
$2.00 a year, $3.00 for two years; Canada $2.50 
and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 
417 Seuth Dearbern Street 


Chicago, I1i. 
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6130 
6129 Sheet 6131 
Sheet -metal metal Sheet -metal 6132 
lockers and shelving filling Sheet- metal 
storage and wal) cases, not cabinets, 
cabinets bins. insulated insulated. 
Countries No Value Value No yalue No Value. 
Honduras l 150 eee 
Nicaragua ease 
Panama 2 197 440 
Salvador . ll 
Mexico 32 1,168 1,009 
Newfoundland and Labrador 148 
Bermuda 383 
Jamaica 750 74 
Trinidad and Tobago 21 
Other British West Indies 166 
Cuba 7é 225 
Dominican Republic 750 
Netherland West Indies a2 379 
French West Indies 10 
Haiti, Republic of 446 
Argentina 179 
Bolivia eses 
Brazil 92 
Colombia 12 2,316 88 
Ecuador 5 192 5,063 1,372 
Peru 3 99 . 110 
Uruguay 114 
Venezuela °ss 
British India 1 47 32 
British Malaya l 342 : oe 
China 2 145 1,414 27 
Netherland India 125 
Hong Kong 2 159 eee 
Japan 15 624 ee 
Palestine . 126 
Philippine Islands l¢ 1,061 7é 932 
Siam 7 
Syria es 
Turkey 6 
Australia 249 
British Oceania 1 
French Oceania cece 
New Zealand .... 281 
Union of South Africa 802 
Gold Coast . 
Other British West Africa 
Algeria and Tunisia 
Other French Africa 
Liberia 
Canary Islands 
Other Spanish Africa | 55 
Gold Coast : 
Other British West Africa 
Total 948 $13,428 $9 899 $18,038 
United States Experts of Writing Instruments—August, 1935 
9301 
Refilla ble 
pencils 9311 
and refill 9302 Metallic pens, 
leads Other pencils except gold 
Countries Value Doz Value Gross Value 
Belgium .... $ 442 15¢ $ 23 
Czechoslovakia 59 
Denmark 161 
Finland Le 35 
France 1,617 2,252 1,123 
Italy 715 ees 
Netherlands 212 144 34 ee 
Norway 8 0 ¢ 95 
Spain 1.200 90 
Sweden 2,376 144 774 
Albania ) 
United Kingdom 1,595 1,188 469 
Canada oe 6,708 1,598 2,320 1,233 680 
British Hondura 15 6 ° ees 
Costa Rica... a1 48 ll . — 
Guatemala 38 720 171 23 5 
Honduras 2 1,433 360 62 44 
Nicaragua 114 39 ee 
Panama 19 573 1,342 28 19 
Salvador 1 246 75 12 8 
Mexico ; 49 l 18 1,681 297 201 
Newfoundland and 
Labrador 142 529 68 42 
Bermuda 7 41 
Jamaica . seue 12 7 38 
Trinidad and Tobago 1 1, 206 245 27 17 
Other British West 
Indies ... 48 4 37 22 
Cuba 516 201 5.484 651 505 
Dominican Republi 65 1,900 32 73 65 
Netherland West Indies. 346 78 
Haiti, Republic of 13 1,584 207 50 308 
Argentina ee 62 300 53 
tolivia . 528 188 
Brazil 28 4162 174 222 99 
Chile , 80 35 
Colombia 666 12.309 > 563 454 287 
Ecusdor 420 99 
British Guiana. . 13 252 74 
Surinam ..... 5A 30 
Peru O68 267 or 
Uruguay $44 39 ese 
Venezuela 98 1,827 456 249 153 
Saudi Arabia 8 2 3 
British India 65 24,312 1,43 
British Malaya 672 13 
Ceylon eecces . 
China 50 12 2,238 1,4 1,089 
Netherland India 472 145 3n 
Hong Kong 400 250 
Japan 720 211 
Palestine 2.521 125 
Philippine Island 14 7,168 627 737 551 
Turkey — 4 Hi 13 re 
Other Asia.. 29 . 
Australia 15¢€ 72,987 4.352 16( 141 
French Oceania 8 13 4 eens 
New Zealand... 978 95 5 81 
Belgian Congo.. . 36 20 TT ees 
Union of South Africa 83 8,603 1,338 lll 78 
Other British South 
Africa 768 71 
Total $17,536 249,097 $33,358 6,901 $4,616 
Shipments fron 
U. 8S. to 
Hawaii $ 104 12,585 $ 3,130 19 $ 34 
Puerto Rico 107 51,349 5,895 465 190 
Virgin Islands 144 11 
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To Help You Sell More 


Grand 
Rapids 





A NEW STANDARD 
OF TOUGHNESS 


DOUBLE OR SINGLE TOPS 


Let Us Send You New Samples and 
New Prices On Double Top Folders. 


7 


Michigan 
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— about better lighting / 


Faries 
natural 
light 


@ Daylight, properly controlled, is the best 
light . . . is easiest on the eyes ... gives 
the best distribution. But thousands of 
offices cannot depend on daylight. 
@ Artificial light, to be efficient, must ap- 
proximate daylight. Central lighting alone 
may give the needed footcandles at given 
points, but produces glare and shadows. 
eFaries Natural Light most nearly ap- 
proaches daylight, it kills both direct and 
reflected glare . . . it dissipates shadows. 
Its even, restful light covers the entire 
working area. 
eBy actual test, under office conditions, 
these lights speed up work, reduce errors 
as much as 50°, eye-fatigue 66°. 

Write us for full particulars. 






No, 1989 
List $11.00 
Finish, 
nickel orstatuary 
bronze, metal or 
parchment 


satin 


shade. Optional 
base, clamp or 
screw on 





FARIES MANUFACTURING COMPANY 





DECATUR, ILLINOIS 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 





Allen & Company 


11-13-15 Vandewater Street 
New York 








COOK’S STAINLESS STEEL FILE SIGNALS 


Tes 


Can not rust and discolor cards 
or ledger sheets, 


Easy to attach, 
Firm, non-shifting grip, 
Will not catch onto other papers, 


Twelve brilliant, fast-color, non- 
chipping enamels, 


For visible or vertical records, 


At your jobber’s. 


pees FOR CATALOG PRICE SHEET 
AND SAMPLE CARD 


THE H. C. COOK CO., 14 BEAVER ST., ANSONIA, CONN. 


COOK'S 


STATIONERS’ 


SPECIALTIES 








OFFICE APPLIANCES 








RIBBONS AND CARBONS 


Chicago, ti!.-H. M. Hutton, who conducts a stationery store at 3950 
Elston avenue, has opened another store at 1617 Belmont avenue. His lines 
include stationery, ribbons and carbons, bookkeeping supplies, greeting 
ecards and job printing. 





San Francisco, Calif.—The holiday luncheon party of the Carbon and 
Ribbon Dealers Association of Northern California was held at the Clift 
Hotel, December 27. Guest speakers were I. Lee Miller, domestic manager 
of the Carbon and Ribbon Division of Remington-Rand, Bridgeport, Conn 
and P. J. McMurray, assemblyman for the twenty-fourth district, state of 
California. Mr. Miller devoted his time to the carbon and ribbon business. 
Mr. McMurray discussed the Fair Trade Act, and legislation affecting the 
independent dealer. He is co-author of the California Chain Store Bill that 
is now being held up by a referendum. 








BUSINESS OPPORTUNITIES 


Important to Manufacturers 
The following detailed inquiries, received direct from readers of Ovrrict 
APPLIANCES, are tangible business opportunities 


Wants Abroad 


French Office Machine Man in United States.—M. Deleamont, a gentle 
man who has been active in the calculating machine line thirty years, ex 
pects to come to the United States within a month or so. Manufacturers 
who may be interested in conferring with him concerning the French mar 
ket may communicate with the publication office of Office Appliances. Mail 
addressed to Mr. Deleamont in care of Office Appliances will be held for 
his arrival in Chicago, when he will have an opportunity to make appoint- 
ments with any who wish to interview him. 





Parisian Seeks Machine Lines.—A French gentleman with extended ex- 
perience in the office machine line, will be available after February 29 
to sell direct to a large clientele of many years’ standing. He asks that 
catalogues be sent him, and price lists, covering new and rough machines 
He is available also to act as general representative. This applicant 
proposes to remit one-half of the amount with each order, and the bal 
ance on receipt of bills of lading. This gentleman has had eighteen 
years’ experience in the office machine field. His most recent connec 
tion with the field was as chief provincial general representative of an 
important Paris firm Please address letters and catalogues in care of 
Office Appliances, 417 South Dearborn street (SEM 72). This matter 
will be forwarded to France on receipt 


Wanted Here at Home 


Catalogues for Dunkirk Printer.-The McClenathan Printery, Inc., 13 
East Second street, Dunkirk, N. Y., is adding a complete line of office 
equipment and supplies, and asks that manufacturers interested in the 
new development send catalogues on office equipment and supply lines 
Please mark mailings for the attention of W. C. McClenathan, manager 


Mississippi Dealer Wishes Catalogues.—-The Lorenz Office Supply Com 
pany, 211 West Capitol street, Jackson, Miss., is enlarging its business 
by adding a general office supply department. J. Lorenz, the president, 
will appreciate the receipt of catalogues, prices and samples (where avail- 
able), from manufacturers and from printers and lithographers who 
solicit business through local agencies. 


Expansion of Marinette Business.—The Twin City Typewriter & Sup- 
ply Company, 1613 Main street, Marinette, Wis., is expanding, and has 
bought a three story building three doors from its present location. It 
plans to conduct a complete modern office equipment and supply store 
The building to be occupied has two large show windows. The com 
pany requests that catalogues showing merchandise and services suitable 
to such a business be sent, marked for the attention of Miss Helen 
Nyland. The company has some excellent lines, including Royal type- 
writers, Victor adding machines, Ohmer cash registers, and products 
of The Shaw-Walker Company. A duplicating machine department will 
be included, as well as a bridge and tally department in connection with 
the present greeting card department. A news stand and magazine stand is 
contemplated 


Catalogues for Worcester Dealer’s Files.—Narcus Brothers, Inc., 24-26 
Pleasant street, Worcester, Mass., office outfitters and stationers, wish to 
receive from manufacturers their latest catalogues applicable to a com- 
mercial furniture and office supply house 


Detroit Library Asks for Catalogues..-The Public Library, Detroit, 
Mich., has requested that manufacturers send latest editions of ‘‘technical 
bulletins,’’ handbooks and operating manuals from manufacturers of add 
ing, bookkeeping, dictating and duplicating machines. Please mark mail 
ings for the attention of Adam Strohm, librarian 


Ilinois Dealer Asks for Catalogues.—Engelhardt-Shay & Company, 112 
West Clark street, Champaign, Ill., is revising its catalogue files The 
company is in the office machine business, handling typewriters, adding 
machines, cash registers and allied lines. In addition to the lines listed 
the company wishes to receive printed matter on check protectors, address 
ing machines, filing equipment and supplies, ribbons and carbons, and 
general office accessories. 


lowa Company Seeks Catalogues.—The V. L. Dodds Company, 325-27 
Second avenue, Cedar Rapids, lowa, is bringing its catalogue files up-to 
date, and wishes to have manufacturers send their recent issues. The 
company is active in the school supplies line. Among the catalogues sought 
are issues covering all types of office and school supplies, as well as infor 
mation on all kinds of duplicating machine supplies, such as stencils, 
inks, instruments and accessories 


—<>— 
Revised Information on Uruguay Shipments 


The United States Department of Commerce, Division of Foreign Tariffs, 
has issued a revised edition of “‘Preparing Shipments to Uruguay.”’ It can 
be secured free of charge 
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catalog. 


THE NATIONAL LINE 
IS COMPLETE... 


Pictured here are two 
splendid sellers. But 
there are many more in 
National's large assort- 
ment of popular designs. 
Quality and prices always 
satisfactory. Send for 


National Brief Case Mig. Co. 
512 S. Peoria St., Chicage, Hl. 











LOOSE:-LEAF 
and 


VERTICAL 


ALPHABETS 

MONTHS 

NUMBERS 
STATES 


ler Special INDEXING «> CELWDEX’ 


TRANSPARENT INDEX TABS roor!/ 


| Main Street BROOKLYN. NEW YORK 





CEL‘U-DEX CORP, 
















Series 20 





nside Inking 
Semi-automatic Feed. 
DEALERS—W rite or 
Wire for Details. 


THE COMMANDER DUPLICATOR COMPANY 
2395 University Ave., St. Paul, Minn., U. S. A. 











MANY EXTRA DIMES FROM THIS 
New All-Metal Revolving Display Cabinet 
@ and 4 FREE! 


Advertising creates a steady demand 
for Moore Push-Pins, aluminum or 
glass heads and Moore Pushless Hangers. 








Our new Revolving Display Cabinet given 
absolutely free with 72 window front pack- 
ets... occupies only 6% square inches 
of counter space ... makes sale after sale. 
Get one from your jobber today... 
then watch the extra dimes build 
your daily volume. 


MOORE PUSH-PIN CO. 
113-125 Berkley St., Phila. 




















LIKE A BOOK 


CURMANCO SORTING TRAY 


for current filing. With the 
double flare references are 
quickly referred to. Saves time 
for daily work. Sold without 
index, gives you a profit on the 
tray and your indexes. Made 
to stand hard use, saves its cost 
many times over. 


115 Letter size . $4.65 
Olive Green Art Steet 116 Capsize .. 6.00 
STAPLE ITEM. ORDER STOCK TODAY. 


Currier Manufacturing Company 


2¢ N. W. Terminal Bidg., Minneapolis, Minn. 




































ALLEN-WALES 


A record of more than 25 years’ satis- 
factory service recommends Allen-Wales 
Adding Machines and The Allen- 
Wales Franchise to office machine 
Dealers of experience and sales 
power equal to a first-class 
pees We offer a valuable 
usiness getting opportunity 
Write today for details. 





Allen-W ales 
Adding Machine 
Corporation 
515 Madisen Ave. New Yerk, N. Y. 





_ZIPIT 


THE NEW 
TIME SAVING 
CARBON 
Territory now being 
allotted. 


Send for samples and 
agency proposition — 


IT SELLS 


PHILLIPS PROCESS CO.., Inc. 
82 ST. PAUL ST., ROCHESTER, N. Y. 





(ARRON PAPER 
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RIBBONS 


Sansom at Tenth Street 






CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


Philadelphia, Penna. 











re “Every Phone 
se 
a Prospect 


PHONO-O-LOG TELEPHONE INDEX 





Finger Tip Service 
Fits All Types Phones 
Keeps Correct Number 
before you while dialing 
Prevents ‘‘Wrong 
Numbers” 
Index Cards Remov- 
able 
Retail 50c 
Start the New Year right with this new business getter 
Send for sample and discounts 


ASSOCIATED PATENTS CORPORATION 


74 NEW MONTGOMERY STREET SAN FRANCISCO, CALIF. 








Working for Your Profits 


Your repeat profits on a type cleaner depend on value. 
When you all a bottle of Clarotype it works for you 
creating repeat sales and new customers. Clarotype is 
making consistent profits for 4000 dealers because it cleans 
type thoroughly, quickly and economically. It is not messy 
to use. The handy, well made dauber ends spattering. It 
does not deteriorate. Summed up in one word Clarotype 
gives Value. Stenographers know value. And that is why 
Clarotype is the one ty cleaner you can count on for 
regular profits. Your onlay will be filled promptly by your 
jobber or by The Clarotype Company, 16-B Hudson Street. 
New York City. 


cLAR-O-TYPr 


THE VALUABLE TYPE CLEANER 

























Easy to put in use 
Safe and Secure 
Quick Reference a « 


LOOSE LEAF 
HOLDER 


Fastens the transferred sheets in a 
neat, compact binding, easily 
handled and referred to. Accommo- 
dates any size of sheet or distance 
between centers; interchangeable 
posta of various length provide 
capacity to meet your requirements. 

dozen sets, f.0.b., 

$ 3 50 Mew York. Write fer 

sample and details. 


F. B. Mfg. Co. 


1228 Intervale Ave. 
NEW YORK, N. Y. 








303 West Monroe St. 





Watch Those Proftts 
GROW! 


Such equipment as Calculating Machines, Billing and Book- 
keeping Machines, and in some instances, certain types of 
Adding Machines yield phenomenal profits. Why not 


diversify your selling? Besides typewriters, you can sell 
many profit producing machines that are listed in Reliable’s 
Wholesale Catalog and, at real bargain prices, too. Send 
for your copy today . . . no obligation. 


RELIABLE TYPEWRITER 
& ADDING MACHINE CORP. 





Chicago, Iilinois 





Meilicke. Systems 
cover computations 
of Payrolls 
Time 
Interest 
Tonnage 
Unit Costs 
Express and 
Freight Charges 
Discount 


Etc. 
End Mistakes—Double Speed with Precalculated, 
Verified Answers 
Meilicke. Systems, Inc. 
3468 No.Clark St. Chicago, Illinois 














Have You 

a Frie nd—o business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with 

our compliments. 


THE OFFICE APPLIANCE COMPANY 
417 S. DEARBORN STREET, CHICAGO, U. 5. A. 
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arkilokesit Cit: 
t Products 


are the shock troops in the army of 
~ business. 


Their equipment must be the best. 
Sell them. 


Beach's 
“Common Sense" 
Expense Books 
Order your stock from the 


BEACH PUBLISHING CO. 
1351 Book Bidg. Detroit 






Card-cases, any size; loose-leaf envelopes, punched; 
menu covers; factory record protectors; tag holders; 
bill-foid envelopes; stamp containers, etc. Made of 
acetate (siow-burning) transparent llulose. We 


build to kt your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
936c West 63rd Street Chicago, U. S. A. 























BACKING SHEETS 


Stencil Manufacturers and Distributors Should 


Write to 
All large 


users should 


buy in bulk 


THE 


cans, Grippit’s economy invites you 


to use it wherever you require adhesive that never wrinkles 


TECHNY, ILLINOIS 


paper . . . that keeps work and workers unsoiled . . that 


For Quotations on: BACKING SHEETS, STYLUS 
PENS, LETTERING GUIDES, STENCILSCOPES, 
STENCIL FOLDER BOXES and CUSHION SHEETS 


holds permanently, yet can be peeled off without damage. Write 
for Free Tube and Profit Story to Harriman-Welts Products Co., 
200 Summer Street, Boston, Massachusetts 



























ALL TRANSPARENT 
INDEX TABS 


POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 


MEYER & WENTHE- CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 


Write now for samples and prices 


THE VICTOR SAFE & EQUIPMENT COMPANY, Inc. 
NORTH TONAWANDA, N. Y. 
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DEALERS WANTED 


for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices 


Speed Key Mfg. Co., Inc. 
298 Columbus Place 
Brooklyn N. Y. 


Better Service for 
users of Stencil 
Duplicators 


ROOCO 


Duplicating Black gives first class re- 
sults on both open and closed drum 
stencil duplicators. Better ink gives 
> better service and that stimulates 
| the dealer's business with profit. 





Brooklyn, N. Y. 
Factory 
Foot 20th St. 


Chicago 
609 S. Clark St. 








1 pb 4 sence- ; 
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TYBON 
RIBBONS & 
CARBONS 


Better business can be had 
selling Tybon Typewriter 
Ribbons and Carbon 
Papers. 
Tybon’s Silent Salesmen 
sell them for you. Tybon 
quality repeats continu- 
ally. 
Tybon’s Reel Ribbon 
Economy Is 
Real Ribbon Economy 
It will pay you to 
investigate 


TYBON CORPORATION 
1026 Filbert St. Philadelphia, Pa. 

















‘ AL Di 
gi w RAD! STR, | 
gt° Sur, 
®@s 


ee 


Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 



















Stanley R.Bristow 
24 Central Ave.West Orange.N.J. 


u-da- 


Brands 


DUPLICATOR INKS 


DU-WA-CO Duplicating Ink is more than 
just an ink. It is a part of the satisfaction 
in accomplished workmanship in the duplicat- 
ing room, critical endurance in your advertis- 
ing department, and the final analysis of pull- 
ing power in the presentation of your literature. 

Intense color—more copies to the pound— 
doesn’t offset or smudge—approved and in 
use by Army, Navy and other government 
offices, also schools and corporations. We can 
help you extend your sales. Write. 


Coast Distributors D unham-WcJatson 


West Coast Duplicator 
Supply Co., 431 Bush St., Manufacturers of Ink Specialties 
ee 644 SO. CLARK ST., CHICAGO 











Francisco, Calif. 








OFFICE APPLIANCES 


’ There's a Hanson Model for 
Sell More Scales! ae Sent Oe 

Five 
There’s a wide market pounds 
for shipping scales, as 
well as those designed 
for regular postal and air 
mail use—if you know 
how to reach it! 











Let HANSON Ideas 
Help You 


Hanson Service does not stop at me- 
chanical perfection. There's a success- 
ful merchandising plan available to all 


HANSON SCALE CO. 
Hanson dealers—write for it today. 525 N. Ada St., Chicago 








Rebuilt 


ADDRESSOGRAPHS 
MIMEOGRAPHS 
ELLIOTT-FISHERS 
COMPTOMETERS 
MONROES, etc. 


Bought and Sold 


United Typewriter and 


Adding Machine Co., Inc. 
813—14th Street, N.W. 
Washington, D. C. 














D 
VWAb a 40 = 


DRYPROCESS )\ STENCIL PAPER 
aAAoE Sy 7 P 





iS 


Prices on request 


STABRO MANUFACTURING CO., Inc. 
391 FULTON ST. BROOKLYN, N. Y. 











Loo c se Leaf Rings 


No Large Brass 
Joint to Tear Nickel Plated 


Paper FIVE SIZES 














, Easily, 1.80 “ 
ose ay . « 
Securely d : ey o « 












For loose leaf books, binding reports, blueprints, etc. 
Write for information Loose Leaf Metals 


on our line of...... 


|The E. W. Carpenter Mfg. Co. 
Bridgeport, Conn. 











DIP-NO-MORE 


























1 DIREC the handy vial style 
~ haute names POR PAPER a ink eradicator that 
So = 3; Tet Me meme 2D a offers especial con- 
mem weet decens Ue hay te 525 i venience to pen and 
FOR CLOTHING. we ove ink users. A touch 
—— 1 tos Peas: es sens efcae of “1” and “2” for 
mot see deme senses. small erasures -a 
tap releases a drop. 
Bent neck prevents 
overflow 
SPEED 
SAFETY 


SATISFACTION 
Details on request 


H. A. Ink Eradicator Company 


Cable: ERADICATOR 1707 Zerega Ave., New York, N. Y. 
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A complete unit with board, 
paper clamps, and a parallel device 
that entirely eliminates T-square, 
triangles, scales and all loose parts. 


A WORLD FAMOUS PRODUCT. MOD. 
ERATELY PRICED—GUARANTEED AC. 
CURACY—FIVE BOARD SIZES—MORE 
THAN 20 MODELS. LIBERAL FOREIGN 
AND DOMESTIC DEALERS’ DISCOUNTS. 


. Write 
fet lileralure 
and pruces on 


Lager Models 


L-G:>-WRIGHT.INC. 


S7i3~'t6 EUCLID AVE. CLEVELAND, OHIO 














The 


ADAMS 


Ideal BOOK RING 


for 8 purpose 00 heap te ring al. 
or a Dp Pp - 
PATENTED ways right side up. No need to bunt 
PER.17.1920 JAN. 11, 1928 and fumble to find the place where 

MOV. 6, 1929 the ring opens, if it’s an Adams ring. 
Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perfora sheets or 
binders of all sorts. Allows binder or 
sheets to lie flat when open at any 
point. The enla 
rounded and smoothed, keeps 
right side up in position to be in- 
saaty unlocked. at we he 

er through your wholesaler. e 

manufacture inczpensive loose leaf metals. 


Henry T. Adams Mfg. Co. Bi fiisz ** 


















Seven Sizes 
Inside Diameters: 


| Ne. 000,%."’ Ne. i, i%’’ 
| Ne. 00,%'’ Wo. 2, 1%’’ 
Ne. 6%’ No. 4, 2%’ 

No. 6, 3’’ 
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Inspect the high quality and get the 
attractive prices of Browne-Morse 
office equipment and supplies. Put 
your stock in order with merchan- 
dise that sells. . . . . The Retail 
Trade is hitting a new high level. 


Are You Prepared ‘0 casu iw 


on improved business conditions? Write today. 
Begin now to sell more with real profits. 


Browne-Morse Company | 
MUSKEGON, MICHIGAN | 

























You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick (3") 


with the New 


ACME No. 1 


Heavy Duty 
Hand Stapler 















ACME 
STAPLE ~ 
COMPANY 


1643-1647 Haddon Ave. 
CAMDEN, N. J. 

















YOUR QUESTIONS 
ANSWERED FREE 











Subscribers to Office Appliances have free 
access to a competent service bureau which 
is prepared to answer almost any question 
relative to office equipment. 


A considerable number of our readers have 
found that this service in itself is worth 
many times the subscription price. 








The Office Appliance Company, 417 South 
Dearborn Street, Chicago, U.S. A. ::::3:3 




















Stationers—Here’s News! 


Write us for full information about the ENTER- 
PRISE NON-CELLULOSE DRY STENCIL—avail- 
able to you with backing-sheets and boxes IM- 
PRINTED EXCLUSIVELY WITH YOUR IN- 
SIGNIA AT NO EXTRA CHARGE, No need to 
order large quantities. Unsurpassed quality, perfor- 
mance and uniformity—“The best buy in stencils.” 


ENTERPRISE SUPPLIES, Ine. 
East Michigan at Highland 
Indianapolis, Indiana 





——) 





FREE INTRODUCTORY OFFER 


MARTENS 


TYPE CLEANER 


Typists go for it in a big way. They 
like the way it cleans so thoroughly and 
quickly without the usual muss and fuss. 
They like it and they ask for it again 
That’s why many dealers find it so 
profitable. You will, too. 





Bottle 
Get our free introductory offer today. 


MARTENS TYPE CLEANER CO. wee York. Ns 


New York, N. Y. 











AMERICAN 


EXTRA PROFIT 


because of quick turnover. Here's 
the ONE machine that fits all office 









needs. 

c tive—dupli- 

ea $ 5 0 
quadruplicate—r e - RETAIL 
peat. 


AMERICAN NUMBERING MACHINE CO. 


224 Shepherd Ave. 


Brookl N.Y Chi we les 
yn, N. Y. cago _- 
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TAKE THE ““WASTE” 


OUT OF 


WADE 


BADKE| 
SELLING 


a Handling several lines of baskets means 
tying up your money, boosting your inventory 


WASTE. 


Stocking incomplete lines means losing sales 


-WASTE. 


Saddling yourself with slow-moving lines 
means giving away profitable space in your 


store WASTE. 


Selling inferior baskets means dissatisfied 
customers, fewer repeat sales — WASTE. 


Canco takes the waste out of waste basket 
selling—offers you a fast moving, profitable 
line. Complete, for every type of customer. 
Styled for every type of market— institution, 
office, home. Canco baskets will lower your 
inventory, increase your turnover, show you 


steadier profit. 


Canco baskets are metal, fireproof, durable. 
Handsomely lithographed in oak, mahogany, 
and walnut finishes, as well as green and white. 
They are priced to today’s needs; they are 
staunchly built by a company famous for 
metal work. We urge you to get the facts. 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


City Park Avenue and Hamilton St. 
TOLEDO, OHIO 














OFFICE APPLIANCES 





THE STATIONER’S 


SCRAP 
BOOK 


IDEAS 


PRICE ane POST FREE 


The most valuable 
moneymaking volume 
ever placed before the 
Stationer Trade—Con- 
tains nearly 200 hints in 
connection with every 
department of your 
business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stalioners and dealers in office equipment. 
It is conveniently divided into four sections, as follows 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stalioner may find sugges- 
tions on the particular phase of his business thal he may be 
interested in al the time. The subjects run all the way from 
account books to window dressing and are wrillen in such a 
way that the volume is an excellent reference book. 

—Oflice Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presenled in a very 
readable form, will be found on every page. 

—The Newsagent, Bookseller's Review and 
Stationer's Gazette. 


It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome. —The British Printer. 


4 good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON. W. C.. ENGLAND 
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INTRODUCING 


= fod DA* LETTERGRAPH 


BOR modi 


Now...for the FIRST TIME 
a Moderate-Priced 
Stencil Duplicator 


THOUSANDS OF LETTERGRAPH 
USERS ARE LOOKING FOR THIS! 


The new, automatically-inked cylinder fea- 
tured on the Model 24B is sold separately. and 
is instantly interchangeable with the outside. 
hand-inked cylinders on the thousands of Let- 
tergraphs now in use. The new cylinder takes a 
half-pound of ink at one filling which will print 
several thousand copies without stopping to re- 
ink. Cylinder sells for $10.00 complete with 
metal-lined leatherette cover. Your Lettergraph 
customers will thank you for showing it to them. 














“That's a strong statement,” you'll probably say; and strong 
it is. We say it because we've already tested this machine for 
sales-appeal, tested it on the firing line where sales—and only 
sales—count. It sells easily because it does a grand job with 
the least amount of effort. It removes the only objection to sten- 
cil duplicators—that of handling ink. Full letter size, it handles 
the average run of work with ease. You'll find prospects all 
around you because Model 24B was made for the multitude and 
not for the few. Every office can use a duplicator like the Model 
24B. Show it and the sale is yours. It actually sells itselfl 


THE HEYER CORPORATION 








UNDERWOOD SUNDSTRAND 


ADDING-FIGURING MACHINES 








SEE PAGE 75 


Adding Machine Division 


UNDERWOOD ELLIOTT FISHER COMPANY 


Adding Machines... Typewriters... Accounting Machines... Carbon 
Paper, Ribbons and other Supplies 
342 MADISON AVENUE, NEW YORK, N. Y. 


Sales and Service Everywhere 








Underwood Elliott Fisher Speeds the World’s Business 








